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Regional Agency 
Plan Adopted 
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J. Benderly Appointed 
N. Y. General Agent 


EXPERIENCED INSURANCE .MAN 





President Lovejoy’s Announcement In 
Line With Manhattan Life’s Gen- 
eral Expansion Policy 





The Manhattan Life has appointed Ja- 
cob Benderly a general agent in New 
York City. Mr. Benaerly’s offices will 
be located in the Everett Building at 
45 East Seventeenth street, Union Square. 

This appointment is in line with the 
general policy of expansion since Presi- 
dent Lovejoy has been giving personal 
attention to promotion. This is one of 
the first appointments since the Manhat- 
tan Life moved into its new home office 
at Sixtieth street and Madison avenue. 

Mr. Benderly has had extensive experi- 
ence in the life insurance business, having 
been general agent in New York City 
for the Travelers from 1913 to 1918. Mr. 
Benderly left the Travelers to join the 
Equitable Society as agency manager of 
the Union Square branch in 1918. 

Prior to 1912 he had been abroad as 
traveling organizer for the Victoria Life 
of Berlin. Mr. Benderly’s duties as or- 
ganizer took him into various countries 
in Europe and the Near East. Mr. Ben- 
derly is a linguist of considerable ability. 





N. Y. UNIVERSITY COURSE 





Will Open October 1; Dr. Robert Retzer, 
R. G. Engelsman and L. G 
Simon, Lecturers 


Roy Robbins, acting chairman of the 
life insurance training course at New 
York University, announces the open- 
ing of the fall session on October 1. Dr. 
Robert Retzer of Baltimore is to take 
charge of this course succeeding Vin- 
cent B. Coffin, now the educational di- 
rector of the Penn Mutual. Dr. Retzer 
was associated with Vincent B. Coffin 
this summer at Brown University. 

Dr. Retzer will be assisted by Ralph G. 
Engelsman, who will take full charge of 
the selling course and Leon Gilbert Si- 
mon will conduct the business life in- 
surance course which was instituted for 
the first time last year with exceptional 
success. 

The day sessions will be held from 
1:20 to 6:10 p. m. and the night ses- 
sions from 4 until 9:30 p. m. with fifty 
minutes out for dinner. This class will 
meet three times a week on Monday, 
Wednesday and Thursday. The ar- 
rangement of the class schedule gives 
ample time for the solicitation of life 
insurance and by the records experi- 
enced by the preceding classes it is safe 
to say that the average agent while tak- 
ing this course has written considerably 
more insurance. 





JOINT CONFERENCE ON TRUSTS 





Insurance Men Meet With Bankers to 
Discuss Letter on Insurance 
Trusts 


Chicago, Sept. 17—O. J. Arnold, presi- 
tent, and Claris Adams, secretary and 
xeneral counsel of the American Life 
onvention, together with George Gra- 
lam, vice- president of the Central States 
life, and General Counsel McAllister, 
of the Kansas City Life forming a com- 
mittee from the American Life Conven- 
tion held a conference today with a com- 
mittee of the trust division of the 
\merican Bankers Association with ref- 
‘rence to the joint address to bankers 
and insurance men, which was to be 
‘nt out in describing the benefits, limi- 
Sa and field of a life insurance trust. 
They could not come to a decision and 
‘nother conference will be held. 





BUY MODIFIED LIFE 
x Man of the members of the leading 
New York Stock Exchange firms have 
wusht Modified Life policies in the 
“\Ctna Life recently. 

















ALTNA AIDS 


ACTION 


Did you 


Ever notice 

How contagious 
ACTIVITY is? 

IF your Contact 

Is with 

An AGENCY 
Showing plenty 

Of action, 

You will 

Get YOUR SHARE. 


Try us. 


AETNA-IZE Thru GRAHAM 


Call Triangle 7560 


“A POLICY FOR EVERY NEED” 


JAMES P. GRAHAM, Jr. 


General Agent 


ATNA LIFE INSURANCE CO. 


16 Court Street - 








Brooklyn, N. Y. 


























Major Hull Quits As 
Association Manager 


ACTION COMES AS SURPRISE 
Conference in Boston with President 
Clark to Decide; Trustees Upset 
Harmony Plan 


Major Roger B. Hull, managing direc- 
tor and general counsel of the National 
Association of Life Underwriters, has 
placed his resignation in the hands of 
the trustees. No official announcement 
has been made and when The Eastern 
Underwriter asked Major Hull if he had 
resigned, he refused either to confirm or 
deny it. 

There is a conference in progress in 
Boston which is attended by Major Hull 
and Paul F. Clark, newly elected presi- 
dent of the National Association, at 
which a decision will be made on Major 
Hull’s resignation and some other mat- 
ters closely associated with it. 

At a meeting of the old board of trus- 
tees held in Detroit during the recent 
national convention of the association, 
action was taken endorsing Major Hull’s 
work during the year, which was his first 
year with the organization and it was as- 
sumed that certain known difficulties 
within the association had been success- 
fully ironed out. It is understood that 
part of this harmony plan involved 
changes in the headquarters personnel. 

Following the appointment of several 
new trustees at the Detroit convention, 
a meeting of the newly constituted board 
was held and the question was again 
raised concerning the status of the man- 
aging director. At this meeting certain 
restrictive action was taken which, it is 
understood, was unacceptable to Major 
Hull and resulted in his placing his res- 
ignation in the hands of the trustees. 

It has been common knowledge for 
some time that all has not been happy 
at the headquarters of the National As- 
sociation. That fine spirit of co-opera- 
tion and rhutual helpfulness that has 
been the aim of the conventions to 
achieve in the business and which has 
been the theme of Major Hull’s talks 
from coast to coast, has not been exem- 
plified, it is understood, in the headquar- 
ters of the association itself. 

There seems to be no great difference 
of opinion as to the work Major Hull? 
has done during his first year. He has 
made an excellent impression on his ap- 
pearances and has the personality, abil- 
ity and platform gifts which his position 
requires. The difficulties seem to be 
within the headquarters of the associa- 
tion rather than the public phases of 
the managing director’s work. 


CANADIANS HEAR REPORTS 


Various interesting committee reports 
were heard at the convention of the As- 
sociation of Superintendents of Insur- 
ance of the Provinces of Canada held 
this week at Regina. Among those read 
were by Frank Sanderson, who read a 
report on “Proposed Revisions of Pro- 
vincial Laws Respecting Life Insurance 
Reserves”: “Uniform Statutory Defini- 
tions of Classes of Insurance” by H. G. 
Garrett; “Credit Evil in the Insurance 
Business” by Charles Heath. superinten- 
dent at Winnipeg: and “Fraternal In- 
surance” by R. Leighton Foster, super- 
intendent at Toronto. 

MOVE INTO LARGER OFFICES 

The Newark office of the Travelers is 
now located in the Military Park build- 
ing, having moved into their new quar- 
ters on Monday last. In seeking a new 
location, on account of rapid growth and 
expansion of the company, the entire 
seventh floor and part of the sixth was 
selected because of its adaptability to 
the company’s requirements. The new 
offices are considered the most modern 
and up-to-date branch offices of any in- 
surance company in New York. 
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WE CAN HELP YOU TO INCREASE YOUR INCOME 


If You Are Capable of Developing an Agency We 
Will Give You a Direct Home Office Contract 


With Real First Year Commissions Non Forfeitable Renewals 
Non Forfeitable Renewals Build an Estate for You 


Write or wire for interview 
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Aetna Life Convention At Quebec 
Aetna To Center On Regional Agency Plan S. T. Whatley Tells of per thousand of his entire production 


Developing Field Men 


ALSO. ADOPTS NEW SLOGAN 
President M. B. Brainard and Vice- 
President K. A. Luther Open Con- 
ference of Agents at Quebec 


The agency plans of the Aetna Life 
for 1929 will be centered around devel- 
oping and directing the agent in the 
field, said Vice-President K. A. Luther in 
opening the conference of the company’s 
representatives at the Chateau Fronte- 
nac, Quebec, this week. 

“Our conference keynote,” he de- 
cared, “our greatest ambition for 1929, 
is the developing and directing of our 
‘Netna-izers. This is written far more 





K. A. LUTHER 


impressively on the first page of your 
conference book. There it says, ‘De- 
veloping Man-power and Directing its 
Energy.’ 

“Our biggest problem and task is still, 
you see, the ‘Aetna-izer.’ He is the mo- 
tor in our great company. If we can do 
more and better work in training, su- 
pervising, developing him and in direct- 
ing his energy, he will grow in ability, 
productiveness and happiness. Automat- 
ically you will grow, and the whole Aetna 
organization will sweep on to the newer 
achievements which lie ahead.” 

Mr. Luther, in his keynote, called at- 
tention to the success of the recent tes- 
timonial campaign in his honor, which 
resulted in the obtaining of more than 
$90,000,000 of new paid life insurance by 
the field organization in May and June. 

In this connection, he paid glowing 
tribute to the general agents, who pro- 
posed and then conducted the entire 
campaign, and once more took occasion 
to thank them for the extreme honor 
they thus bestowed on him at the time 
ot his thirtieth anniversary as an 
Aetna-izer.” 

President Morgan B. Brainard pre- 
side at the opening session of the con- 
ference. After a brief period, which was 
given over to introductions and songs, 
Mr. Brainard delivered his annual ad- 
dress of welcome to those attending the 
conierence. Response from the field was 
made by General Agent S. M. Carson of 
Atlar nta. 

This was followed by Mr. Luther’s 
keynote address, after which General 
Agent S. gM Whatley of Chicago deliv- 
ered a highly instructive address on “In- 
vesting in Agency Progress,” which is 
Teproduced in another column. 





(Continued from Page 1) 
the agencies comprising the Pacific Di- 
vision. Continuing, he said: 

“Closely associated with the regional 
division plan is the idea of holding an- 
nual regional meetings. This is a sub- 
ject which we have had under careful 
consideration for several years. It now 
appears that these can be worked out 
on a practicable basis.” 

Mr. Luther also told the company’s 
general agents that the new division su- 
perintendents will “visit each of the 
agencies in their divisions at least twice 
a year.” They will spend sufficient time 
in each agency, he promised, to obtain 
an intimate picture of the problems con- 
fronting each general agent. 


Careers of New Asst. Superintendents 


Assistant Superintendent of Agencies 
Richard L. Place, who will be closely as- 
sociated with Mr. Luther in general su- 
pervisory work, was graduated from 
Harvard University in 1920. Two years 
later, he began his connection with the 
Aetna as home office representative of 
the group division at Boston. In 1924 
he came to the home office as assistant 
to R. S. Edwards of the group depart- 
ment and on September 2, 1926, he was 
appointed to assist in the development of 
the salary budget insurance. He was 
named to his present office in February, 
1927. 

Assistant Superintendent of Agencies 
Lester O. Schriver, superintendent of 
the Central Division, is widely known 
as a speaker and sales training expert. 
He is a graduate of Syracuse Univer- 
sity, where he received the deerees of 
A.B. and M.A. After a brief business 
experience he joined the Aetna Life 
early in 1925. In October of that year 
he was made manager of the sales train- 
ing section and in February, 1927, he was 


appointed assistant superintendent of 
agencies. 
John N. Adams, Pacific Division sn- 


perintendent, has just completed a highly 
successful four months’ period as acting 
general agent at Boston and is eminent- 
ly qualified for his new post. Mr. 
Adams is a graduate of the University 
of Iowa. He joined the Portland, Ore.. 
general agency in 1926, after a broad 
experience in the banking. investment 
and insurance business. Two months 
after joining the Portland general agen- 
y he.was appointed agency supervisor 
and four months later, assistant general 
agent. He came to the home office in 


(Continued on Page 6) 
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Agency Building Costs 
EXPERIENCE OF HIS AGENCY 
Chicago General Agent Is Using $2.50 


Per $1,000 or 50% of Agency 
Gross Income 





and ad- 
Aetna Life conference 


In an interesting 


dress before the 


informing 


of field representatives at Quebec this 


week, S. T. Whatley, general agent at 


Chicago for the company, analyzed the 
cost requirements for building an agency 
and gave the percentage of income re- 


Tt. WHATEEY 


invested in his own agency. 
this matter he said: 

“The question is often asked, ‘How 
much can a general agent afford to 
spend in agency development?’ Or, to 
put it another way, ‘How much per thou- 
sand can he afford to invest in obtain- 
ing new business?’ Naturally a pattern 
must be cut with due regard to the 
width and length of your cloth but I’m 
going to assume, for the purpose of my 
illustration, that the agency has reached 
the point of income where sufficient 
money is available for development if 
in the opinion of the general agent such 
an expenditure constitutes a sound in- 
vestment on his part, or, another type 
of agency where the general agent is 
willing to invest of his previously accu- 
mulated capital if convinced of the 
soundness of the investment. 

“Now let us assume that our premiums 
average $25 per thousand, which is, I 
believe, a conservative estimate. The 
general agent will, if the business re- 
news for nine years, receive $6.87 per 
thousand which is derived from _ his 
244% for nine years plus his 5% the 
second year. If on the other hand the 
general agent ceases to represent the 
cempany, his maximum possible return 
is $2.25 on the business written during 


Discussing 


his last year of service. 
“Tf you do not allow for any lapses 
pl the general agent receives 
742% during the nine years following 


‘i acquisition of the business. Of 
amount he receives 744% the 
year, or to be more exact, he 
$1.87, but allowing for a 10% 
tio the second year he 
receive $1.69. 
$2.50 a Sound Basis 
“How much then can the general 
agent afford to invest in the production 
of this business? My belief is that $2.50 


this 
second 
Tr eceives 
lapse ra- 
will more likely 


constitutes both a sound and conserva- 


tive investment and that such an ex- 
penditure properly allocated will make 
lor a progressive agency. Two dollars 


and fifty cents represents 36% of the 
maximum possible return if the general 
agent remains in the service of the com- 
pany for nine years after the business 
has been put on the books. It repre- 
sents 111% of the general agent’s max- 
imum possible vested interest. By max- 
imum possible I mean without any al- 
lowance for lapses. Therefore, it is in- 
evitable that he must lose money on the 
business of his last year of service. If 
he is insurable he can largely protect 
himself against this loss. 

“But on the business written during 
the year previous to his last year of 
service, he has received $1.87 which 
leaves only 63c to be taken care of out 
of his remaining vested interest which is 
25c per year for eight years, or a pos- 
sible maximum of $2.00. 

“It will be readily understood that 
these figures are slightly inaccurate in 
that we do not receive 5% the second 
year on all of our business, but from 
investigations in my own office I find 
that the 5% applies to about 75% of our 
premiums. If this be generally true, 
then our extra commission the second 
year if applied to all our premiums is 
.375, and this would reduce our possible 
returns by 3lc per thousand. 

“If, therefore, the business has been 
so sold that the lapse ratio is not ab- 
normally high, it would seem that the 
general agent could not lose except on 
the business done during his last year 
of service, and this is an element of risk 
which exists in almost any active busi- 
ness. 

“What proportion of a general agent’s 
gross income should be re-invested in 
his agency? All that he can properly 
and profitably invest. I am sure that our 
company does not want us to spend 
money in our agencies just in order to 
reduce our income taxes. 

“Therefore, how much can you invest 
profitably? It will prove a poor invest- 
ment on our part if we put on more su- 
pervisors than we can properly supervise 
and as a result run up the cost of our 
business to the point where it ceases to 
be profitable. 

‘As general agents we have a certain 
position to maintain in the community 
and the establishment of the right kind 
of social or personal contacts is an as- 
set to the men of our agency, to us, and 
to our company. An Aetna _ general 
agent should be a representative citizen 
of the community in which he lives. To 
maintain this position he must enjoy a 
personal income commensurate with 
such needs. He should carry sufficient 
life insurance to be able to boast of the 
amount rather than apologize for it. 

“After these two needs have been 
provided for, it is my opinion that he 
should invest in his agency every cent 
he can put into it and still keep the cost 
down to or below $2.50 per thousand. In 
other words, if every additional $2,500 
you invest in your agency will result in 
an increased volume of one million dol- 
lars, my personal advice is (to use the 
slogan adopted by the Government dur- 
ing the Liberty Loan Campaign)—TIn- 
vest until it hurts.’ 

His Agency Figures 

“Some figures taken from my own 
agency may be of interest to you. In 
1924 I spent $1.17 per thousand but only 
17% of the total business came from 
einte-tties men. The total expenditure 
represented 41% of the gross income of 
the agency. In 1925 my expense was 
$1.05 per thousand and 20% of the busi- 
ness came from whole-time men and my 
investment was 43% of gross income. In 
1926 it was $1.31 per thousand; 27% 
came from whole-time men. The invest- 


(Continued on Page 6) 
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Aetna Group Discusses 
Training New Agents 


BAIRD PREFERS OLDER MEN 
Most Fruitful You of Life Underwriter 
Come When He Is Over 50, Says 
N. E. Degen 








Recruiting and training life insurance 
agents was discussed by officials and 
general agents of the Aetna Life at its 
1928 conference at Chateau Frontenac 
this week. 

The session, which was devoted to an 
analysis of the subject “Developing Man- 
Power,” was marked by the reading of 
papers by nine of the company’s gen- 
eral agents, followed by open forum dis- 
cussions of the material presented. Gen- 
eral Agent J. Stanley Edwards of Den- 
ver presided. 

There was also an evening session 
with general agent C. Gilbert Shepard of 
Hartford presiding. Assistant superin- 
tendent of agencies William H. Dallas 
was the main speaker. His subject was 
“Underwriting—Our Mutual Problem.” 
Other evening speakers were: E. ee 
Bowen, secretary of the company’s ac- 
cident and liability department, whose 
subject was “Developments in Accident 
and Health Underwriting,” and general 
agent A. C. Miller of Des Moines, who 
discussed “Advantages of an Accident 
and Health Franchise.” 

Very Young Men Not Satisfactory 

The young man directly after his leav- 
ing school has not proven satisfactory as 
a salesman of life insurance, general 
agent Rk. P. Baird of Albany revealed in 
his address, “Contacting with Prospec- 
tive Agents.” 

“My experience does not justify spend- 
ing much more time,” he said, “in ex- 
perimenting with this group. I prefer 
to use the time in contacting with the 
man who has need for increased income, 
or the man who must change positions 
through force of circumstances; but in 
any event, always with the man I think 
can sell life insurance.” 

Others presenting papers on this sub- 
ject were general agents R. G. Page and 
Arthur G. Derr of South Bend, Ind., and 
Jacksonville, Fla., respectively. All in 
substance agreed that the best results 
are obtained through personal contact, 
advertising and circularization. 

“Selling Our Business as a Career” 
was the subject of an interesting address 
by general agent N. E. Degen of Pitts- 
burgh, also delivered at the morning ses- 
sion. In the course of his address, Mr. 
Degen made the following observation: 

“The most fruitful years of the life 
underwriter, who has early entered the 
business, come after he is fifty. It is 
then that his experience and even his 
increased years prove to be of most value 
and that his earnings are greatest. It is 
during these older years that he inspires 
the most confidence.” 

General agent J. P. Graham; Jr., of 
Brooklyn, in supplementing Mr. Degen’s 
words, cited three distinguishing marks 
that set apart a work and raise it above 
the common level: Intellectual appeal, 
soul satisfaction and financial reward. 
These marks, he showed, are character- 
istic of life insurance. 

The third speaker on this subject was 
general agent Paul D. Sleeper of Wash- 
ington, D. C., who related the true story 
of a successful business man, who gave 
up his particular line to go into life in- 
surance, and who became an outstand- 
ing success in his newer field. 

The three final speakers on the morn- 
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A Good Year 
To Sell Group 


Group insurance sales for the first eight 


months of 1928 ran over 4o per cent ahead 
of last year. 


In selling group insurance there is the 
chance of large commissions and the cer- 
tainty of contacts with men who are in the 
market for business insurance and personal 
life and accident insurance. 


It pays to solicit group insurance. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





ing program discussed the various ele- 
ments in “Training the New Man,” each 
of them disclosing the method employed 
in his own particular general agency. 
These speakers were general agents 
George B. Chapman of Cleveland; Elmer 
Abbey of San Antonio, and P. W. Simp- 
son of Indianapolis. 


S. T. Whatley’s Talk 


(Continued from Page 5) 


ment was 49% of gross income. In 1927 
it was $2.42 per thousand and 41% came 
from whole-time men. This was 49% of 
gross income. 

“My budget for 1928 provides for $2.50 
per thousand and for the first six 
months I’ve exceeded this figure by 
about 10% per thousand, but over 50% 
of the business is from whole-time men 
and the expenditure represents over 50% 
of gross income. 

“In our 1928 budget our expenditure 
is allocated roughly as follows: Sala- 
ries, 70% of the total being divided as 
follows: 28% to brokerage business and 
72% to developing whole-time agency. 
Travel expense, 7%. Advertising, includ- 
ing circularization for agents as well as 
leads for insurance, 8%. Agency meet- 
ings, luncheons, etc., 7%. General and 
incidental, 8%. 

“This picture would obviously not fit 
in certain types of agencies where brok- 
erage business does not exist to any ap- 
preciable degree, or where more travel- 





Regional Agency Plan 
(Continued from Page 5) 


November, 1927, and has since served as 
agency assistant. 

William C. Cousins, Eastern Division 
superintendent, has accomplished  ex- 
ceedingly valuable field work as an as- 
sistant in the accident and health unit 
of the life agency division. Mr. Cousins, 
a graduate of Dartmouth College in 
1923, was formerly associated with the 
Hartford Rubber Co., subsidiary of the 
United States Rubber Co. He joined 
the Aetna in 1925 as an underwriter in 
the life department under Secretary 
James B. Slimmon. He began his acci- 
dent and health work in May, 1926. 

Clyde F. Gay, the new Southern Di- 
vision superintendent, is associate gen- 
eral agent to Gordon H. Campbell at 
Little Rock, and in that capacity has 
been since January 1, 1926, in charge of 
a branch office at Shreveport, La. Mr. 
Gay, a graduate of the University of 








ing is necessary. In fact, I do not offer 
it as an example to follow in any type 
of agency for you must make your allo- 
cation of expenses to suit the needs of 
your local conditions. But if we are to 
multiply ourselves it must be through 
capable and efficient assistants and since 
man power and its development are our 
chief concern, we should invest in that 
most heavily.” 


—! 


Arkansas, has been connected with the 
company since 1925. He is a progres- 
sive and clear-thinking student of life 
insurance and_ has had thorough train- 
ing and experience in field work. 

The superintendent of the Western 
Division will be Walter F. Stone, one 
of the leading producers of the W. M, 
Hammond General Agency at Los .\n- 
geles. Mr. Stone was born at Douzclas, 
Kan., and was educated at Oklahoma 
University and the law school of the 
University of Kansas. He was admitted 
to the bar at Oklahoma and Kansas in 
1916 and 1917, respectively. He was later 
employed by the Cameragraph Co. and 
the Photostat Corp. Mr. Stone joined 
the Los Angeles General Agency in 
1926 and became at once one of its out- 
standing producers, paying for $417,000 
of new business in 1927. 





CAMPAIGN NEARING END 





Manhattan Life’s Attempt to Secure 
$10,000,000 of Business in 100 Days 
Will Close September 30 

The Manhattan Life is nearing the end 
of its campaign for ten millions of busi- 
ness by September 30. The campaign 
began on June 23 and is to run for 100 
days during which time the various agen- 
cies are trying to secure $100,000 daily. 
Although July and August are usually 
regarded as dull months, a_ record 
amount of business was secured during 
these two months. 

The Manhattan Life Bulletin com- 
ments on the progress of the drive as 
follows: “July and August have passed 
into history so let us forget them, but 
let us realize that, as a whole, we are 
in arrears in our campaign, and, in or- 
der to reach our goal on September 30 
a tremendous effort must be put forth. 
Let us not fail to reach our objective. 
Many of our agents have promised us 
wonderful things for,September, and if 
these promises materialize we shall reach 
our goal of ten million dollats issued 
during the 100 day campaign. 

Let everyone organize at the end of 
each day, his work for the next day— 
carry out the planned day’s work and 
results will follow. We can and must 
get that.ten million issued—let’s all get 
to work with a will. 





TO HOLD OCTOBER CAMPAIGN 
Policyholders’ Month Announced by 
Bankers Life of lowa; Non-Medical 
Privilege Increased to $10,000 
Again designating October as “Policy 
Holders’ Month,” the Bankers Life of 
Iowa announces an October campaign 
that promises to make that month the 
greatest in the company’s history. Two 
important sales aids are offered salesmen 
for use in the October work. 
First, each salesman is allowed to di- 
rect mail advertise 100 policy holders 
with “The Last Leaf,” a new folder ad- 
dressed to policy holders which is the 
latest and best folder prepared by the 
company’s advertising department. Oc- 
tober will be a non-medical month. and 
for a large part of the Bankers Lifes 
policyholders the non-medical privilege 
will be increased from $5,000 to $10,000. 
The leaders of all Bankers Life agen- 
cies on these four counts, total October 
production, total number ‘of applications 
written, total policy holder production, 
and total policy holder applications writ- 
ten—will be the guests of the com)’ any’s 
officers at a special luncheon or « linner 
at their respective regional schools of 
instruction to be held in January. 1929. 
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; can do what you are afraid to guaran- i whose ambition had been to write a 
Discuss What Makes tee.” : 7 Equitable Agents million dollars of life insurance in a 
(;ood Agency Material General Agent D. E. Pursell of Read- Convene In Montreal year. He achieved that aim after thir- 
ing, Pa., spoke on “Financing and Man- teen years’ effort. Then he wanted to 
BEWARE OF THE HE DRIFTING TYPE ging Agents.” He described the growth OyER 1.400 IN ATTENDANCE write a million in a month; he did it. 
of his general agency which was opened : am Then he sought to write a million in one 
R. H. Keffer Not Aleaid to Make Ad ™ 1913 without a policyholder or agent Middle Atlantic, New England, N. Y policy, and he reached that objective. 
wahoo V. H. Chasey “Thumbs and has since become an outstanding Metropolitan Croup ies Talks By i “Application and industry” was Mr. 
Down” on One Whose Wife Works field unit. 














» i Klingman’s formula for success. Yester- 
General Agent Dewey R. Mason of Company a ot Eieeetional day’s best is not sufficient for today, 
Agency management and agency New York City read an interesting pa- se ner was another motto suggested. 
seo ash aie oaMiieete tee Oe Oe Prospects, Leads and Other Mave die 4400 aaneite venenentinn T. FE. Parkinson, president of the com- 
fnancing was one oO e subjects Sales Helps,” which is reproduced in a5 ae Meade “ddle Atlantic and 2&". save his views on the same sub- 
got attention at the Aetna Life confer- this issue of The Eastern Underwriter. bn Ne : “y ae ‘eicen : emae lias ject, in a later address, as follows: “The 
ence at Quebec this week. V. H. Chasey, General Agent Gordon H. Campbell of pee i a Se a ee 


6 ‘shies Shiaiadite 4 thir. Aanseeieay Gasmiaks combination of enthusiasm, self*educa- 
. » ™ fi , s = eo oO ec Eq re e Life ASsure ce Society, . ‘ -_ are ee eae ss 
general agent at Rochester, N. Y.,, Little Rock, who also spoke on this sub- attended two education conferences of 1°" and hard work will make any man 
: ect, said that in his office two general , : in the business world successful.” Mr. 
Seige : ject, at in his ce two genera hee . whisk nese thete hie 
thought that the continued success of Ara Sopa : At allt the company which was held in the pitincon said it was pleasine that ; 
’ divisions are made in considering the po- ' > +. arkinson said it was pleasing that in 
the company’s agency system depends : Hotel Mount Royal, Montreal. The a ie 3 at rachagge oie: 
: aa TE tential sources of additional business: jaroe ; ates: een Sinis-cxmbieeies the life insurance business the practi- 
largely on the securing or hiring of the arge attendance caused the conference | , ORE EE sia 
ic : first, policyholders ; second, the public at +s . eet pee . cal rewards were supplemented by the 
right types of men to sell insurance. eos” to be divided into two sections, which 
He said he was convinced from experi- 


: satisfaction of being of great service to 
“p _* 1 Ot Sal were held on September 6, 7 and &. onitied ‘ 
ence that there are two types of men rospects, Leads am ther Sales” Frank L. Jones, agency vice-president, “ Sieiiiate nk 
Meee Helps” was the theme of a paper by esidel. * : rges Worthy Agents 
that should never be hired by a general Cuceuih Anuak @ & tathes at Men presided. 
qent: one is the man whose wife works S 


James .\. Beha, superintendent of in- 
surance for the state of New York, was 
a guest and speaker. He stressed the 
thought that the agent is the company 


4 Haven. Mr. Luther cited as some of the uccess was the dominating theme, 
and the other is the person who has : 4 fs : and heads of the company told the 
( most popular sources of prospects the darks ; 
changed his jobs often. General Agent following: newspapers, chambers of @8¢nts the reason for success, in their 
T. Mount Searles of Newark, N. J., pre- su ; = : : 


commerce lists, purchased lists (Boyd OP!On, did not include any royal road, in the eyes of the world, counselling the 
sided ; k C 1A City Dispatch), city directories, _tele- but called for much hard work, self edu- agent to be worthy of that obligation. 
ner speaker was General Agent R. : Bi ear: ; : pire cation and enthusiasm. He recorded his belief lif 

ee oe N a a ‘h BS d phone directories (classified section), W.W. Kij be a re e recorded his belief in life insur- 
ea ae ‘ “te “ f h ; hoon blue books and voters lists. - W. Kingman, who has just been ance, properly written, saying that it 
ee aa pa ap ame ort bi be 4 Papers on “The Unit System of Su- made a second pa Boy sein of the ye was the best contract that a person 
is dissatisned or out of a job. e de- jes ie ae yany, co < to > home office fr , 

aid he wie sheers wile to make Petvision” were also read at this session ot us ate te bei h cag grind ~ could buy. 

sale to good ie an teak he Wad by General Agent W. M. Hammond of » where ne wa irge oO William Alexander, secretary of the 
adve a > J 


. : é he Minnesota’ district—the  distric anv acize Sere 
suffered ] I Los Angeles, A. E. Mielenz of Milwau- '° linnesota trict—the district. company, emphasized the investment 
never suffered any losses on that ac- kee. ahd Paul RR Green of Sate bake which led all others of the country in character of life insurance, saying, in 
count. In this connection Mr. Keffer City é The pol pe Bava = August, with the remarkable business in his opinion, that was more important 
remarked: “It is with a great deal of cnutiesdinel toe oft sheaess apeahers Mr. one month of $5,000,000 of insurance— today that even the protective element. 
caution that I approach the subject of ; pier pL es we tea, eager. -.. took as his theme, “Responsibility—the Albert G. Borden, a second vice-presi- 
hahaa : Hammond, in his address, said: “We be- : . = ry ; , : I 
financing agents. However, I believe Gave id vai . d ~ .-_ Keynote of Success. Mr. Klingman dent, supplied the agents with a wealth 
ane7 : lieve in getting them young, treating : ‘ : ‘ . : : : Bove me 
that 90% of the trouble of getting pro- aCe i ‘cevthing» Summarized his philosophy in this re- of material concerning Equitable facili- 
: : them right and telling them everything. : é : 5 ; 
ducing ey tl - find the bem — . 7 spect hel follows: ties in meeting all kinds of policy re- 
them to live until they get started. It “I believe men or women can have quirements 
is expecting a good deal to have a man BIG GAIN IN INDUSTRIAL just what they want to have, whether William G. Fitting, superintendent of 
resign a position where he has been a President O. J. Arnold of the North- riches, honors, or the greatest success, 
success, and start in a new business western National Life 


) ; i : agencies, also gave a straight business 
», ina review of the provided they want to have it badly tall, entitled, “Applied Underwriting.” 
on a commission basis. You know the production of 





new insurance for the enough, and they are ready to pay the The second session of the conference 
business and he does not; yet if you year, savs the new industrial business same price that others have to pay for followed at the same place on Septem- 
ae afraid to pay him a salary why produced throughout the country so far the same things.” ber 9, 10, and 11, which was attended 
should he be expected to believe that he amounts to $1,900,000,000. Mr. Klingman referred to an agent 
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F. MOORE has been identified with insurance ever since he j 

e started his business career in 1917, with the Thames & Mersey 1 

, 

. Marine Insurance Co. He was with several other insurance brokers F 

e and adjusters—each time changing to better his position. In 1922 he j 

formed the partnership of Moore & Lambert, General Insurance J 

Brokers and Average Adjusters. 

Gradually he became more and more interest in life insurance and 

devoted most of his efforts to writing life, accident and health policies. 

In 1923 the partnership was dissolved and Mr. Moore went to the j 

_ and Portland, Oregon, agency of the Penn Mutual. Later he returned J 

‘lege East and joined the J. Elliott Hall Agency, where he is now among } 

1,000. the leading producers. Mr. Moore’s knowledge of life insurance is of j 

piso material assistance to business men who need a carefully conceived | 

tions insurance program. ; 
J. ELLIOTT HALL AGENCY 








THE PENN MUTUAL LIFE INSURANCE CO. 
50 Church Street, New York 
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What Mr. Moore has accomplished under our : ' 
aaa smil liti lish See our advertisement in the New York 
training, women of similar qualities can accomplish. Evening Post next Tuesday and Thursday. 
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Sees Best Year In 
Insurance History 


PREDICTION OF O. J. ARNOLD 





American Life Convention President 
Reviews Business Year to Date 
and Is Optimistic 





In a review of the business year to 
date and after making a survey of the 
general economic conditions, O. J. Ar- 
nold,, president of the Northwestern Na- 
tional Life and also president of the 
American Life Convention, is very opti- 
mistic as to the outlook for the full year 
and even makes the prediction that this 
will be the greatest insurance year in the 
history of the country. He says in a 
statement on the subject: 

“If life insurance sales may be accept- 
ed as a barometer of general business 
trends the last quarter of 1928 will be 
the very best this country has ever en- 
joyed in a presidential election year. 
Clearly the curves are upward and the 
improvement is so general there is every 
reason to feel optimistic about the out- 
look for the remainder of this year and 
the early months of 1929. 

“With the national elections just 
around the corner it is truly remarkable 
the prevailing feeling of security that is 
manifest everywhere. The old tendency 
to hold back until after the votes have 
been cast has been discarded generally, 
so that there is comparatively little un- 
easiness in business circles anywhere. 

“New life insurance of all classes writ- 
ten during the first eight months of this 
year have shown a persistent and con- 
sistent gain over the same _ period in 
1927. During this year to date more 
than $5,700,000,000 of new ordinary life 
insurance has been placed in this coun- 
try, about $1,900,000,000 of new indus- 
trial and almost $1,000,000,000 of new 
group insurance. A very pleasing factor 
in life insurance has been the improve- 
ment in general conditions in the rural 
sections of the middle west, northwest 
and south. The outlook in those sec- 
tions is most promising. 

Sees General Improvement 

“Coming through the summer months 
general business and financial conditions 
were above the average the best avail- 
able statistics indicate. The industrial 
and trade activity in July and August 
was more than the usual volume in the 
mid-summer season and the general level 
of the commodity prices held firm or 
slightly advanced. : 

“Credit and money conditions being 
satisfactory, commercial concerns came 
through the hot weather period in splen- 
did shape, and general business should 
be accelerated with the closing of the 
vacation periods. 

“Forecasts for good crops are very 
pleasing to the agricultural districts of 
the country and insurance agents in the 
rural sections report an increasing inter- 
est in life insurance and an improve- 
ment in the lapse situation. When the 
farmer is buying life insurance in volume 
you may be sure he regards the imme- 
diate future as secure. It is one of our 
very best business indicators. 

“Employment is on the increase and 
there is every reason to feel that more 
workers will be on the country’s pay- 
rolls in October, November and Decem- 
ber than at present. 

“For many years life insurance has 
been accepted as a very good barometer 
of general conditions. With hundreds 
of thousands of life insurance agents 
working in the field daily, entering prac- 
tically, every home, .factory and business 
house, life insurance figuratively has its 
hand on the pulse of the nation. So 
we are not far wrong in accepting life 
insurance trends as a good indicator of 
geneenl conditions. 

“Viewed as a whole the immediate 
outlook for the entire country is very 
good. Here and there we find some bad 
spots but these are rapidly disappearing. 
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—STEADINESS and STURDINESS 
of New England, coupled with age and 


UNION MUTUAL LIFE 
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DINNER TO JAMES J. HOEY 





Insurance Man Arranging Smith Meet- 
ings Honor Guest of Prominent 
Chicago Public Men 
Chicago, Sept. 17—James J. Hoey, of 
Hoey & Ellison, local agents and Hoey 
& Ellison, Life Agency, Inc. general 
agents of the Equitable of Iowa in New 
York City, who is paving the way for 
Alfred E. Smith’s visits in the west, was 
guest of honor at a dinner given in the 
Sherman House here last Saturday 
night by fifty men prominent in public 

life including some judges. 








We have every reason to anticipate good 
average conditions for the remaining 
weeks of this year. In fact, if we will 
simply forget entirely the abnormally 
good boom days of the World War pe- 
riod, 1928 should pass into history as the 
best average year this country has ever 
experienced. 

“The mid-summer quarter was very 
good, everything considered, and the last 
four months of the year should show 
decided improvement. We in life insur- 
ance anticipate that it will be our very 
best year.” 





of them will not. 


Nearly 3 Billions in Force. 

Over 4,000,000 Signatures 
on the dotted line. 

500 Million Dollars Paid 
on Policies since Busi- 
ness Began. 





JOHN HANCOCK SERIES 


Entering College 


N September, thousands of young men and women will 
begin their college careers. 
attention to the fact that a life insurance policy is a 

guarantee that they will finish. Most of them will. Some 


J. L. McCELFRESH PROMOTED 
Made General Agent at Washington for 
Connecticut Mutual; Formerly Pro- 
duction Supervisor at Boston 
J. L. McElfresh, for the past seven 
years supervisor of production for the 
V. W. Kenney General Agency of the 
Connecticut Mutual at Boston has been 
appointed general agent for the company 
at Washington, D. C., effective Octo- 
ber 1. His headquarters will be in the 
Woodward building. His territory, in 
addition to Washington will comprise 
the District of Columbia and a part of 
Virginia. He succeeds General Agent 

Sampson who has resigned. 

On Wednesday of last week he was 
tendered a luncheon at the University 
Club in Boston by the members of the 
Kenney Agency. General Agent Kenny 
presided and remarks were made by Sec- 
retary Jacob H. Greene and Assistant 


Superintendent of Agents Fred O. 
Lyter from the home office. Mr. Mc- 


Elfresh was presented with an_ illumi- 
nated testimonial, presented by Mr. 
Kenney and signed by every member of 
the agency. Mr. McElfresh has been 
an active member of the Boston Life 
Underwriters Association, and chairman 
of its publicity committee. 





It is a good time to call 


The cost of putting a boy or girl through 
college at the present time is estimated to 
be between four and five thousand dollars. 
Nowadays parents are learning how to pro- 
vide this educational fund through insurance 
taken out when the children are very young. 


But here we are considering only the youth just entering 
college, with high hopes for the future which may be 
thwarted by the sudden loss of the breadwinner. 
would be the additional cost in premium for enough insur- 
ance to secure the family against needless disappointment. 


Small 


Just another way of purchasing security. The father 
will know that he has done his full part. The mother will 
be assured that whatever happens she can “see it through.” 


Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


197 Clarendon St., Boston, Mass. 


SIXTY-FIVE YEARS IN BUSINESS 
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New Company Formed 
To Aid Palestine Work 


REPORTED 





CAPITAL $5,000,009 
Will Be Known as Mt. Sinai Life. 

David A. Brown to Be 
President 








For the purpose of aiding lalestine 
industries a new life insurance company, 
known as the Mount Sinai Life, was jp. 
corporated in this state last weck. The 
capital of the new organization will be 
$5,000,000. The company will do a gen. 
eral life, accident and health business, 
and arrangements will be made to use 
some of the surplus of the company to 
aid in building up some of the industries 
in Palestine. David A. Brown, of De. 
troit, president of the General Necessi- 
ties Corporation, and prominent in Jey. 
ish relief work, will be president of the 
organization. 

In outlining the purpose of the con. 
pany, Gustave A. Rogers of the law firm 
of Jenks & Rogers, attorneys for the 
new organization, states that the plans 
of the company will not conflict with 
that of the Jewish Agency or the Pales- 
tine Economic Foundation. 

“Ours will be a purely business ar- 
rangement, conducted with the advice 
and consent of either or both of these 
agencies,’ Mr. Rogers states, “and our 
organization has the highest regard and 
respect for both of the others. The 
company is not to be in competition with 
any existing life insurance company op- 
erating in Palestine but rather as an aid 
and help to any such company or con- 
panies. 

“It will be our endeavor so to regu- 
late the conduct of this insurance com- 
pany so that it will not only be con- 
ducted for commercial profit or benefit 
but to help in the upbuilding of Pales- 
tine, commercially and __ industrially. 
There seems to be need there for An- 
erican financing, that, so far as we ard 
permitted by law, will be undertaken 
and accomplished.” 































The officers and board of directorsfill barr; 
will be elected from the incorporatorsi™ 
which include Samuel C. Lamport, head pag 
of the Lamport interests; Jacob Levy, Mi 
of Levy Brothers, builders; Supremegmm £ B 
Court Justice Mitchell May, of Brook-GiiM life ; 
lyn; Jacob Billikoph, impartial chairma ica 
of the Men’s Needle Trades; Represen-i), ‘ 
tative William W. Cohen of the seven- baer 
teenth district, Manhattan; Judge Fran times 
cis X. Mancuso; Samuel Lubell, presfiiy q, 
dent of the Belle Oil and Gas Co, of W 
Tulsa, Okla.; Bernard Semel, president 
of the Jewish Educational Society off , 
America; Sheriff Charles W. Culkin and i 
New York County; Joseph J. Klein, 0 ten 
Klein, Hinds & Finke, accountants} : 
Samuel Rottenberg, president of th ‘ t 
Jewish Centre, Brooklyn; Benjamin qq” 
Ribman, attorney, of Brooklyn; Mose ha 
H. Bressler, vice-president, Bronx Hos at 
pital; Charles Cohen, trustee of th de 
Federation of Jewish Charities, New 
York City, and Leo’ Lowenstein, of 
Lowenstein & Sons, New York. 

AN AGENCY ROMANCE 
Members of Stuart Warner Office, Ne I 
York, Met During Sessiens of N. ¥. r 
U. Course; Married Recently I 

A little more than a year ago at r 
mance was started in the office of Stu" f 


Warner, general agent in New York 104 
the New England Mutual Liic. accord 
ing to The Pilot, a company publicatiol 
Mrs. Nora P. Evans and Maior A. Kt 
Palmer, who recently resigned as an 0! 
ficer in the Regular Army, mvt during 
the evening sessions of the liie mst 
ance course at New York [ niversit! 
After the course was finished \irs. Eva! 
came to the Warner office as an acetal 
Major Palmer having already s\arted hi 
insurance career there. They were ma 
ried a few weeks ago. 
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Why Institutional 
Advertising Is Needed 





00M civVE PUBLIC RIGHT ATTITUDE 
fe; Bruce Barton Says It Would Prepare 
Public’s Mind, Conserve Agents’ 
Time 
Bruce Barton, famous New York ad- 
any; vertising man, author and editorial writ- 
 I-M . was given a rousing reception when 
The he appeared before the convention of 
I be the National Association last week. His 
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talk was based on institutional advertis- 
ing appeal; how it can fail if it is not 
done correctly and with intelligence, and 
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BRUCE BARTON 


declared that it was only lack of such 
alvertising which kept up many of the 
barriers now confronting life insurance 
men. 

Mr. Barton’s father, the Rev. William 
E. Barton, has always been a believer in 
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life insurance. It was his only means 
{saving money and he carried relative- 
ly large policies even when it meant the 
sacrifice of all the comforts and some- 
times when it involved going temporarily 


ig ae in debt. 

s; Co, & ; . 

oresaull When Bruce Barton was sixteen years 
cote ofa he was taken into his father’s study 
() 


and introduced to an insurance man who 
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PROGRESS SERIES 


Number Two 
A NEW COMMERCIAL 20 PAYMENT LIFE 


Issued in amounts of $5,000 and over. 


$27.40 


Also, a companion policy 
A NEW 20 PAYMENT ENDOWMENT 
AT AGE 85 


Issued in amounts of $1,000 and over. 
Increase in values— Reduction in rates. 


$29.28 


A live company with an excellent line of policies 
and low guaranteed rates 
and surplus. 


THE COLUMBIAN 
NATIONAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Correspondence welcomed by Agency 


35 Age 50 


$41.64 


35 Age 50 


$44.71 




















backed by a large capital 


ARTHUR E. CHILDS, President 
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tion from college. Then Bruce took the 
insurance payments over. 

In this way Bruce Barton got a fun- 
damental instruction on this important 
subject during his most impressionable 
years. It was laid upon his mind as a 
duty to increase this investment as fast 
as growing income would stand it. 

“Fis advice was taken literally and I 
come before you as a man whom you 
would consider adequately insured, he 
said. 

Mr. Barton then paid a tribute to in- 
surance agents saying they would never 
have increased his line despite his con- 
victions and belief in insurance if an 
insurance agent had not appeared at in- 


must be persuaded and argued into do- 
ing something that is for their own ad- 
vantage. 

3roaching the subject of institutional 
advertising, Mr. Barton said that for one 
thing he made the agent conserve his 
time. He told of the immense amount 
of time wasted in sitting in people’s of- 
fices or in calling upon people and being 
unable to see them because they really 
did not understand or appreciate insur- 
ance. These rebuffs gave agents the 
feeling of being baffled and made them 
rebelious. 

Secondly, Barton felt sure that insti- 
tutional advertising would cut down the 
evil of lapsation tremendously. He re- 


He then called attention to the man- 
ner in which the automobile companies 
keep in touch with those who buy cars 
and he declared that the constantly 
changing models put the car owner in 
the mood of buying new cars. 

“If they did not get out these new 
models the automobile business would 
show a great shrinkage in production. 
Anyway, no matter what we do which 
is admirable, we need to be resold on the 
wisdom of our decisions. The man who 
buys an insurance policy makes a wise 
investment and he should be reminded 
about it and should be told not once 
but many times how wise an investment 
he has made; how valuable his policy is; 
and how far-sighted he has been in mak- 
ing provisions for himself and his fam- 
ily.” 

As to Overhead Costs 

Mr. Barton said there was a fallacious 
argument used by life executives that 
larger unit sales would not lower their 
overhead. The larger the volume of busi- 
ness, the lower the cost of operation. 
From the agent’s point of view, a $10,000 
policy can be sold with the same ex- 
penditure of energy that is needed to 
sell a $2,000 policy. Great as is the vol- 
ume of business now written Barton 
said that when he compared it with the 
number of families in the United States 
and their insurance needs it gave hima 

shudder. He said he understood the av- 

erage man pays more for the insurance 
on his car than he does the insurance 
on his life. 

_ Barton then took up the pitfalls of 

institutional advertising. He gave a list 

of the industries which are using insti- 
tutional advertising and while some have 
made great success of it there have been 
some failures and he traced them to lack 
of intelligence and errors of judgment. 

He urged that if the insurance frater- 

nity starts on an advertising campaign 

of this sort it should be on at least a 

five-year basis, otherwise it would not 

have had a fair tryout. An adequate 
fund must be subscribed. 
“There is no substitute for money. 

You cannot get the attention of more 

than 100,000,000 people by blowing a tin 

whistle,” he said. : 
Another point he made is that ad- 
vertising is cheaper than writing letters. 

It is the quickest way to reach people 

and get the ear of 20,000,000 families. 

He thought that from five to ten cents 

a family per year for five years would 

furnish the necessary appropriation. 

There are 200,000 men selling life in- 
surance and he declared if he were one 
of them he would be willing to contrib- 
ute from $5 to $10 in the interest of an 
institutional advertising campaign. 
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The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 
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Vision Gives Added 
Impetus to Do Things 


AN AID TO _ INSPIRATION 
F. H. Davis, General Chicago Agent, 
Penn Mutual, Makes Inspiring Talk 
at Company Convention 


Vision is the thing which enables one 


to see more quickly, see farther, and to 
see more clearly, Frank H. Davis, gen- 
eral Chicago agent, Penn Mutual, told 


company’s conven- 
Mackinac. It is 
tremendously helpful because it enables 


the gathering at the 
tion held this week at 
inspiration, which 


us to get the added 


comes from seeing what we want to do. 


“People do what they see,” said Mr. 
Davis, “and there is many a_ person 
stumbling down the road of mediocrity 


through an underbrush of difficulties who 


only needs to climb a tree and get a 
long look to receive 
to lead them to the 


Continuing he said: 


enough inspiration 
heights.” 

“When we see a 
about it 


thing we can -get enthusiastic 


and which 


don't 


nothing was ever well done 


was not enthusiastically done. I 


mean the effervescent flag waving kind 
of enthusiasm that almost burns you up 
one minute and runs out of the ends of 
your fingers the next. I mean that quiet 
sustained enthusiasm, which comes from 
seeing and therefore understanding what 
you want to do, which also operates to 
strengthen your purpose to the point 
where vou acquire the determination to 
‘get the job done.’ 

“Someone has said that on the plains 
of South America there grows a flower 
the leaves of which always point to the 


North, and the traveler who loses his 
compass may implicitly rely upon the 
leaves of that flower to guide him, for 


no matter how severe the storm or how 
devastating the winds, the leaves of this 
flower always point to the Nerth. So it 
is with men or women who see and un- 
derstand and are enthusiastic about 
what they want to do. They acquire 
that fixed and definite purpose which 
keeps them traveling ever toward the 
goal which they have set for themselves 
and which is large enough to tax their 
reasonable capacities. 
The Desire to Accomplish 

“You ought to be 
do not need, in my 
increased knowledge. 
an enlarged desire to 


happy for, but you 
judgment, greatly 
What you need is 
accomplish a real 


heart yearning for a larger life, which 
will ‘encourage you to use the equip- 
ment you have now.’ Thomas Carlyle 
said: ‘Men fail in their schemes, not be- 


cause of the 
cause of the 
encourage 


lack of strength but be- 
ill direction of it.’ Let me 
you to look about you. See 
those who are doing more and _ better 
work than you are and then try and 
find out why and you will be surprised. 
I am a great believer in the power of 
example and get a great deal of inspira- 
tion out of the big things frequently 
done by people who are supposed not 
to be equipped to do it. Why do they 


do it?) The answer in my judgment is, 
that in most instances they are con- 
sumed with the desire to do it. They 


want to do it. 

“Let me also urge you, if I may, to 
learn to be grateful for all you enjoy in 
these marvelous life insurance days. We 
are too casual about these things. It is 
helpful to feel gratitude. It gives you 
added power, added strength and added 
enthusiasm. If I were a priest or pastor, 
[ think I should try to teach people to 
pray for that understanding and wisdom 
which would enable them to feel grate- 
ful for everything which has been done 
for them. And we, in the life insurance 
business, should be grateful for the con- 
tributions made by those splendid men 


and women who were ‘carrying the ban- 














Underwriting Methods 
that are 


Sound—Liberal— Modern 


New England Mutual Life Insurance Co. 
87 Milk Street, Boston 

















ANOTHER FORWARD STEP 


COMPLETELY REVISED POLICY FORMS 
NEW OWNERSHIP, BENEFICIARY and ASSIGNMENT PROVISIONS 


leave no doubt of the rights of the various parties who may have an 
interest in the policy. 


A PLAIN ENGLISH POLICY 
that will particularly appeal to the conscientious life underwriter. 
Also a new LOW COST PREFERRED RISK POLICY 
Write for Information 


Philadelphia Life Insurance Company 
111 N. Broad Street Philadelphia, Pa. 























ner fifteen or twenty years ago. 
contributed much to make life 
as popular as it is today. 


They 
insurance 
They traveled 


you that life insurance being is thor- 
oughly sold to the public—in fact, one 
of the best sold ideas in the world today 


many times on a heavy track and they’ is that I should insure my life. That 
have been continually gnawing at the very condition will make the public in- 
back log of all evil selfishness. Our creasingly critical of the vehicles by 
job, I said, is not to develop a more which that service is transported to 
favorable public opinion but to keep up them. In other words, we are obligated 


with the very 


favorable public opinion if we are to meet our re sponsibilities, to 
which already 


exists and let me say to. be of service all of the time. 
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do your enforced banking activities 
handicap your insurance business? 


Many first problems on life insurance are paid by note. 


Agents who must personally finance such papers often 
find that their limited capital puts a short limit on the 
amount of business they can do, and also find that time 
spent collecting such paper cuts heavily into productive 
hours. 


Bankers National agents have available a place to put | 
good notes on a fair basis, which allows them to quit 
being ‘bankers’ or ‘collectors’ and permits them to be 
full time life insurance men. 


If you have to take notes and be your own banker and 
collector, it will pay you to write, in confidence, to 


Ralph R. Lounsbury 


BANKERS NATIONAL 


Life Insurance Company 


Security Building 
Denver, Col. 


Journal Square 


Jersey City, N. J. 


Barnett Bldg. 
Jacksonville, Fia. 


Openings almost anywhere in the U. S. 





























Serving Human Needs 
Through Insurance 


MUST MEET INDIVIDUAL NEEDs 





Dr. John A. Stevenson Says Three Great 
Objectives Are Served by Using 
This Method 





If ‘you are trying to persuade 4 man 
to buy insurance just because insurance 
is a good thing and the more you haye 
the better off you are, said Dr. John A, 
Stevenson, addressing the Penn \lutual 
Life conference of agents at Mackinac 
last week, he may take a $10,000 policy 
and think he is providing pretty well for 
his family. But if you ask him what 
amounts will be necessary to pay his 
outstanding obligations and how much 


income he wants his family to have, he 
is likely to take an amount of insurance 
which will more nearly cover his actual 
needs; that is, he is not likely to suggest 
$50 a month (6% on $10,000) as. the 
amount he would like to leave his family. 

In the individual case, said Dr. Stey- 
enson, all the insurance the man may be 
able to afford is a $2,000 policy. Nat- 
urally, this wouldn’t provide the life in- 
come that his wife ought to have. It 
would be sufficient, however, to cover 
expenses such as doctor’s bills and funer- 
al expenses, and would enable the family 
to start out to shift for themselves with- 
out the burden of old debts. He could 
start his insurance program with this 
$2,000 policy, which would cover the fam- 
ily’s most urgent needs, and if his finan- 
cial condition improved he could increase 
his insurance to cover additional needs. 
It is one thing to sell a single $2,000 pol- 
icy and quite another to sell a $2,000 
as the first step in building an insurance 
program. It is a mistake to suppose that 
building an insurance program involves 
an elaborate plan with a large outlay of 
money. Building an insurance program 
merely means planning insurance in terms 
of needs and covering these needs so far 
as it is financially possible. 

Some Wasted Programs 

A lot of time is wasted by life insur- 
ance salesmen in making out elaborate 
programs of insurance when there are 
perfectly obvious needs for insurance 
which should be covered quickly, com- 
mented Dr. Stevenson, and, continuing, 
he said: 

“Few men are so situated that they 
can carry an ideal insurance program 
The average income scarcely make this 
possible. When I speak of an insurance 
program, therefore, I mean a_ workable 
program—one that will cover a man’s 
needs as his finances permit. If you 
are rendering professional service, and 
your client feels confident in your abil- 
ity to build up an insurance program 
suited to his financial stiuation, there 's 
no more likelihood of his changing from 
one insurance salesman to another than 
there would be of his changing {rom ont 
lawyer to another if the first had been 
successfully taking care of his affairs. 
You can start, therefore, with the mini- 


mum program and build it up as his fi- 
nances permit. You'll have t impress 
upon him, however, that you are really 
interested in helping him to carry ou! 
his plans for his family and are urgimt 
him to take insurance with thi . end i 
view. 

“You as life underwriters ‘hen ate 
in large measure responsible fo the Mt 
ture happiness of your clients families 
and I want you to feel the fu! weight 


of this responsibility. The ot!«r day 


heard of a case where a mai had 3 
friend in the life insurance busincss. 0 
carried a few thousand dollars o! lite 
insurance but not nearly enous’) to Pl 
vide an income for his family when he 
suddenly died of pneumonia. The mans 
wife knowing that the life insursnce _ 
had been a great friend of her pg 
telephoned when her husband diet : 
ask about his insurance, only ‘o lea" 
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of a few thousand dollars plus good in- 
tentions to take insurance in the future. 

“| don’t know how competent this life 
insurance salesman was but I do know 
that in my opinion he didn’t measure up 
to his responsibility or his friend’s fam- 
ily would not have gone unprotected. 
If you merely talk insurance casualty to 
4 man he is going to take it casually. 
Your responsibility is to see that widows 
and children are protected by insurance 
and not that husbands merely see the 
advisability of carrying insurance. 

“Today when a man who has been 
earning say $10,000 a year leaves only 
$10,000 insurance to provide for his fam- 
ily, his friends, when they see how little 
this provides in the way of income, 
usually say ‘isn’t it too bad?’ 

“The time is coming, however, and it 
js not far distant, when if a man who 
is earning $10,000 a year leaves $10,000 
insurance to provide for his family and 
three small chillren, people aren’t go- 
ing to say, ‘isn’t it too bad,’ but, ‘Who 
was his insurance solicitor?” 

Meeting Individual Needs 

Insurance sold to meet individual 
needs has another advantage: it stays 
sold, continued Dr. Stevenson. Any man 
might drop an 18-year Endowment pol- 
icy, but he would think twice before 
dropping his son’s Educational policy. 
He might drop his life insurance, but 
he would not drop his wife’s income. Try 
to tie up in the prospect’s mind the 
policies which you sell, therefore, with 
the actual needs which they are to meet. 

As a matter of fact, he said, the com- 
pensation of the life insurance salesman, 
in the case of a lapsed policy, is directly 
proportionate to the character and ex- 
tent of his services. The larger number 
of policies lapse because the policyholder 
has not received efficient insurance serv- 
ice in the first place and the salesman 
who originally placed the policy usually 
receives just the compensation to which 
he is entitled for this inefficient service. 
There is a three-fold advantage, Dr. 
Stevenson said, in placing insurance to 
meet various human needs: 

1. The consent of the prospect is 
more readily secured when the insur- 
ance is taken for some specific need. 

2. A larger amount of protection is 
usually taken. 

3. The insurance is more likely to 
stick. 

“It isn’t necessary for me to point out 
the practical value—the success value— 
of selling life insurance in the way that 
you know and I know that it should be 
sold,” continued Dr. Stevenson. “You 
who are here today have passed beyond 
the point where there is any question 
about whether you will be successful 
salesmen or not. But doesn’t this same 
success bring with it a certain added 
responsibility? You are the leaders in 


the field of life insurance selling, so 
where are you going to lead? 
“In this country more insurance is 


carried today than in any other country. 
Some of this insurance has been sold. in 
terms of the needs it is to meet and is 
arranved on the plan which will meet 
these needs. Some has not. As a con- 
sequence, the $50,000 insurance which 
one man carries will provide the per- 
Manent income he wishes his family to 
have; the $50,000 policy which another 
man carries will provide the family with 
abundant funds for a few years and then 
will come a financial tragedy—tragedy 
which could have been prevented if the 
te insurance salesman had seen to it 
that his client’s insurance was arranged 
0 that it would carry out his plans.” 








FISHER AND CAMPBELL SPEAK 
Arthur E, Fisher, superintendent of in- 
‘trance at Regina, Canada, gave a short 
addr ss on the “Statutory Conditions in 
le Contracts” before the members of 


am \ssociation of Superintendents of 
Murance of Canada, who held their 
Convention this week at Regina. An- 


other speaker was W. K. C. Campbell, 
who spoke briefly on “Uniform Annual 
Statement Blanks,” adopted by life com- 
panies and fraternal organizations. 


Penn Mutual Mid-West 
Meeting at Mackinac 


NEW GENERAL AGENTS THERE 





F. H. Davis, J. A. Stevenson, R. G. En- 
gelsman and Others Presented to 
Mid- Westerners 





The Penn Mutual’s Mid-Western Re- 
gional Convention at Mackinac Island 
last week was another meeting which, 
like the Swampscott meeting of the pre- 
vious week, was out of the ordinary. 
More than 400 agents were, there, hav- 
ing come from as far east as Ohio and 
as far west as the Pacific Coast. The 
convention was in charge of Vice-Presi- 
dent Hugh 1D. Hart, and he was assisted 
by Vincent B. Coffin, director of educa- 
tion, a number of other home office of- 
ficials, and by a strong group of gener- 
al agents. Among these general agents 
were the newcomers to the Penn Mutual 
and they were introduced to the com- 
pany by Mr. Hart immediately after the 
opening of the convention. Frank H. 
Davis, Dr. John A. Stevenson, John P. 
Davies, Ralph G. Engelsman, Holgar J. 
Johnson, John J. Outcalt, Allan Gates, 
Alexander E. Patterson, were introduced. 

Mr. Hart gave a brief address of wel- 


come in which he outlined the purposes 
of the convention, and then presented 
Dr. John A. Stevenson, who will take 
charge of the company’s home office 
agency. Dr. Stevenson spoke on “Serv- 
ing Human Needs Through Life Insur- 
ance.” At the close of Dr. Stevenson’s 
address, John E. Murray, general agent 
at Cleveland, took charge as chairman. 
The first speaker was Holgar J. John- 
son, general agent at Pittsburgh, who, 
in a stirring address, told “What Man- 
power Means to Our Organization.” 

James L. Taylor, home office repre- 
sentative at San Francisco, made a prac- 
tical talk on “Consecutive Weekly Pro- 
duction.” He showed both how to get 
it and what the advantage and _ profit 
of it is to the agent. 

Seth B. Thompson, the well known 
general agent of the Penn Mutual at 
Portland, Oregon, a favorite at Penn 
Mutual meetings, inspired his hearers 
with an address on the subject, “Doing 
a Little Bit More.” 

Stavert Hudson, home office represen- 
tative for the Midwest, stationed at Chi- 
cago, analyzed various types of prospects 
and showed how the agent may so sort 
them out as to save his time by avoid- 
ing the obviously unprofitable ones. 

Then came one of the Penn Mutual’s 
top-notchers, Ben F. Martin, who works 
in and from Billings, Montana, ina sparse 











Notice of Removal 


| We take pleasure in 
announcing removal 


to our new Home 
Offices 


at 
Madison Avenue 
at 
60th Street 
New York, N. Y. 


The Manhattan Life Ins. Co. 
THOMAS E. LOVEJOY 


President 




















territory, but he nevertheless is one of 
the two or three leaders of the com- 
pany in number of lives insured. Mr. 
Martin has a remarkable personality, and 
his sales methods accord with his per- 
sonality. He did not make a speech 
but merely described very briefly case 











—Plus 


United States. 


Salary Savings 








One Billion 


Missouri State Lite Now Largest Life 
Insurance Company West of the 


Mississippi River 


bare more than one billion, one hundred forty 
million dollars of life insurance in force, the 
Missouri State Life now ranks 14th amongthe more 
than 350 Legal Reserve Life Companies of the 


It is the largest life insurance company west of the 
Mississippi River. 


The Company writesall forms of modern, up-to-date 
protection—Life, Accident, Health, Group and 


insurance. 


Splendid openings for progressive men. 


LOD 7) 


Missouri State Life Insurance Company 


Hillsman Taylor, President 


Home Office, St. Louis 
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after case and how he obtained the sig- 
nature. 

Robert Dochert, vice-president and 
counsel, told the agents ways in which 
they can avoid delays and save later 
trouble both for policyholders and bene- 
ficiaries through the use of simple bene- 
ficiary clauses rather than those which 
aim to cover every contingency of the 
unknown future. 

Have New Plan For Field Supervision 

In the afternoon Vice-President Hart 
presided at a meeting of general agents 
and supervisors, at which the company’s 
supervision plans, which have been 
months in the formulating and gather- 
ing, were presented in printed form by 
E. Paul Huttinger, the company’s re- 
search expert. Comment after the meet- 
ing was to the effect that such a collec- 
tion of supervision material had never 
before been acumulated, classified, and 
in usuable form put into the hands of 
any body of general agents. 

While this meeting was going on, there 
were four group meetings for special 
agents, to discuss salesmanship problems. 
These meetings were in charge of Vin- 
cent B. Coffin. The leaders of the several 
meetings were Ralph G. Engelsman, gen- 
eral agent in New York; Thomas M. 
Scott, the star producer of the home of- 
fice agency; Stavert Hudson, home office 
representative from Chicago, and James 
L. Taylor, home office representative 
from San Francisco. 

Tuesday morning’s session had John 
P. Gomph, general agent at Toledo, for 
its chairman. Preceding the scheduled 
program, Vice-President Hart introduced 
Frank H. Davis, formerly second vice- 
president of the Equitable, who is about 
to take charge of the Chicago agency. 
Mr. Davis gave in brief form one of those 
convention addresses which made him 
famous, and he received a rousingly en- 
thusiastic welcome from his new fellow- 
workers. The entire session was given 
up to “A Morning in a Penn Mutual 
Agency.” Vincent Coffin was master of 
ceremonies, connecting the different parts 
of the program for the audience, and 
Alexander E. Patterson, of Chicago, and 
soon to be New York, was the general 
agent. The platform was equipped with 
telephones and agents’ desks. The meet- 
ing was opened by Mr. Patterson, who 
read alleged telegrams from Vice-Presi- 
dent Hart, which was followed by some 
stimulating remarks given in Mr. Pat- 
terson’s characteristic manner. The visit- 
ing speaker was then introduced to the 
agents. He was Will O. Cord, Penn 
Mutual representative at Dayton, Ohio. 
He described how he placed the huge 
line of Penn Mutual insurance with the 
two principal officials of the National 
Cash Register Co., and gave some sound 
philosophy of salesmanship drawn from 
his own experience. 

Put On Demonstrations 

There were three sales demonstrations, 
the scene having shifted to prospects’ 
offices. The first was by J. Elliott Hall, 
New York general agent, who showed 
how to use some of the company’s new 
material in making a sale. His pros- 
pect was John B. Duryea, general agent 
at San Francisco, and he was a hard 
and balky one. The second demonstra- 
tion was by Glen H. Alexander, the Penn 
Mutual’s representative at Lima, Ohio, 
who works almost exclusively among 
farmers, and who is one of the greatly 
successful men in that field in the entire 
country. His prospect was O. Clifton 
Chisum, who enacted the indifferent 
farmer to perfection. 

The third demonstration was by Ralph 
G. Engelsman, general agent in New 
York, who showed how he sells ‘the av- 
erage well-to-do man who doesn’t want 
to be sold. Ira Fischer, of Fischer & 
Fischer, general agents at St. Louis, was 
the pleasant but almost immovably stub- 
born prospect. 

At the close of the demonstrations 
Vincent Coffin culled the high spots and 
focused the minds of the audience upon 
them. 

There was an open forum. Written 
questions had been submitted to a com- 
mittee, and from these were chosen all 
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_ Pioneering 


q Progress always requires pioneering. Some- 
one must take the first steps, must lead in 
the exploring of new fields, must “go before 
and remove obstacles for those who follow.” | 
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In order to fulfil its obligation to humanity, 
life insurance must seek new ways of service, 
in addition to extending the old. Andsoit 
must have pioneers. The New York Life 
has always recognized this obligation. 
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Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


OA Wwe \we \we \V 








After a long and intensive study of declined 
cases, it found that special rates could be 
calculated, permitting, with safety, the ac- 


ceptance of many risks which previously had 
been rejected. 
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On July 1, 1896, the Company issued its 
first sub-standard policy. Since then, the 
writing of insurance on impaired lives has 
been a part of the New York Life’s regular 
service to the public, and has gradually been 
adopted by a majority of the larger companies. 
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for approximately three 


out of every five clients 


who otherwise would 


be declined. 
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LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 
President 








New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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that there was time for answering. | {ome 
office officials who took part were \fal- 
colm Adam, supervisor of applications 
and death claims; M. Louis Johnsw, as- 
sistant actuary; Dr. Harry Dillard, as. 
sistant medical director, and J. H. lef. 
feries, agency secretary, Robert Dochert 
vice-president and counsel. Many gen. 
eral agents participated in the discus. 
sions which the questions generated. 

Vice-President Hart gave the closing 
address of the convention. He gave a 
picture of present-day life underwriting 
conditions and tendencies, and related 
the Penn Mutual’s expansion program to 
them. He concluded by exaltine the 
ethical ideals of the business and ab- 
juring every Penn Mutual agent to do 
nothing whatsoever that would debase 
those ideals. 

The toastmaster of the banquet, which 
was on Tuesday evening, was J. H. Jef- 
feries, agency secretary, and the two 
speakers were Will G. Farrell, a veteran 
Penn Mutual representative at Los An- 
geles. and Charles T. Evans, vice-presi- 
dent of the Home Life of Arkansas. Mr. 
Farrell is known among Penn (Mutual 
men as the company’s orator, and he 
sustained his reputation, in a_ brilliant 
talk on elements and qualities of char- 
acter and mind which make a life in- 
surance agent shiningly successful. 

Mr. Evans has become widely known 
over the entire country as a captivating 
after-dinner speaker. He commingles 
the humorous and the idealistic. 

Vice-President Hart had promised that 
the company’s two regional conventions 
should be far out of the ordinary and 
the unanimously expressed opinion both 
at Swampscott and at Mackinac was that 
the promise had been 100% redeemed. 





GREETS INTERNATIONAL MEN 





Vice-President Moriarity, of Missouri 
State Life, Tells Company of Its 
Facilities 
John J. Moriarty, vice-president of the 
Missouri State Life, has addressed an 
open letter of welcome to the field men 
of the International Life whose _busi- 
ness and agency contracts were taken 
over by his company recently. 
in part as follows: “In the Missouri 
State Life you will find an organization 
fully equipped to handle your. business 
expeditiously and to serve the needs of 
every prospect you have. Our company 
appreciates most thoroughly the prob- 
lems of its field men. Our Accident 
Departmen, issuing unrestricted accident 
and health policies, and our group de- 
partment offer you additional means of 
supplying the needs of your clients. The 
group department, in addition to writing 
group life insurance, also writes group 
accident and sickness and group acti 


dental death and dismemberment insut- 
ance.” 


It reads 





ELECTS NEW OFFICERS 





Baliimore Life Underwriters Name 
Friend L. Wells to Head Organi- 
zation for Coming Year 
The Baltimore Life Underwriters’ As- 
sociation held its annual meeting recent 
ly at which the following named officers 
were elected: Friend L. Wells, pres 
dent; C. C. Clabaugh, vice-president; 
George S. Robertson, secretary and 

treasurer. 

The following were elected members 
of the board of directors: F. G. Lieber 
man, F. L. Mason, Jr., Henry Hi. Mc- 
Bratney, George A. Myer, A. W Peake, 
Arthur A. Warner. Mr. McBratney wa 
elected chairman of the executive com 
mittee. . 

F. L. Mason, Jr., the retiring prest 
dent, made a report covering the activi 
ties of his administration and the incom 
ing president, Friend L. Wells, outlined 
his program for the forthcoming year. 
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Pennsylvania (Questionnaires 





types Of Information Asked By Insurance Depart- 
ment Of That State Of Applicants Who 
Want Licenses To Sell Insurance 


The examination of applicants for li- 
vnses to sell life insurance, held by 
the Pennsylvania Insurance Department, 
has attracted wide attention, Here are 
aamples of two sets of life insurance 
aamination questionnaires which are in 
wwe there: 
Examination I. 

What restrictions, if any, are made 


in the insured’s choice of a bene- 
ficiary? Why is this true? 


? If the insured dies during the days 
of grace, what will be paid? 


According to the relative size of the 
premiums, make a list of the four 
different types of Life Insurance 
Policies. Briefly describe each. 

I have assigned a $10,000 policy to 

cover a $5,000 mortgage. How will 

the company pay the claim at my 
death ? 

3, Why is the policyholder who ac- 
cepts a rebate, liable to a penalty? 
What is the penalty? 

(, | have an Ordinary Life with Dis- 

ability. What benefits will I re- 

ceive if I am disabied at (1) age 

48? (2) if at age 71? 

If | borrow half my loan value, and 

do not repay it, can the company re- 

fuse me a second loan? Why? 

If | can have three years extended 

insurance on a $1,000 policy what 

would I have if the policy were for 
$2,000 ? 

Smith and Jones were injured in an 

accident. Each carried $10,000 Or- 

dinary Life with Double Indemnity. 

Smith died seventeen days, and 

Jones four months later. What sum 

of money would be paid in each 

case ? 

Can the number of premium pay- 

ments be reduced by dividends? 

How? 

|. How can a Twenty Payment Life 
be changed to a Twenty Year En- 
downment ? 

. What is the relation between re- 
serve and cash surrender value? 

In determining the legal reserve in 
your company (1) what table is 
used? (2) what interest rate is 
used ? 

Why does the age of the applicant 

_aftect the size of the premium? 

. If an agent “twists” Life Insurance, 

does the policyholder lose? Why 

is this true (1) if his age has not 
changed? (2) if his policy has been 
in force for five years? 

Can an Industrial agent pay a dis- 


+ 
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ur 
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10. 
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count to policyholders that save him 
time by paying several premiums in 
advance ? 
Smith, an aviator, secures a policy 
by declaring himself a clerk. Can 
the company contest a claim on this 
policy if he dies (1) six months 
later? (2) three years later? 
How can policies and policy condi- 
tions be changed (1) by the agent ? 
(2) by the company? 
An Industrial policyholder dies im- 
mediately after paying six months 
in advance. What would be paid 
his beneficiary ? 
Can paid-up insurance in an En- 
dowment policy ever extend beyond 
the end of the endowment period ? 
Examination II. 
lf a policyholder pays an annual 
premium and dies four months later, 
would any of a payments be re- 
turned? Why? 
Compare participating 
ticipating insurance in respect to 
(1) cash value; (2) size of pre- 
mium the first year; (3) succeed- 
ing years premiums? 
A stenographer applying for insur- 
ance gives his occupation as book- 
keeper. Could the company (1) con- 
test a claim? (2) cancel the policy? 
Why: 
A man born July 10, 1896, wants 
insurance. At what age would you 
quote him rates today? Why? 
Is there any limit on the amount 
of Industrial Insurance that may be 
written on a child? 
I lapse a $2,000 Ordinary Life the 
tenth vear. Which surrender value 
will give me (1) the most protec- 
tion? (2) the longest period of pro- 
tection? 
Why is it impossible to “twist” in- 
surance without breaking the law? 
What penalties are imposed for 
twisting ? 
An agent agrees to write a policy 
and take merchandise in payment 
of the premium. Is this lawful? 
Why? 
What must be the 
disability if TI receive disability 
benefits? If I recover must I re- 
turn money I have received? 
If I apply for Life Insurance. when 
will my policv go into effect? 
1 borrow $500 on a $2,000 policv. 
Will the loan affect my dividends? 
How does Legal Reserve Insurance 
differ from Fraternal Insurance (1) 
as to premiums? (2) as to sur- 
render values? 
IT want protection for life, life in- 
come for my beneficiary, protection 


and non-par- 


nature of my 











Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
The total for 1927 was $20,193,476 


in lowa, its home state. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE | 
year in which the Bankers Life has achieved Iowa leadership 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


Gerard S. Nollen, President 
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if I am disabled, and premium pay- 
ments completed in twenty years. 
What policy do you recomme ond? 

14. When no beneficiary is named in 
an Industrial Policy, to whom is the 
insurance paid? 

15. Smith is thirty-five years old, mar- 
ried, has three children, salary 
$2,800. (1) what policy would you 
recommend? (2) What are its pro- 
visions ? 

16. Define legal reserve. 
two factors used. 

17. How can a lawful and fair compari- 
son be made between companies and 
policies ? 

18. Why is it important that a 
tingent beneficiary be named? 

19. If the insured is killed in an acci- 
dent during the days of grace what 
would his $1,000 policy with Double 
Indemnity pay? 

20. If the insured, lapsing his policy, 
does not select a surrender option, 
which non-forfeiture feature will 
your company give him? 


Explain the 


con- 





INSURES NEWARK BALL CLUB 





All Members of International League 
Team Benefit by Wholesale Policy; 
Jacques Fournier Gets Business 
The members of the Newark Baseball 
Club of the International League have 
been insured under a wholesale insur- 
ance policy with the Missouri State Life. 
The business was secured through the 
good offices of Jacques Fournier, a player 

on the team. 
Every member of the club is covered, 


including the business manager and 
ground-keeper, thirty men in all. The 
team’s manager is Walter Johnson, for- 


merly the star pitcher of the American 
League. Others include Al Mamaux, 
Hugh McQuillan and James Bagby, all 
old timers and major league veterans. 
Fournier himself is in this category, as 
he was ten years on big league teams, 
particularly the St. Louis Cardinals. 


KEEPING DOWN ARREARS 


Agent for Western & Southern Says 
Prerequisite to Low Average Is 
Conscientious Collecting 
debit knows that 
the problem of keeping his arrears down 
with which he 


Every man on the 


is one he must constantly 
grapple. O. L. Ashmore, an agent at 
Peoria, Ill., for the Western & Southern 
Lif c, writes in the current issue of the 
“Field News” on the subject of arrears 
to which he seems to have given no lit- 
tle thought. He says in part: “Arrears 
act as just such a hindrance to progress. 
They are a brake which the agent him- 
self attaches and which he alone can re- 
move. High arrears are a condition of 
mind. If you firmly believe, however, 
that low arrears or no arrears must be 


the rule, you will educate yourself and 
your policyholders to that point. 
“An absolute prerequisite to low ar- 


rears is to collect well on every applica- 
tion. Systematically build your collec- 
tion route card, listing all of your arrear 
cases in red ink. This will enable you 
to analyze the arrear condition of your 
debit. Have the courage to ask every 
policyholder for advance payments. This 
will help prevent arrears. (This is an 
important part of our service, for it 
shows a determination to keep the peo- 
ple protected as was originally intended.) 

“Remember all lapses begin with a flat 


case. The business entrusted to your 
care must be guarded, fought for to 
the last ditch, so that it will be kept 


on the books to fulfill its intended pur- 
pose. General arguments won't do; they 
must have individual application and be 
delivered with a real heartfelt interest 
in the affairs of your policyholders. 

“Above all systematize your calls so 
your policyholder will know just when 
you are to call. This above all else will 
enable you to remove the brake on your 
progress which will surely be placed 
there if you carry high arrears.” 











stands on a firm foundation. 


conservative management. 


Founded: 1867 








SKYSCRAPERS 


are not built on shifting sands. 


The Equitable Life Insurance 
Company of Iowa has been over 
sixty years in its building—it 
Safety, service and satisfaction 
have not been sacrificed for rapid growth. There has been no 
deviation from the sterling principles of honest dealing and 


There has never been a year in this company’s history in 
which a dividend has not been paid to our policyholders. 
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LIVE HINTS FOR BUSINESS 
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Practical Suggestions to Help the Man With the Rate 


TP 
od 


Book Increase His Income and General Efficiency 


Many salesmen are 


Using One’s eetting only a com- 


Mornings paratively small per- 
Effectively centage of their 
business before 11 


o'clock in the morning, according to a 
recent investigation made by the United 
States Chamber of Commerce. At the 
same time it was discovered that most 
successful salesmen obtain from 50 to 
60% of their business before the noon 
hour. 

“Analyzing these two results,” 
the “Guardian Life Service,” “it seems 
evident that the morning hours are in 


truth ‘the golden hours of the day.” 


says 


The Monthly Mes- 
sage of the Kansas 
City Life points out 
some errors that are 


Mistakes That 
Occur 


Too Often 


commonly made by 
life insurance agents and which they 
should try to avoid. “Do you know,” 


says the writer, “that it is a serious 
reflection upon you when you fail to 
complete your reports before mailing the 
application? When you fail to answer 
all questions properly? When you make 
an error regarding the age of your ap- 
plicant? When you fail to get the par- 
ent to sign with an applicant under age 
15? Why not observe these rules? To 
neglect them merely delays your busi- 
ness because the application cannot be 
acted upon until these mistakes have 
been corrected. One minute’s careful 
consideration by you of your application 
before mailing it, and all this grief will 
be avoided. Form the habit of doing 
things properly. 

* 


“The wisdom of 

Approach carrying insurance 
For Business on the lives of busi- 
Insurance ness partners or ex- 


ecutives in business 
corporations today is fast becoming rec- 
ognized,” says H. Arthur Schmidt in 
the current number of the New York 
Life Underwriters’ Bulletin. Mr. Schmidt 
thinks that corporation insurance is par- 
ticularly desirable where all the mem- 
bers financially interested are engaged 
in the business. Following are some 
of the questions he asks prospects for 
business insurance: 

Has it ever occurred to you that upon 
the death of one of the members of a 
partnership, or a corporation such as 
yours, there is automatically created a 
distinct legal obligation to buy, sell or 
continue with the widow or the heirs 
of the deceased member? 

Do you realize that your interest in 
the business which means much to you 
and your family, may mean little or 
nothing to your widow a few years after 
your death? 

Would it please you to continue the 
deceased member’s widow as a partner 
with a voice in the administration of 
your business? Are attorneys acting 


for the deceased member’s heirs desir- 
able in the conduct of a business? 
Could you afford to divide the profits 


with the deceased member’s widow and 
at the same time hire a man to do his 
work? Would she be satisfied with less? 

On the other hand, if you should de- 
cease, would you want your widow to 
be dependent upon your partner’s ability 
to successfully run the business which 
you together have established? Is it 
not a fact that two or more men can 
often run a business successfully, where 
one would fail? 

Would you not prefer to have an 
agreement whereby upon the death of 
either party, the survivor would be en- 
abled and obliged to turn over to the 
widow or her heirs the full value of 
the deceased member’s interest in cash, 
in return for which your interest or the 
surviving member’s interest will be pro- 
portionately increased ? 


“The high-powered 


Pennell On salesman may make 
High Pressure sales but he seldom, 
Selling if ever, builds a real 


clientele,” says Frank 
Pennell, New York manager of the 
State Mutual Life. “And by a real cli- 
entele I mean a clientele that when the 
agent has been in business for four or 
five years or more, should produce 8&0 
to 90% each year of that agent’s new 
business, either in the way of repeat or- 
ders on those clients themselves, or on 
some new business written on friends of 
those clients. 
“High pressure salesmen can jockey 
certain types of people to the end of 


per $1,000. 
Income—Non- Medical. 


Are you Interested in an agency? 
you all about it. 


Concord, New Hampshire 








HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
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PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 
New York City 
Beekman 5058—6691 























the limb once, but it is another matter 
to get them there a second time. 
Suggests Selective Prospecting 

“As a sedative to high pressure or 
scientific selling, I should like to offer 
intelligent or selective prospecting as the 
one phase of our business to which we 
should give our deepest thought and 
study. May I illustrate: Early this year 
I stated at one of our Monday morn- 
ing meetings that if any of our agents 
ever found himself without prospects 
that I would gladly supply him with 
prospects of my own. A-week or so 
later one of the boys came in to ac- 
cept this offer. My answer was: ‘Fred, 
I meant just what I said, but, before 
you take my leads I want you to try 
something else first. I want you to for- 
get for the next week that you were 
ever in the life insurance business. I 
want you to imagine that I am the city 





A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


Asiy MAUCAl SMES so s s5cc5i.sesskcaciswsersasdeivewaws 
IAD NACCIGSHA CAO 5555 5000.00.00 ss kb cs does Saween 
Certain accidental deaties <.c60..0<.66600s000e0es0cees 


Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK thereafter 


JNon-cancellable) 
Disability Income, Waiver of Premiums, etc. 


$5,000 
10,000 
15,000 


Also $5,000 ‘‘Preferred Risk’? Policy—high value— low premiums; age 35, $19.91 
Endowment age 85—Juveniles age 10 years and upward-—Monthly 


Insures and assures your client’s future and yours 


n Our Vice-President, Eugene E. Reed, will tell 
Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 


INQUIRE 


eel 








editor of a newspaper; that you are 
reporter on that paper. For the next 
week you are to go out and interview 
every person you know or with who 
you have a contract. You are to fin 
out for your paper who is new in town 
who is making a great deal of money 
who is getting married, and who ha 
just graduated from high school or uni 
versity, who has just gotten his first 
job, who has just had a promotion, wh 
has just established a business, who has 
just purchased a home, who has just 
lost a dear one by death. Get all these 
news items down on paper and have 
them here in the office next Monday 
before we go to press.’ 

“As a result,” continued Mr. Pennell! 
“this agent produced for himself during 
that week of imaginative newspape 
work some sixty-five life insurance ref- 
erences,” 











in America then and there. 


are invited to apply to 





DAVID F. HOUSTON 
President 


34 Nassau Street 





Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1848, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


The Mutual Life began 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 


2nd Vice- President and Manager of Agencies 


New York, N. Y. 
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Impressions of a 
Great Convention 














A tall, thin studious looking man with 
red pompadour hair sat watching the 
final speaker of the convention last week 
in Detroit of the National Association 
of Life Underwriters and smiled quietly 
and with enuine satisfaction as the or- 
ator reached heights of eloquence such 
as are rarely heard these days. When 
Claris Adams, the speaker, quit and the 
audience rose without invitation in spon- 
taneous tribute to beautiful ideas; pearl 
like phrases, discriminating use of lan- 
guage and vigor of expression everybody 
felt that it had been a privilege to sit 
through one of the great business con- 
ventions of the generation. President 
Myrick placed his arm affectionately 
around that of Adams, the crowd cheered 
emotionally and listened attentively to 
Myrick’s few words of closing—he knows 
just what to say and when to stop and 
also the importance of dismissing the 
crowd before enthusiasm can taper off. 
The crowd gathered around Adams to 
shake his hand; Myrick walked off the 
platform tired but happy, and the tall 
ted-headed man moved slowly and quiet- 
ly out of the room, only the gleam in his 
eyes betraying’ the inner emotion of 
pleasure which came to him as he saw 
the last scene in the convention which 
had cost him so many hours of thought 
in planning. He was James Elton Bragg, 
general agent of the Union Central Life, 
Philadelphia, chairman of the program 
committee. 

Some Get Over and Some Do Not 

Bragg had played in the phenomenal 
luck of having the convention measure 
up to the theme he had outlined. For 
years that extraordinary imaginative 
genius, Edward A. Woods, had planned 
these national convention months in ad- 
vance and then prayed that the speakers 
might rise to their opportunity. 

Sometimes they did and sometimes 
they did not. There was the Chicago 
convention where he thought up the 
brilliant idea of having the heads of 
the Rockefeller Foundation, Carnegie 
Foundation, Red Cross, Salvation Army 
and similar humanitarian or educational 
organizations come before the life under- 
writers and hitch stars of their ambi- 
tions to those of life insurance, so the 
‘wo could illumine the heavens. Alas, 
that convention could only realize a part 
of the program maker’s ideals. There 
Were some conventions which almost 
flopped, and some like Memphis were a 
knock-out, but the Detroit affair was a 
work of art. Starting.at a leisurely 
pace, it took on momentum, the pace 
growing swifter and swifter, until the 
inal session when there was a burst of 
brilliance. Not a speaker fell down; not 
a theme poorly handled; and the only 
“sappointment was really not a disap- 
Pontment because “Eddie” Guest, the 
prot poet, could not have made any 
lgger hit than did the editor, James 
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does 
Insurance Company help its agents to in- 
crease the average size of their policies? 

successful methods that 
Lincoln 
plus the thorough training given them, plus 
the stimulating leadership 
make a 
hardly help but enable ambitious agents to 


service 


volume. 


THE LINCOLN NATIONAL LIFE INSURANCE CO. 
“Its Name Indicates Its Character” 
FT. WAYNE, INDIANA 
INSURANCE IN FORCE MORE THAN $550,000,000 


The Lincoln National Life 


enabled other 
Life. men to write larger policies, 
and painstaking 
total equipment that can 
their work and to increase their 
It has proven so. Ask us about it. 






































Schermerhorn, his pinch hitting substi- 
tute. 
Convention Makers Could Study 
This One 

This convention is worthy of study 
from convention makers of the future. 
It demonstrated the importance of build- 
ing up to crescendo; or variety in the 
choice of speakers; of building consist- 
ently upon a theme which has a bedrock 
foundation of valuable insurance signifi- 
cance; of having outside stars of na- 
tional reputation and something to say; 
of not forgetting that salesmanship ideas 
are wanted in such a convention, and 
of providing such ideas through men of 
outstanding talent in the business; of the 
introduction of new .personalities instead 
of having the same group of men take 
the floor time and time again; and of 
concluding with some stirring peroration 
instead of permitting the convention to 
fritter away in routine, clockwork, dy- 
ing gestures. 

An interesting point here to observe 
is that the attendance at the finish was 
as great as on the initial morning. Of 
vacant seats there were none. The fact 
that there was no banquet was hardly 
noticed. The absence among the sched- 
duled speakers of any home office execu- 
tive left a little gap which might have 
been filled, but if there had been a home 
office man on the program he would 
have had to be exceptional to measure 
up to his fellow speakers. 

Detroit Gave Good Setting 

The convention was fortunate also in 
several respects.. One was that it was 
held in Detroit where there is so much 
to see and do outside of the meeting 
room itself during the convention’s spare 
time. It is not every city which can 
offer such sightseeing events as the Ford 
factory on the banks of the River Rouge; 
or the Ford motordrome at Dearborn, 
Mich.; or the presence in the city itself 
of so many motor car factories worthy 
of a visit; or of such a scenic trip as 
a visit to Lake St. Clair. Then, of course, 
across the river, a few minutes away, 
is Canada. Then the question was asked 
of the writer many times, “Are the ferry 
boats crowded with visiting underwrit- 
ers en-route to Windsor, Ontario?” The 
answer to that is no. Those’ so inclined 
could purchase anything they want in 
Detroit. Bellboys are rather disappoint- 
ed in all the hotels of Detroit if not 
asked to fill orders. They mysteriously 
disappear and almost as suddenly re- 


turn with “the goods.” You can be as 
wet as pleases you in Detroit; and you 
can be just as dry as you want to be. 
The hotel detectives told the writer that 
the delegates to the convention of the 
National Association of Life Underwrit- 
ers were just as well behaved as dele- 
gates to all the other conventions. No 
complaints were made to the hotel man- 
agements; no one appeared in public 
beaming self-consciously under unnatur- 
ally cheering influences. 

Papers To Take Home And Read 

Of the papers at the convention and 
the impromptu addresses it is somewhat 
difficult to make a choice, but some which 
should be taken home by underwriters 
and read carefully because of sugges- 
tions made which will help them in fu- 
ture sales were these: 

“Life Insurance and the Nation’s Wel- 
fare,” by Claris Adams, secretary of the 
American Life Convention. 

“Methods of Conserving and Manag- 
ing the Proceeds of Life Insurance Pol- 
icies, by A. Rushton Allen, associate gen- 
cral agent, Home Life, Philadelphia. 

“The Trust Company’s Place in the 
Plans of the Life Underwriter,” by 
Thomas C. Hennings, chairman of the 
insurance trust committee of the Am- 
erican Bankers’ Association’s Trust Com- 
pany Division. 

“The Proper Place of Life Insurance 
in the Economy of the Home,” by Dr. 
J. A. Stevenson, Penn Mutual Life, Phil- 
adelphia. 

“Life Insurance For the Protection of 
Business Interests,” by Dr. Charles J. 
Rockwell, Chicago educator. 

“Oats,” by Harvey Weeks, Buffalo. 

The impromptu talk of most dollars- 
and-cents value was that of Theodore 
M. Rhiele, Equitable Society manager, 
New York, who was a stranger to the 
National Association of Life Underwrit- 
ers, but who had all the lead pencils 
and note books in the room at work. 

Matt J. Donnelly, Equitable leader, 
who lives in the little city of New Cas- 
tle, Pa., also made a talk which at- 
tracted attention as he showed how he 
links himself with the community. Don- 
nelly is an exceptional man whose meth- 
ods cannot be duplicated by the aver- 


age agent. 
The importance of his talk was not 
that it was a valuable contribution to 


the manual of life insurance selling, but 
because it illustrated how far an agent 
(Continued on Page 19) 


RESIGNS AS GENERAL AGENT 





Spencer S. Dodd in Charge of Eastern 
Massachusetts Agency at Boston 
for Berkshire 

Spencer S. Dodd, who has been gen- 
eral agent for the Berkshire Life at 
Boston, in charge of the eastern Massa- 
chusetts district, has resigned and will 
make announcement of his plans for the 
future next week. 





NEW LIFE INSURANCE GAINS 


The production of new life insurance 
during the first eight months of this year 
was 5.8% greater than during the cor- 
responding period of last year. Such 
writings during August were 1.2% less 
this year than in 1927, according to an 
announcement made by the Association 
of Life Insurance Presidents. For the 
first eight months of 1928, the total of all 
classes written was $8,035,772,000 against 
$7,593,452,000 during the same period of 
1927—a gain of 5.8%. New Ordinary in- 
surance amounted to  $5,516,356,000 
against $5,354,242,000—a gain of 3.0%. 
New industrial insurance was $1,811,049,- 
000 against $1,736,923,000—a gain of 4.3%. 
New group insurance was $708,367,000 
against $502,287,000-—a gain of 41.0%. 








RELIANCE CROSSES $400,000,000 

The Reliance Life of Pittsburgh has 
crossed the $400,000,000 mark in insur- 
ance in force and the company has re- 
ceived letters of congratulation from 
Secretary of the Treasury Mellon, who 
was a inember of the original board of 
directors of the company, and Secretary 
of Labor Davis. 


AGENTS PROMOTED 

The Western & Southern Life an- 
nounces the promotion of the following 
agents to be assistant superintendents: 
J. A. Werve, Chicago-Englewood; G. A. 
Miller, Lorain, O.; I. R. Davis, Louis- 
ville East; E. Hinkle, Huntington, W. 
Va.; W. W. Gray, Middletown, O. 





SYRACUSE AGENCY LED 

The Bankers Life’s Syracuse, N. Y., 
agency led all of the company’s agencies 
in the August agency gains contest. The 
Syracuse agency scored 230.9% in paid- 
for business over its quota. This is the 
fourth time in 1928 that the Syracuse 
agency has won such leadership. Second 
and third places were won by the Hun- 
tington, W. Va., and the Des Moines, 
Iowa, agencies. 





CONNECTICUT GEN’L. MEN LEAD 


Almost $4,500,000 of insurance 


was 
written by four Connecticut General 
men during a nine weeks’ insurance 


course which was conducted recently by 
New York University in Providence. 
These men produced more business than 
any four men from any other agency. 
Thev are E. E. Intlehouse, R. C. Bass, 
A. C. de MaCarty and C. I. Reading 
of the Providence Agency. 





MADE AN ASSISTANT 

Willard A. Rich, former detached as- 
sistant superintendent for The Pruden- 
tial at Ellicott City, Md., has been pro- 
moted to the position of superintendent 
at Richmond, Va. Superintendent 
Charles M. Rankin who formerly was 
superintendent at Richmond, has been 
transferred to the Muncie, Ind., district. 











1851 


agent. 


| happiness of its representatives. 





Pittsfield, Massachusetts 


BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 

has a well-earned reputation for a co-operative spirit between the Home 
fice and the Field Force that is of inestimable value to the success and 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 





FRED. H. RHODES, President 














George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 





The Colonial Life Insurance Company of America 
Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money Making Opportunities. 
OFFICERS 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


E. C. Wise, Treasurer 
S. R. Brown, Secretary 
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Favors Licensing Life 
Underwriters in Canada 


IN FORCE IN ONTARIO ONLY 
R. L. Fisher, Toronto, in Talk at Cana- 
dian Superintendents’ Convention, 
Advocates Such Measure 
The licensing of, life underwriters in 
Ontario, Canada, for the past year has 
proved so successful and having met with 
the approval of life insurance companies 
and the agents as well, k. Leighton 
Fisher, superintendent of insurance of 
Ontario, with headquarters at Toronto, 
advocated in a talk on the “Licensing 
Of Life Insurance Agents” before the 
members of the Association of Superin- 
tendents of Insurance of the Provinces 
of Canada at their convention held this 
week at Regina, that all of the life un- 

derwriters in Canada be licensed. 

In speaking further on the subject he 
said: ‘“Agents’ qualification laws are 
presumably enacted to protect the public 
interest. In my view the character of 
the administration of such a law should 
depend directly upon the degree of co- 
operation extended by the insurance 
business to the end that as much respon- 
sibility as possible should be accepted 
by companies and their agents, thus re- 
ducing to a minimum the necessity for 
interference by the state. In other 
words, to the extent to which the life 
insurance business is prepared to take 
unto itself some of the selective func- 
tions of the agents’ qualification law, to 
that extent should insurance supervising 
officials not only be willing but delighted 
to transfer in effect these functions. 

“In so far as Ontario law is concerned, 
broad discretionary powers are vested in 
the superintendent of insurance and I 
believe it to be in the best interests of 
the public and all those engaged in the 
business, that the arbitrary powers of 
the superintendent of insurance should 
be employed ar rarely as possible and 
that when, as now, is becomes evident 
that both the life underwriters and the 
companies approve a plan of administra- 
tion of ‘the law which makes it unneces- 
sary for the superintendent to exercise 
his arbitrary powers except upon rare 
occasions, it is a matter for congratula- 
tion. j 

“The great majority of the life insur- 
ance companies do business throughout 
Canada. Less than half a dozen life in- 
surance companies which are not doing 
business in Ontario, are doing business 
in other provinces of Canada. It may, 
therefore, be taken as established that 
the great majority of life insurance com- 
panies doing business in Canada favor a 
plan of administration of an agents’ li- 
censing law ifi all provinces comparable 
with the plan which has been in force 
in Ontario for more than a year. Most 
life underwriters, however, only do busi- 
ness within their own province, so that 
it is impossible to say at this time that 
the life underwriters of Western Canada, 
for example, approve the Ontario plan 
of administration in the way it has been 
approved by the life underwriters in On- 
tario. However, the representatives 
upon the joint committee which have 
worked with the Ontario department in 
evolving this plan are the representa- 
tives of the Life Underwriters Associa- 
tion of Canada, and they therefore, it 
may be presumed, fairly represent the 
life underwriters of western Canada as 
well as those of Ontario. 

“Tt is with diffidence that I urge upon 
our association the desirability of ex- 
tending the plan of licensing life insur- 
ance agents now in force in Ontario to 
the other provinces. In some provinces 
an amendment to the law would be nec- 
essary. In others, it has taken years to 
build up a plan of administration which 
is different in some vital particulars to 
that now in force in Ontario. Moreover, 
the licensing of insurance agents is a 
matter of peculiarly provincial concern; 
agency conditions differ in the several 
provinces; and one of the chief argu- 











SECURITY— 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 

















ments in favor of provincial supervision 
is that it permits a recognition of the di- 
versified character of the several prob- 
lems. 

“IT submit that it is the duty of this 
association to endeavor at least to make 
all the insurance laws of Canada as uni- 
form as possible and, in the case of li- 
censing laws, to make their administra- 
tion in the several provinces as uniform 
as possible, always, however, bearing in 
mind that wherever diversity is desir- 
able, the cause of uniformity should not 
be allowed to prejudice the final solu- 
tion of the problem.” 


FELICITATE PRESIDENT NOLLEN 
When the dates August 28-31 inclusive 
were chosen for the Bankers Life’s 
President’s Premier Club School of In- 
struction, no one, at the time, remem- 
bered that August 29 would be the an- 
niversary of President Nollen’s birthday. 
Such was the case, however. So it was 
that a telegram of best wishes from the 
home office was dispatched by Assistant 
Secretary Ince to Vice-President and 
Director of Agencies W. W. Jaeger, to 
be delivered by him to President Nollen, 
as the latter presided over the Yellow- 
stone Park School of his own club. 














LIBERAL 


Contracts, 





Liberally 
Interpreted 








I ONGFELLOW said: “There is an honor in business that is 
the fine gold of it; that reckons with every man justly ; 
that loves light; that regards kindness and fairness more highly 


than goods or prices or profits.” 


Every policy-contract of the reputable life insurance 
company of today is based on this premise: that the permanent 
best interests of the insured are equitable with, and indispensa- 
ble to, the permanent best interests of the insurer. 


To the liberal wording of its contract 
provisions, The Guardian adds an outstand- 
ing liberality of spirit in interpreting those 
Ask our nearest Guardian rep- 
resentative to show you a specimen of the 
up-to-date Guardian contract. 


provisions. 


THE GUARDIAN Life INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 


50 UNION SQUARE 





NEW YORK CITY 








Calls This The Era 
Of New Salesmanship 


SEES GOOD BUSINESS AHEAD 





Vice-Pres. King, Conn. General, Praises 
Modern Methods of Selling Life 
Insurance, in Company Organ 





This is the era of the new salesman- 
ship, according to Vice-President W. |. 
King of the Connecticut General who 
has written an informative ‘article for 
the “Bulletin.” Mr. King mentions some 
figures furnished by the Association of 
Life Insurance Presidents which show a 
344% increase in the amount of life in- 
surance paid for during the first seven 
months of the year over the same period 
last year. Mr. King says in part: 

“This means that life insurance is be- 


ing written in greater volume than ever 
before and therefore conditions must be 
tavorable for the writing of insurance or 
improved methods of selling have over- 
come any sales resistance industrial con- 
ditions may have developed. 

“There is encouragement in either 
point of view. If business is good, then 
anyone can get his share by the applica- 
tion of the proper amount of energy. If 
improved salesmanship is overcoming 
sales resistance, everyone in the business 
who expects to stay and prosper must 
study the situation and improve his 
salesmanship accordingly. Every indica- 
tion seems to point to good business for 
the rest of the year. P 

“If one has followed the insurance 
press at all carefully during the last 
year, he cannot help but be impressed 
with the thought that it is service and 
not policies that the present day insur- 
ance salesman has to offer—the service 
of studying each client’s needs and ap- 
plying insurance to the solution of these 
needs whenever he can. The general 
policy of insurance, inadequately cover- 
ing all needs has through the effort of 
intelligent salesmanship been replaced 
by several policies, each taken out for 
a definite purpose, and each filling its 
purpose adequately to the extent of the 
insured’s financial ability. 

“It is this kind of service that is over- 
coming sales resistance and making sales 
when they couldn’t be made before. A 
good case in pdint came to my attention 
just the other day. One of our younger 
men in the business approached a client 
to talk insurance with him and was flatly 
told that he had all the insurance he 
needed and didn’t even want to discuss 
buying any more. This young man re- 
plied that he wouldn’t even try to sell 
him any insurance until he knew more 
about him and his insurance needs. 

“He said, ‘I do know insurance, but I 
don’t know what your obligations are, 
what your ambitions are for family be- 
quests, how your plan to take care of 
your inheritance tax, or even how much 
insurance you are carrying to cover all 
these needs. Let me study your situ2- 
tion and then make my _ recommenda- 
tions.” This study resulted in a sale of 
$35.000 more insurance to a man who 
said he had all he needed. Business was 
good but the old salesmanship would not 
have discovered it, while the new vision 
of the insurance salesman’s opportunity 
opened avenues previously closed.” 





HAUGHTON RESIGNS 


J. W. Haughton resigned as a gen- 
eral agent of the Fort Wayne Agency of 
the Connecticut General the first of >¢P- 
tember to enter the personal production 
for the Sun Life of Canada. He is an 
expert in the general programming of 
insurance. 





Nathan W. Ingber has assumed man- 
agership of one of the Fidelity \Iutual 
Philadelphia offices and Sidnev_ Rice 
took charge of the company’s office 11 
Indianapolis this month. 
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omparative Study of 
Methods of Saving $1,000 


E. MCCONNEY SHOWS 3 PLANS 





Actuary of Bankers Life Makes Inter- 
esting Analysis of Savings 
Possibilities 





Actuary E. McConney of the Bankers 
Life of Des Moines, has written an ar- 
ticle for the September number of “On- 
yard,” the company house 
which a2 comparative study is made of 
three distinct methods of accumulating 
$1,000 in ten years. 


organ, in 


He writes as fol- 


lows : 

“Recently there came to our attention 
an alluring contract for the purchase of 
4 choice unimproved city lot, drawn on 
the easy monthly payment plan—only 
1% of the purchase price due per month, 
in addition to taxes, and interest at 6% 
on the unpaid balance of the purchase 
price. feta 

“Unfortunately, the purchaser over- 
looked the fact that interest mounts up 
very rapidly. We are setting out below 
three ways in which the sum of $1,000 
may be acquired in ten years. You will 
note what a vast difference the interest 
makes in these three types of invest- 
ment: 

“1 Purchase a lot for $1,000 at a 
monthly payment of $8.33 per month. 
Then, on the basis of the contract that 
we have recently examined, you will 
have to‘pay 6% interest on the unpaid 
balance and also the taxes. On this ba- 
sis, by the end of ten years you will 
have paid the following: 

120 monthly payments at 


0S a reece rere aert $1,000.00 
MNteReSt 2c iwaesecsiexe aises-or 310.00 
Taxes, approximately ...... 160.00 
WOtak % ciaieuceaaanounes $1,470.00 
“At the end of ten years the lot, 


which you thought would cost $1,000, has 
actually cost nearly $1,500. Moreover, 
you have been taking the chance for ten 
years that the lot would never be worth 
less than $1,000, and would always be 
readily saleable; that the taxes would 
not increase in kind or amount; that the 
neighborhood would not become less at- 
tractive; that you would never default 
in any of your payments of principal 
and interest—whether by reason of ill- 
health, unemployment, or any other 
cause—and thus forfeit all your prior 
payments before you acquired title to 
the lot. 

“Furthermore, you could not borrow 


















instalments of principal and interest. 
Then when you finally acquire title you 
have all the responsibility usually at- 

















money at any time on the lot before you" 
finally acquired title and had paid all 





420 Lexington Ave. 








Expert service on Sub-Standard risks 
Common Sense Underwriting 
A New York State Company 


JOHN A. CAMPBELL 


General Agent 


The Farmers & Traders Life Insurance Company 
Graybar Building 


Telephone: Lexington 7655 


New York City 











tending ownership—care of the property 
on its own account, and care owed to the 
public. 

“2. One thousand dollars in cash may 
be accumulated by depositing $6.97 each 
month in a savings bank for a period of 
ten years if the present rate of interest, 
to-wit, 34% per annum, continues and 
the bank flourishes. 

“Under such conditions you pay in by 
this arrangement, $836.40 and the bank 
adds interest in the sum of $163.60 to 
make up the sum of $1,000. 

“3. One thousand dollars in cash may 
be accumulated over a ten year period 
by taking out the company’s Ten Year 
Endowment policy. This sort of invest- 
ment has several advantages wholly un- 
known to the investments above men- 
tioned. 

“(a) If you should die during the ten 
year period the full sum of $1,000 would 
be paid instead of just the total of your 
payments. One hundred and two dollars 
and nineteen cents per year at age 25 
will purchase the above policy, providing 
$1,000 in cash at the end of ten years, 
or $1,000 in cash should you die prior 
to the end of the ten year period. The 
deposit required for other ages varies 
only slightly from the above. 


“(b) In addition, dividends are paid 
by the company on such policies, and 
these dividends can be taken out in cash 
each year, or left to accumulate so as to 
make the amount payable at the end of 
ten years more than $1,000. Under the 
present scale of dividends, the amount of 
dividends at the end of ten years would 
be $116.00, making a total, therefore, of 
$1,116. 

“(c) After the policy has been in 
force for three years and no premium 
is in default, it requires a certain value 
in terms of cash and thus affords the in- 
sured an opportunity to borrow money 
on it. 

“(d) The Disability Benefit and Dou- 
ble Indemnity Benefit may be added to 
the policy at a slight additional cost. 
Under this arrangement and at this age 
you would pay in total payments of 
$1,021.90. Deducting the dividends of 
$116, leaves a net amount of $905.90 de- 
posited during the ten year period for 
which you receive $1,000 in cash guaran- 
teed from the Bankers Life Company. 
The difference in the total payments un- 
der plans 2 and 3 is the cost of the im- 
portant benefit described under 3a. 

“We leave it to you which one of these 
methods you prefer.” 
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3rd—The training through personal instruction and 
group conferences of its Managers and General 
Agents in the essentials of sales management so 
they may successfully recruit and train this 
better class of salesmen. 


We believe this program will not only secure the con- 
tinued sound growth of the Company but will create 


256 Broadway, New York 


A PLAIN STATEMENT 


While gratified by the large increase in its new business, 
this Company is primarily interested in the carrying out 
of a well defined, long time program of development 


1st--Specializing on the larger and more desirable 
risks through its Preferred Life Plan and offer- 
ing to this group the unusual savings to which 
this plan of operation entitles them. 


2nd—The building of a high type of sales organi- 


zation capable of dealing with the business and 
professional men who make up this Preferred 
group. 


James A. Fulton, Vice-Pres. 














a most unusual opportunity for those associated with it. 
HOME LIFE INSURANCE COMPANY 
Ethelbert Ide Low, Pres. 
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MAKING INDUSTRIAL INCREASE 





Assistant at Barberton, Ohio, for West- 
ern & Southern Gives Views for 
the “Field News” 

W. J. Haver, who is an assistant su- 
perintendent at Barberton, Ohio, writes 
as follows in the Western & Southern 
“Field News” about industrial increase. 
“An agent, to be able to consistently 
make increase,” says Mr. Haver, “must 
so conduct himself that he can command 
the respect and confidence of the people 
with whom he does business. By so do- 
ing, and in that way only, he can always 
have good debit condition, without which 
he can never hope to attain more than 
a mediocre record. This feeling of re- 
spect and confidence, that is so impor- 
tant, can only be built up by having the 
people on your debit know that their 
troubles are your troubles and be really 

sincere in this. 

“He must continually expose himself to 
sales. Feel that your debit is your place 
of business, and the people living in it 
are your clients. Give them the same 
sincere service that you would expect 
were the conditions reversed. Do not 
be satisfied until you have met and be- 
come acquainted with every wage-earner 
on your debit, not only in the homes 
where you collect but in every home 
within the confines of your territory. 
The average agent thinks this takes too 
much time, but since time is our only 
investment, his failure to utilize it to the 
best advantage, is the reason he is just 
an average agent. 

“To build a really substantial industrial 
increase, he must learn to differentiate 
between industrial and ordinary pros- 
pects. Do this, by getting all the ad- 
vance information possible concerning 
your prospect, but when in doubt give 
him an crdinary sales talk. If necessary 
you can switch to industrial, and you 
have then given the prospect the service 
he is entitled to, and the industrial you 
secure in this way will be the kind that 
Stays. 

“Devote Thursdays and Fridays to 
straight canvass. Keep a detailed record 
on the prospects you secure from your 
canvass, and follow them up with eve- 
ning calls. 

“In conclusion I want to say, that our 
business is not hard if we work it hard, 
it only becomes hard when we work it 
easy.” 

INDUSTRIAL LEADERS 

The leading agents in industrial in- 
crease during the nine weeks of the 
summer campaign of the Equitable Life 
of the District of Columbia are as fol- 
lows: Agent E. H. Foster of Wilming- 
ton was the undisputed leader for the 
period with the splendid record of $28.89 
increase. Over $3.00 per week average 
is a good record for an entire staff of 
agents. Agent R. H. Wessels of Cleve- 
land also made a fine record with over 
$2.00 per week average for the period. 
Agents Farkas, Smith and Wooley, just 
fell short a little of the $2.00 average. 


The 
Oxp peelere 
Jnsurance Company of America 


MILWAUKEE, WIS. 








operating in the following states: 
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Illinois Oregon 

Iowa Pennsylvania 
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Minnesota Texas 

Ohio Washington 
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FIRE PREMIUM CHANGES 
\lthough the total fire 
miums written in Brooklyn the first half 
of this year were only $40,000 more than 
in the same period of 1927, $7,289,525 
compared with $7,248,519, and a drop of 
$400,000 from the 


sults of individual companies and 


insurance pre- 


1926 figures, the re- 
groups 
are interesting, especially in view of the 
increased competition for business cre- 
ated by the great influx of new fire in- 
The Home of New 
York increased its premiums from $233,- 
801 to $277,928. The Fidel- 
itv-Phenix, Hartford, Liverpool & Lon- 
don & Globe, Great American, Actna, 
North British, National of Hartford, 
Firemen’s of Newark and others of the 
slight in- 


surance companies. 


Continental, 


leading companies showed 
creases or reductions, with no change of 


marked importance. 


However, in the company” groups, 


seen, The America 
Fore Group wrote $559,854 
$630,277 in the first six months of 1927. 
The Home group, on the other hand, in- 
creased its premiums to $499,497 from 
$420,000. The 
Forster groups lost about $25,000 each, 


greater changes are 
against 


Firemen’s and Crum & 


and the Royal group figures were off 
nearly $50,000. The North British & 
Mercantile group wrote $356,441 against 
$312,673. 


The Corroon & Reynolds group pre- 
sents the most marked increase, going 
from $123,239 in 1927 to $204,253 this 
year. Of this amount the new Brooklyn 
Fire led the 
Johnson & Higgins group, consisting of 
the Standard of N. Y. and the Tokio 
Fire, increased its writings from $73,495 
to $114,632. The Commercial Union 
fleet dropped from $149,908 to $103,793, 
and the Aetna Life group went off $20,- 
000 to $96,000. The London 
group also retrenched, cutting its writ- 
ings from $60,500 to $37,850. 


group with $58,375. The 


Assurance 


From the foregoing it will be seen that 
the competition of new companies and 
the increased capital of old insurers has 
not made itself felt keenly in an estab- 
lished district like Brooklyn. 
notable exception is the 
which the Brooklyn 
fall and under the management of Cor- 
roon & Reynolds, finishes the first half 
of 1928 in thirty-sixth place among all 


The one 
success with 


Fire, formed last 


the companies writing in Brooklyn. This 
is a fine tribute of a borough of New 
York to a new 


name. 


company bearing its 


THE “OVER-INSURED” 
The average person falls so far short 
of adcquately protecting himself by life 
insurance to meet all the “human needs 
John A. Steven- 
son might say, that the term 


surance” has an 


of his situation,” as Dr. 
“over-in- 
unfamiliar sound; it 
strikes the ear like a typographical error 
does the eye—as something inharmoni- 
outre. But 
“over-insured.” The 
which makes it final. 
At least, a speaker at a recent company 
agency assembled 
producers that such was the case and 
that it was imminent enough to be 
a danger. 


ous, inconsistent and even 
it seems there are 
companies say so, 
convention told the 
called 
To be sure one may be over-insured 
insurance if the 
lacking to pay for it. But 
this is not the kind of 
that is interesting the life companies just 


with ever so little life 
means are 


over-insurance 


now. It is the big buyer of life insur- 
ance that is getting closer scrutiny. So 
many business men are taking large lines 
of life that, 
one gets through the ordeal who has an 


insurance here and there, 
unsound financial status. Some recent 
large have been analyzed and 
found to have been such that they should 
never have gotten beyond the application 
stage. 


losses 


The financial probe is going to be used 
more than it has been in the past on 
large lines of life insurance. The finan- 
cial foundation must be a suitable one 
on which to erect that magnificent edi- 
fice of life insurance which is so large 
a part of the estates of many business 
men. There may have been a time when 
good health and a willingness to buy life 
insurance constituted the qualifications 
for admittance to the ranks of the ade- 
quately insured. The increasing complex- 
ity of life, the new uses for life insur- 
ance protection and the vastly greater 
amounts of insurance possible to obtain 
on one life, have all changed that. The 
underwriting departments of life insur- 
ance companies are now analyzing your 
financial statement as carefully as they 
analyze your state of health. 
borrowing the 


They are 

banking 
world and matching your financial “set- 
up” against the contract to deliver 
money at a future date on your order, 
which is the essence of a life insurance 
policy. 


phrases of the 


William S. Young, formerly secretary 
of the Fire Insurance Society of New- 
ark, has returned from an extended trip 
through Canada. 























Courtesy N- Y. Herald-Tribune Photo 
TWO INSURANCE MEN GREET HERBERT HOOVER AT NEWARK 


Alfred Hurrell, vice-president and general counsel of The Prudential, and former 
United States Senator Joseph S. Frelinghuysen, were among those who welcomed 
Mr. Hoover on his visit to Newark this week. 








J. Tom Dannel, gencral agent of the 
Missouri State Life at Albuquerque, 
N. Mex., was recently elected to the post 
of president of the New Mexico Life 
Underwriters’ Association at a meeting 
of the association in the Franciscan 
Hotel. 

+ ok ek 

O. H. Linn, newly appointed superin- 
tendent of surety lines in the home of- 
fice of the Metropolitan Casualty, has 
been in the business for about twelve 
years, his first connection being with the 
National Surety as manager of its court 
bond department. Later he was pro- 
moted to the post of assistant secretary. 
in October, 1925, he joined the New 
York Indemnity as its fidelity and surety 
manager, being promoted to vice-presi- 
dent the following year. He joined the 
Metropolitan in April, 1928. 

ee 

Warde L. Mack, of Mack & Johnston, 
general agents in South Bend, Ind., for 
the Northwestern Mutual Life, will leave 
South Bend, Oct. 1 on an extended trip 
to California and Honolulu. 

* * x 


E. W. Wollmuth, a director of the 
Jefferson Fire of Newark, is recovering 
from a dislocated wrist which he got 
while he was playing golf last week. 

kk Ok 


Jap Brown, who spent a few weeks in 
France with his old World War buddies 
in the Lafayette Esquadrille, has re- 
turned to Newark. He is one of the 
agency force of the Day & Cornish or- 
ganization of the Mutual Benefit’ Life. 

* * * 


Franklin W. Fort, secretary and man- 
ager of the Eagle Fire, was among the 


speakers at the cornerstone ceremonies 
which were held on Saturday last at the 
new East Orange, N. J., city hall. 


Bertram W. Douglas, head of the B. 
W. Douglas agency in the Firemen’s 
building, Newark, has returned from a 
short stay at Delaware Water Gap, Pa. 
He was accompanied by Mrs. Douglas. 

* 


John H. Packard, United States man- 
ager of the London Assurance, and Mrs. 
Packard, sailed on Saturday on the Bal- 
tic for a visit to the head office of the 
company and a pleasure trip through 
England. 

a 

Willard I. Hamilten, vice-president 
and secretary, The Prudential, has re- 
turned from his vacation which he spent 
at Lake Winnipasaukee, N: H, 


Harry N. atin auditor of The Pru- 
dential, who retired last week after 
forty-one years of continuous service 
with the company, was presented with a 
handsome mantle clock by his associates 
in his department. 

~ & 

R. C. Bright, secretary of the Fidelity 
Mutual Managers’ Association and gen- 
eral manager of the Little Rock agency 
of the company, is celebrating his thirty- 
fifth anniversary of continuous service 


with the company. 
* * * 
Richmond 


J. D. Peake, 


manager at 


for an insurance company, is running 
for Congress as a Hoover Democrat ™ 
the Third Virginia district. J. F. May- 


nard, agent for the Life Insurance Com 
pany of Virginia, has also cast his hat 
into the ring. He is running as an In 
dependent. The other candidate 's At 
drew Jackson Montague, democratic 
cumbent, standing for re-election. It 
looks as if Montague, a former sovel 
nor of Virginia, has a runaway in the 
contest. 
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Detroit Taxi Fares 


A New York insurance man, in De- 
troit last week attending an insurance 
convention, hopped into a taxi cab and 
drove five blocks to the Book-Cadillac 
Hotel. With him were two companions. 
“Let's Dutch Treat the fare,” said one 
of them, but it could not be done be- 
cause the fare was five cents. Finally, 
they matched for it. 

The explanation is that there is a taxi 
cab rate war in Detroit. One of the 
cab companies cut its rate in two and 
now the first part of a journey costs a 
nickel. The rate from the big hotels to 
the main railroad station in Detroit, for- 
merly a dollar ride, now costs a quarter. 

Insurance men can draw their own 
moral from this story and make it apply 
to their own cut-rate tendencies in some 
of the sidelines of insurance and where 
such rate practices will lead them. 

* * * 


Ford Workmen 

One of the most interesting things I 
saw in Detroit last week was the long 
line of workmen coming into Detroit 
from the River Rouge plant after quit- 
ting time. The parade of vehicles seemed 
to be miles in length, every car having 
from three to four workmen in it. Some 
of the cars were the seediest looking 
Fords I ever saw and that means that 
the last stage in pictorial dilapidation 
has been reached. On the other hand, 
there were some of the snappy new 
models. 

They tell me that about 400,000 people 
in Detroit are dependent upon Ford in 
one way or another, and that the num- 
ber of working people directly employed 
is 110,000. Visitors to the plants are 
welcome and go through in droves, the 
guides being as voluble and proud of 
what they are showing as those seen in 
European art galleries. Every guide I 
met, every employe in a position to 
make explanations, and every automobile 
owner who takes people: to the plant for 
pay, was a Ford enthusiast, militantly 
so. You will not get very far with these 
men if you criticize their hero. They 
can only see his wings sprouting. If 
Ford ran for mayor of Detroit no one 
else would have a look-in and that de- 
spite the fact that you can meet plenty 
of his critics around the clubs. 

Mr. and Mrs. Edsel Ford 


There is one couple in Detroit who 
have no critics, Mr. and. Mrs. Edsel 
Ford. Edsel Ford, Henry’s son, is mod- 
est, likeable, exceedingly public spirited 
and also intelligent. His wife takes a 
leading part in every artistic, humani- 
tarian and welfare movement there. She 
is a member of many committees which 
have to do with raising of money, and is 
Most conscientious in her duties. If it 
1S necessary, say, to raise such a small 
sum as $100 in order to buy a library 
for a small settlement house or for a lit- 
tle hospital Mrs. Ford will present the 
situation simply and wait for the $100 
to be raised, giving what she regards as 





























her proportion, a few dollars. Some 
days go by and the $100 is not raised. 
Mrs. Ford will then pay the balance. 
When it comes to giving hundreds of 
thousands of dollars that is done too by 
the Edsel Fords and always without os- 
tentation or pose. The Fords, however, 
believe that it stimulates civic spirit and 
philanthropy if everybody gives. So 
they frequently stay in the background 
in order to watch how a drive for funds 
is progressing, not stepping in to make 
up the deficit until the last minute. 

Henry Ford does not go out in so- 
ciety, but entertains a lot at Dearborn. 
Formerly, folks laughed at his old-fash- 
ioned square dancing and old men vio- 
linists, but now it is the proper thing 
for the old families of Detroit to go to 
Dearborn and take part in the festivities. 

Mr. and Mrs. Edsel Ford are up-to- 
date entertainers and mix with the best 
social set without trying to dominate 
the type of entertainment to be pro- 
vided. Their home life is charming and 
no one declines their invitations. 


* * * 


Not Interested in Prohibition 
Despite the anti-prohibition views of 
most Detroiters the town seems to be 
a hotbed of Republicanism. The Demo- 
crats do not think they have a chance 
in Michigan, which was the birthplace of 
the Republican party and is strong on 
tradition. The reason they do not take 
prohibition seriously is that there is no 
trouble in buying liquor. 
* ££ * 


With An Orator After His Oration 


I had a chance in Detroit to spend 
half an hour with a great orator after 
he had made a sensation in a conven- 
tion with an eloquent and perfectly mar- 
velous address in which he had thrown 
his soul and all of his energy. In short, 
I went to his room after the meeting 
adjourned. He was so exhausted that 
he finally threw himself onto the bed for 
a time. Then he took a cold water 
bath. His undergarments were soaking 
wet as if he had been out in a rain- 
storm without an umbrella and had not 
been able to find shelter for hours. I 
would not be surprised if he lost two or 
three pounds as a result of the speech. 
He made this talk impromptu and as 
it was a long one I asked him if he had 
memorized it. He said that he had spent 
all morning tossing about his bed learn- 
ing it word by word. The audience was 
so impressed by the delivery that it 
thought it was all done on the spur of 
the moment. The speaker, by the way, 
was Claris Adams, the brilliant, young 
lawyer who has talked to so many in- 
surance groups, and who is now secre- 
tary of the American Life Convention 
Once he ran for United States Senator 
against “Jim” Watson of Indiana. That 
will answer the question I have fre- 
quently been asked as to whether Adams 
is a Republican or a Democrat. He is 
a Republican. 


A Demonstration For Hoover 


While the National Association of Life 
Underwriters last week stood up and 
gave a tremendous demonstration for 
Herbert Hoover, this was discounted in 
a way because no opportunity was given 
to make a demonstration for Smith. 
Chairman* Julian S. Myrick, himself a 
Hoover’ enthusiast, had mentioned 
Hoover’s name in the course of some re- 
marks, and as soon as he said Hoover 
everybody got up, and many cheered. 
To have been perfectly fair he should 
have later mentioned the name of Smith, 
which would have given the Smith men 
present a chance to make a show. Even 
at that, however, the Smith demonstra- 
tion would not have been as noisy as 
the Hoover cheers because the majority 
of those present were for Hoover. 

* * * 
A Long Automobile Ride 

In riding about the streets of Chicago 
this week I noticed a big bus, called “The 
Purple Line,” which had on it signs 
reading “New York-Chicago.” Upon in- 
quiry I learned that one can now take 
that thousand-mile trip between the two 
cities in these buses. It is also possible 
to go by bus from Chicago to Los An- 
geles. 

In Detroit one of the insurance men 
asked the Ford airport people how much 
it would cost to taxi by plane from De- 
troit to Cheyenne, Wyo., and back. The 
answer was $4,300. The insurance man 
who had been thinking seriously of 
making the journey, changed his mind. 


Convention Impressions 


(Continued from Page 15) 
can go in making himself an influential 
and widely sought-after member of a 
community. Some may think that a you- 
help-me and I'll-help-you talk out of 
place in a life insurance school class or 
a life insurance convention as Donnelly’s 
reputation.and popularity in New Castle 
because of always helping people would 
make him equal his insurance success 
in anything he tackled. At the same 
time, while Donnelly cannot be imitated, 
and the average agent cannot hope to 
win anything like his influence, the con- 
vention was decidedly interested in hear- 
ing the inside stories of why people 
come to him to buy insurance policies. 
* * *@ 


Others That Set A Mark 

The set address of James Elton Bragg, 
describing what the theme meant and 
how the speakers would fit in, was it- 
self a good canvassing document and 
should be among those carefully studied. 

Probably the delegates got as much 
kick out of the talk by Rabbi Stephen 
S. Wise, of New York, as they did from 
any of the other talks. Here was one of 
the great orators of America, one of the 
country’s most prominent clerics, a man 
who talks weekly to a very large audi- 
ence, telling the insurance fraternity that 
every one of his spare pennies is in- 
vested in life insurance because he feels 
that his future and that of his family 
is safeguarded thereby. There was not 
an agent in the ballroom who did not 
have a clearer conception of his work and 
his responsibilities because of that flam- 
ing address. His suggestion that agents 
realize that responsibility and protect 
him and the thousands like him who are 
without fiscal sense and do not know 
how to invest in the stock market or 
in bonds, but leave their financial guid- 
ance entirely up to their friends among 
the insurance agents brought responses 
from several speakers. Both President 
Myrick and Claris Adams discussed it 
and told the rabbi that two great pro- 
tective bodies are leaving no stone un- 
turned to watch the public’s interest— 
the Association of Life Insurance Presi- 
dents and the American Life Convention. 

Rabbi Wise gave the names of the 
dozen companies which insure him. They 
were twelve of the best in the business. 

* ££ # 
A High Note Of Sentiment 


Another advantage this convention had 


was in the injection of the sentimental 
note, so difficult to strike but so tre- 
mendously effective when it is heard. 
This came when the convention paid its 
tribute to the late Edward A. Woods 
and subscribed also almost $15,000 to- 
wards the $100,000 Wood Endowment 
Fund on behalf of the American College 
of Life Underwriters. 
* 
No Battles Behind the Scenes 


The convention was the smoothest run- 
ning which has been held in some time 
and Julian S. Myrick retired as_presi- 
dent in a blaze of glory. When he 
took the helm a year ago there were 
many inside problems to iron out and 
the seriousness of these problems have 
been minimized. There were no heated 
committee battles behind the scenes; no 
fights over the nomination, no trustees 
or committeemen nursing grouches and 
spilling them confidentially in rooms or 
corners of the lobby. 

* * * 


College Has Everybody’s Support 

The election of Paul F. Clark as presi- 
dent was popular. 

More time was consumed in behind the 
scene meetings on the American College of 
Life Underwriters than in anything else. 
The college apparently has everybody’s 
support. The board of directors of the 
college is composed of fifteen members, 
three-fifths of whom are members of 
the executive committee and former of- 
ficers of the association. Two-fifths are 
executives of home offices, sales and re- 
search departments. The executive 
committee of the board has been in- 
creased from five to seven members. 
An advisory council of thirty members 
has been decided upon. It will co-op- 
erate vigorously with the board of di- 
rectors, the formation of this council 
filling a long felt want. President E. J. 
Clark announced the formations of an 
alumni association in which Professor S. 
S. Huebner will be actively interested. 

The board of directors has authorized 
the establishment of a clearing house 
for teachers of life underwriting, which 
will co-operate with every educational 
institution in the country, both public 
and private. Every effort will be made 
to procure the best available instruction. 
The letters C. L. U. (certified life un- 
derwriter) can be properly put on cards 
and stationery. Every phase of the ex- 
aminations will be held in strictest con- 
fidence. President Clark said that it 
would do no harm to an agent if he 
failed to pass as no public mention will 
be made of it. The man rejected will 
have the benefit of having studied hard, 
learned a lot and he can try again. In 
the presentation of the diplomas at the 
convention, William M. Furey, Berkshire 
Life, Pittsburgh, received one on be- 
half of his son, and, incidentally, Mr. 
Furey and his son both made a substan- 
tial contribution to the Woods Endow- 
ment Fund. 

* * x 
Praise For The Detroiters 

Incidentally, everybody left Detroit 
with highest praise for Ernest Owens, 
J. Fred Lawton, Edwin W. Baker, Don- 
ald T. MacKinnon, Milton W. Wood- 
ward, A. P. Ballou, Robert M. Ryan, 
Nathaniel Reese, Norton Ives, Harry A. 
Miller, Guy A. Reem, John W. Yates, 
W. O. Baldwin, Mrs. E. W. Baker, Mrs. 
P. O. Altman, Fred Smart and the other 
Detroiters who gave so much of their 
time to the convention while it was be- 
ing held and in the long period of prep- 
aration preceding the meetings. 





PATTERSON SUFFERS BURNS 

Chicago, Sept. 17—Alexander E. Pat- 
terson, who was recently appointed a 
general agent of the Penn Mutual Life 
in New York City, is confined to his 
home here for a few days because of 
burns on his face caused by the explo- 
sion of a box of matches he was carry- 
ing on last Saturday afternoon. 
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FIRE INSURANCE 














Coolidge Supports 
Fire Prevention Week 


ISSUES A PROCLAMATION 





President Names Week Beginning Oc- 
tober 7; Calls on Nation to Exercise 
Care with Fire 





Calvin Coolidge, President of the 
United States, this week issued his 
proclamation calling upon the people of 
the nation to observe Fire Prevention 
Week during the week beginning Oc- 
tober 7. This noble effort to conserve 
the property and wealth of this coun- 
try against the ravages of fire is of such 
deep-rooted and far-reaching importance 
to everyone that the chief executive of 
the nation assumes an active role in 
awakening the public conscience to bet- 
ter fire prevention work. In his state- 
ment which follows, President Coolidge 
briefly but forcibly show why fire pre- 
vention week should be a matter of na- 
tional observance : 

“The economic and social progress of 
the nation is dependent to a large de- 
gree upon the proper direction and con- 
trol of all elementary forces within it. 
Fire, a friendly aid and comfort when 
used properly, becomes a deadly foe 
when permitted to range unchecked. The 
dangers of fire, and to some extent the 
means of controlling it, have been un- 
derstood generally from a very early 
period. However, year by year fire has 
resulted in the destruction of thousands 
of lives and much material wealth. In 
1927 property loss alone in the United 
States due to fire is estimated to have 
totaled more than $475,000,000, while loss 
of life from the same cause was like- 
wise heavy. 

Public Vigilance Necessary 


“A certain measure of encouragement 
is to be derived from the fact that fire 
losses in the United States were de- 
creased in 1927 as compared with 1926. 
Co-operative efforts on the part of our 
citizenry in recent years have shown 
that many types of fires are prevent- 
able. Widespread interest and activity 
in fire prevention have had a marked 
influence in bringing about a realization 
of public responsibility in dealing with 
the fire waste problem. Cities, towns 
and farming communities, engaging in a 
constructive campaign to inculcate sound 
principles of fire prevention in the minds 
of thinking inhabitants, are accomplish- 
ing highly desirable and satisfactory re- 
sults. There is urgent need, however, 
to translate this effort into further rem- 
edial action. Increased vigilance on the 
part of all citizens is necessary, for their 
cumulative efforts will determine the fu- 
ture reduction or increase in our national 
fire waste. 

“Therefore, I Calvin Coolidge, Presi- 
dent of the United States, do recom- 
mend that the week beginning Sunday, 
October 7, 1928, be observed throughout 
the nation as Fire Prevention Week. 
United and co-ordinated endeavor in 
reaching the consciousness of every citi- 
zen is desired and can be obtained by 
the concerted action of our press, our 
schools, our churches and the civic and 
welfare organizations of every commu- 
nity, rural and municipal. During the 
last few years the observance of Fire 
Prevention Week has furnished a stimu- 
lus and guide for activity throughout 
the year. With this precedent it is to 
be hoped that every community will 
strive continuously for the elimination of 
fire hazards and put into practice the 
fundamentals which will be stressed dur- 
ing Fire Prevention Week. The adop- 
tion of simple precautionary measures 
at all times will be rewarded by a higher 


Suggests Reforms in 
Canadian Regulation 


CONTROL: OF NEW COMPANIES 
President Sharpe of Superintendents’ 
Association Warns Against Big 
Aviation Liability 
In the absence of President Orwell E. 
Sharpe, president of the Association of 
Superintendcnts of Insurance of the 
Provinces of Canada, his report to the 
annual convention this weck at Regina, 
Sask., Canada, was read for him from 
the platform. Mr. Sharpe was superin- 
tendent of the Province of Quebec but 
is no longer acting in that capacity so 
that he presents his report somewhat 

from the viewpoint of the outsider. 

Closer co-operation between the Do- 
minion and Provincial insurance depart- 
ments is to be sought, Mr. Sharpe said, 
in the interests of the insurance business 
as a whole. There is one obstacle to 
this in his opinion, namely the refusal 
of the Dominion Insurance Department 
either to recognize court decisions re- 
garding jurisdiction or alternatively to 
appeal such decisions. 

“Failing any appeal of the lastest de- 
cision of the Ontario Supreme Court,” 
Mr. Sharpe said, “certain foreign com- 
panies were licensed direct about a year 
ago, by Ontario and Quebec and these 
companies have since received letters 
from the Federal Department question- 
ing the validity of the Provincial li- 
censes. Such licenses were only issued 
after the approval of responsible Cabi- 
net Ministers and so long as the Pro- 
vincial authorities are willing to take the 
responsibility for the operation of such 
foreign companies in their own jurisdic- 
tions, it is not obvious what useful pur- 
pose can be served by calling such li- 
censes into question.” 

A paper was presented to the Confer- 
ence dealing with the limitation of risks 
undertaken by any insurance company. 
Legislation along these lines comes with- 
in provincial jurisdiction and is much 
needed, according to Mr. Sharpe. The 
Province of Quebec already has a pro- 
vision of this nature relating to fire 
risks. 

New Company Supervision 


“A closer supervision of the organi- 
zation of new insurance companies is 
indicated,” he continued. “The public 
has come to believe that insurance com- 
panies even in process of organization 
are vouched for by the Departments of 
degree of security to individual life and 
property. 

“In witness whereof I have hereunto 
set my hand and caused the seal of the 
United States to be affixed.” 


Insurance. However, without adequate 
legislation, this is not possible. As a 
result, the promoter issues a prospectus 
showing the details of dividends paid by 
some of the most prosperous companies 
and figures of premiums compared with 
losses, carefully omitting any reference 
to overhead expenses. Sometimes it is 
added that a copy of the prospectus has 
been deposited with the superintendent 
of insurance implicating that it bears his 
approval. 

“The promotion of insurance compa- 
nies can be most easily controlled by 
limiting the percentage of commission 
or expense to, say, 15% for organization. 
The very large gremium sometimes col- 
lected on the sale of the stock of a new 
insurance company does not in all cases 
go to the promoter intact, but is some- 
times used by him to make a rebate on 
the sale of stock in large units or to 
prominent persons whose names may be 
of value in inducing others to purchase 
shares. A limitation of organization ex- 
penses does not permit of this discrimi- 
nation to any great degree. 

“A matter requiring the co-operation 
of the Federal authorities is the inclu- 
sion of a provision in the Dominion 
Winding-up Act requiring any liquida- 
tor of any insurance company, licensed 
by the Province to furnish a statement 
at fixed intervals of his accounts. Other- 
wise the Provincial Superintendent can- 
not exercise any control except by tak- 
ing action through a creditor and ad- 
vantage is sometimes taken of this fact. 
An article appeared some time ago in 
one of the Montreal insurance publica- 
tions expressing surprise that the Pro- 
vincial Superintendents did not take 
prompt action to put a company in liqui- 
dation when the standard of solvency 
falls below the standard outlined in the 
Dominion Insurance Act. It was over- 
looked, however, that as long as the 
deposit in the hands of the Department 
is amply sufficient to provide for out- 
standing losses, there is little or no ad- 
vantage to the policyholders under our 
present laws relating to bankruptcy, in 
putting an insurance company in liqui- 
dation. 

Aviation Insurance 


“As modern business and methods of 
transportation become more and more 
complicated, the problem of effective su- 
pervision will correspondingly increase. 
There has been some criticism of li- 
censed companies regarding the lack of 
facilties in connection with aviation in- 
surance. However, when we consider 
the problems involved, it is evident that 
great caution is indicated where full 
cover for all risks is desired. The in- 
demnity payable in cases of personal ac- 
cidents will vary according to the juris- 
diction in any one of a number of prov- 
inces or states and it is necessary to 
determine the probabilities not only of 
the accident but the locality in which 
it is likely to occur. Further, ‘the 
amounts at risk for the various contin- 
gencies such as fire, property damage, 
personal accident, etc., may in the ag- 
gregate be very large and only experi- 
ence will indicate if the rate is adequate. 

(Continued on Page 32) 














Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





J. A. KELSEY, General Agent 











United States Fire Branch: 80 John Street, New York 
GEORGE Z. DAY, Ass’t General Agent 
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OTHER LIABILITIES 
NET SURPLUS 


$9,771,118.88 
2,238,740.65 
875,414.78 
6,656,963.45 
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Annexation of Hawaii to 
ithe United States in 1898 


NNEXATION 
negotiated with 
President Harrison; with» 
drawn by President 
Cleveland; brought up by 
President McKinley. 
Thus was Hawaii buffeted 
around before finally be- 
ing admitted into the 
Union by a joint resolu- 
tion passed July 7, 1898 
Previous to this time 
the Hawaiian Islands 
were constantly in a tur- 
moil of internal strife and 
warfare. Various govern- 
ments were set up and 
subsequently deposed. 
These islands, known. 
‘over a century ago as the 
Sandwich Islands, today 
contain several Home 
agencies, invaluable ex- 
ponents of our world 
‘wide agency system. 
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NEW YORK 


—Seventy-fifth Anniversary Year~ 
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Worcester Agents Ask 
Higher Commissions 


WANT 25% PLUS CONTINGENT 





Claim in Letter to E. U. A. Companies 
of Branch Office Competition On 
Brokerage Business 





Local agents in Worcester, Mass., long 
a hotbed of controversy over commis- 
sions and branch offices, have addressed 
4 letter to the Eastern Underwriters As- 
sociation in which they ask that instead 
of the 20% flat commission they are now 
receiving they be compensated with 25% 
and 10% contingent. In support of theit 
argument they claim that several fire 
companies are aiming to establish branch 
offices in Worcester and to pay brokers 
{ull agency commissions, while the local 
agents can pay these brokers only 10%. 
This competition and that of the mutuals 
is becoming costly to the agents they 
say in their letter and they ask early 
consideration by the E. U. A. of their 
request. In their letter the agents say: 

“In the fall of 1926 we were told that 
a company organization was being 
formed that would abolish the evils otf 
our business and bring order out of 
chaos. All companies were to treat 
agents fairly and equally. On January 
1, 1927, their regulations became ef- 
fective and we were asked to sign agen- 
cy agreements. These agreements were 
not signed at that time because even 
at that early date inequalities of treat- 
ment had been suspected and it was not 
long before it became apparent that spe- 
cial privileges prevailed in local branch 
offices. 

“This branch office situation attracted 
many brokers from our offices and from 
the mutual companies, so that the mu- 
tuals, of which there are two strong 
home offices in Worcester, announced 
a 20% rate of commissions to all agents 
and brokers alike. The mutuals equally 
with the branch offices have been reap- 
ing a harvest at your expense as well 
as our own. With the growing volume 
of the mutual companies we believed it 
would be -well-nigh impossible to induce 
them to consider a lower rate of broker- 
age. 

Branch Office Threats 


“This 20% cash paid by the branch 
offices carries with it to a score or more 
of brokers the expense of every item 
of overhead and amounts in reality to 
as much as 28%. We know that at least 
six substantial agencies of many years’ 
standing have been approached by these 
branch offices with very attractive prop- 
ositions, and one besides these six has 
already accepted their offer. There is no 
question of capacity of these branch of- 
hces to accept total lines with their re- 
surance facilities; they have demon- 
strated that as well as the mutual com- 
panies with their stock company sup- 
port. 

“You are familiar with the delay of 
the Eastern Underwriters’ Association in 
accepting the brokerage rule of the Wor- 
cester Board of Underwriters which per- 
mits of 15% to policywriting agents and 
10% to all others by whatever title des- 
ignated; and that with final acceptance 
of the rule, and with complete disre- 
gard of the equality to all which was to 
be the basis of the organization, priv- 
ileges were granted to branch offices 
which nullify the board rule. This looked 
for action convinces the Worcester 
agents that they signed agreements 
under a misapprehension with the result 
that many do not consider themselves 

ound to any degree by their terms. 

“We are and always have been in 
favor of organization. Organization for 
the good of all concerned as well as 
the deserved benefit of each unit inter- 
ested. At the time the organization o} 
the Eastern Underwriters’ Association 
We anticipated good faith on the part 
t all concerned, and in that belief lent 
our co-operation. 

‘What is the present experience? We 


find our individual income reduced be- 
low the point of profit under the re- ee -" 
duced commission, probably more than 


ied commssion, bay ior ha THE AETNA FIRE GROUP 


Sohal oh (eee toons shouting “he 
benefits of mutual insurance to the pub _— Strong Companies 
Providing Dependable Insuiance 
in FIRE and ALLIED LINES 
and in CASUALTYand SURETY 
PROTECTION 










“All of this is almost directly the re- 
sult of conditions imposed by the E. U. 
A. and we are being forced to place 
more and more of our business with 
these mutual companies. 

Heavy Overhezcd Expenses 

“For eighteen months we have yiven 
the 20% a fair trial and find that under 
present conditions of rent, wages, etc. 
the business cannot be conducted in 
Worcester on that margin. We have no 
quarrel with the smaller communities 
where, because of nominal overhead, the 
20% has been.a great boon. We do 
not question the justice of a higher rate 
in Boston and other large centers where 
the overhead is much larger than ours. 
But we insist that by the same rule of 
iustice and common sense the class of 
cities ranging from 150,000 to 250,000 is 
entitled to such a medium rate as will 
meet our overhead cnd give us a rea- 
sonable return for cur investment and 
labor. That we are not now receiving. 

“We are glad to see the companies 
prosper and pay gcod returns to the 
stockholders. We rejoice in the splen- 
did accumulation of assets and reserves 
of the companies which spell security 
and good business. 

“But for our individual contributions 
to this result by painstaking effort we 
ask a rate of commission which chall 
award us a modest living and a dollar 
for old age, and preserve our self-re- 
spect by making us underwriters instead 
of premium collectors. The minimum >t 
which this can be done, as demenstrated 


two years ago, is 25% and 10% con- 
tingent. 














_“We request your earnest considera- 
tion of this presentment and an early re- 
sponse either by favorable action th-ough 
the Eastern Underwriters’ Association or 
committee conference.” 





N. J. AGENTS’ MEETING 


Bament, Lott and Rickerd Among 
Speakers at Atlantic City Con- 
vention on Sept. 28 

Harry L. Godshall, president of the | 
New Jersey Association of Underwriters, 
has released the tentative program for | 
the annual convention to be held in At- | 
Ientic City on Friday, September 28. The 
meeting opens at 11 a. m. at the Hotel 
Ambassador when the business session 
will be held, including reports and elec- 
tion of officers for the ensuing vear. 
Luncheon will be served in the Pom- 
peiian Grill with entertainment by the 
Bonnie Laddies. 

The afternoon session will be devoted 
to addresses. There will be four of them 
and they are: insurance advertising, by 
C. E. Rickerd, advertising manager of 
the Standard Accident of Detroit; insur- 
ence, by William Bament, vice-president 
and general adjuster of the Home of 
New York; compulsory automobile in- 
surance, by Edson S. Lott, president of 
the United States Casualty, and the five 
year development plan of the National 
Association of Insurance Agents by a 
representative of the National Associa- 
tion to be selected later. 























NCE COMPAN 


THE WORLD FIRE & 
MARINE INSURANCE CO. 


THE CENTURY INDEMNITY C2 


PROBE SUSPICIOUS FIRES 


Elmer Vrooman of Indianapolis, has 
been appointed by the National Board 
of Fire Underwriters as agent, to assist 
in investigations of suspicious fires 
brought to the attention of the Okla- 
homa state fire marshal’s office. Mr. 
Vrooman arrived in Oklahoma City Sat- 
urday, Sept. 8 and assumed his new 
dutics. He has had worlds of experi- 
ence in this line of work, having been 
for twenty years conducting similar in- 
vestigations with the fire marshal’s of- 
fice of Indiana. 
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Says Over-Insurance 
Creates Arson Hazard 


CANADIAN LAW IS 
Committee at Canadian Superintendents’ 
Convention Urges Provinces to 
Use Alberta Statute 


PRAISED 








Over-insurance of fire risks is a direct 
cause of incendiarism in the opinion of 
Henry Brace, a member of the commit- 
tee appointed to deal with that subject, 
who submitted a report this week be- 
fore the convention at Regina, Canada, 
of the Association of Superintendents of 
Insurance of the Provinces of Canada. 
Mr. Brace described the Alberta law 
which makes it a legal offense, punish- 
able by a fine of $200, for an insurer or 
agent to knowingly participate in over- 
insurance of fire risks. Mr. Brace re- 
ported to the convention that his com- 
mittee recommends similar legislation by 
the other provinces in Canada. 

Speaking on the evils of over-insur- 
ance and the benefits gained by legisla- 
tive action, Mr. Brace said in part: 7 

“At the 1927 Conference of the Asso- 
ciation the first report on. the question 
of over-insurance of fire risks was pre- 
sented. In that report your yoyo 
dealt more particularly with the ega 
side of the question, and referred to a 
tain legislation which had been enactec 
in 1927 in Alberta. Since that time, your 
committee has not had much ogee 
of watching the effect of the amend- 
ment, as the period since its enactment 
has been short. Nevertheless that pe- 
riod has been sufficient, at least, to show 
that the legislation has been the ogo 
of causing a reduction of the values of 
many policies, and, in other cases, of 
bringing about more careful inspection 

they 
ie cae be denied that over-insur- 
ance is a menace. From a loss stand- 
point, it tends to open the way to un- 
scrupulous persons to over-value prop- 
erty for the purpose of making a profit. 
From an agency standpoint it inspires 
an eager desire to increase commissions. 
From a company standpoint, it causes 
discontent when the assured finds he 
cannot collect the face value of his pol- 
icy on a total loss. The assured only 
requires, or at least he is only entitled to 
require, adequate protection at proper 
rates. The agent owes to his client the 
duty to properly counsel and advise him 
in the matter of the coverage he seeks. 
The company relies on the honesty of 
the assured, and expects that the agent 
will carry out his duty, for which he 
has vouched himself to them. The pres- 
ent-day agent is presumed to be cogni- 
zant of the importance of his obligations, 
and sufficiently educated in his line of 
business to discharge his duty properly. 
Otherwise he has no right to be per- 
mitted to continue as an insurance agent. 


Over-Insurance Creates Losses 

“Probably the greatest danger of over- 
insurance is in the actual creation of 
losses. People who are otherwise cau- 
tious, become careless in the protection 
and maintenance of their property, due 
to a sense of security, because they are 
covered, and when the amount of insur- 
ance carried is considerably in excess of 
the value of the property, they are still 
more careless because they are not go- 
ing to be the loser, and possibly may 
be ahead of the game if they can suc- 
cessfully establish a fraudulent claim. 

“The dishonest loss is not the only 
dangerous feature which over-insurance 
presents. Another is that it is the cause 
of absolute lack of caution, safeguard and 
even interest, because of the thought 
that the property is well protected, often 
tending to make the owner expose his 
property as a target to the fire demon. 

“Sub-section 4, of the Alberta amend- 
ment referred to, reads in part: 

“‘Any insurer and any agent who 
knowingly effects, and any insured per- 
son who knowingly procures, insurance 





on any building, or property, or interest 
therein against loss or damage by fire in 
excess of the insurable value thereof, 
shall be deemed to be guilty of an of- 
fence against this Act, and liable upon 
summary conviction before a justice of 
the peace to a penalty of not less than 
one hundred_dollars or more than two 
hundred dollars and costs for each such 
contravention.’ 
Check-Up on Property Value 

“The Alberta Department has been 
able to use this law to the extent of hav- 
ing its inspectors, when conducting in- 
spections of properties, ascertain the ap- 
proximate value of the property and the 
amount of insurance carried. Since the 
amendment, where over-insurance has 
been found to exist, it has been the in- 
spector’s duty to report the matter in 
writing to the Superintendent of Insur- 
ance (which official in Alberta so hap- 
pens to be also Fire Commissioner), who 
in turn notifies the company interested. 
It is also the inspector’s duty to notify 
the assured personally, drawing to his 
attention the existing over-insurance, 
and at the same time calling his atten- 
tion to the terms of the provision in re- 
spect to over-insurance. This leaves the 


responsibility for over-insurance with 
the assured and the company to whom 
it rightfully belongs. In this manner 
considerable over-insurance has been 
reduced, thus tending to eliminate dan- 
ger by fire to the property, and at the 
same time bringing about a saving of 
wasteful premiums to the assured. 

“The subject of over-insurance is like- 
ly to cause us to ask: ‘Should every risk 
be inspected?’ It is your committee’s 
opinion «that every risk should be in- 
spected wherever’ practicable. 

“We are all aware of the dangers at- 
tached to the agency system, and like- 
wise know that many agents have not 
accepted the charge, which surely de- 
volves upon them, to counsel their com- 
panies fairly and intelligently. 

“Most risks present special hazards, 
and while the companies have prepared 
educational campaigns for the benefit of 
their agents, designed to bring out those 
common features which concern the ma- 
jcrity, it has not been possible to abate 
the extreme cases for the benefit of all. 
In consequence there is directed to the 
agent the need for caution in the selec- 
tion of the individual risk, and the 
amount of insurance which should be 


An Open Letter to 


Harmonia 


Agents — 


Digging Up Leads for 
Fire Prevention Talks 





No selling this time—but it’s just as important. 
Fire Prevention Week is coming— October 7 to 
13. And itis your opportunity to help safeguard 
your community against the ravages of fire. 


you do for selling. 


measures to business 
town. 


this be done. 





Schools give you a hust of receptive minds to 
whom your talks will mean much. 


Take these opportunities to impress on the 
public of your community the need for cate and 
forethought in the continual fight against fire. 
Teil them that though last year’s fire loss is es- 
timated at $478,000,000—almost one hundred 
million dollars less than for the previous year— 
this year’s figures should be kept lower. 
Show them that only by constant vigilance and 
continual practice of fire preventive measures can 
Do all this and you will be aiding 
to accomplish a great work—fire prevention. 





But you need prospects for this as much as 
Here are a few: 


Your local Rotary, Lions and Kiwanis Clubs 
offer you an opportunity to broadcast prevention 
men of standing in your 


Your church men’s club affords another logical 
group to whom you can explain the aims and 
efforts of fire prevention. 


















Fi 








In territories where the Harmonia Fire 
Insurance Company is not already repre- 
sented, applications from reputable agents 
or representation will be considered. 


HARMONIA 


re Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 
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permitted, or which the agent should 
recommend the company to carry. Se. 
lection of risk or the insurable Value 
cannot properly be ascertained Without 
inspection. In incorporated cities, towns 
or villages some of the difficulties of in- 
spection are not encountered. The agent 
1s usually a resident in the district where 
the Tisk is situated, and, if not already 
familiar with the Property, is easily able 
to carry out an inspection. In addition 
there is usually a fire department, whose 
chief or other official will inspect the 
risk at some time of the year, probably 
during ‘clean-up week’ or ‘fire preven- 
tion week.’ These conditions, howeyer 
do not apply to Property outside of the 
limits of an incorporated city, town or 
village and, as a result, risks of this na- 
ture are seldom, if ever, inspected. The 
danger if insuring bad risks, and par- 
ticularly the danger of Over-in 
1S particularly imminent, therefo 
this class of risk. It should be 


surance, 
re, from 
borne in 


sinners,’ 


“Your committee is of the opinion that 
the question of over-insurance of fire 
risks is one of considerable importance 
Canada’s fire loss is not being reduced 
to any appreciable extent. 
report on the subject showe 
Percentage of. fires to be the result of 
carelessness and at least 30% to be of 
incendiary origin, Over-insurance can 
be cited as a direct stimulus to incendi- 
arism and carelessness, so that if we 
Ss and the cost 
, then we must consider the 
1 import : 
discuss the question thoveahity aia 

: at some soluti 
difficulties which over-insurance "pe 
sents, Your committee suggests Serious 
consideration of th ' ; 
amendments enacted by Alberta. They 
have been of considerable benefit, 
ikely to prove of even 
an at present. Similar 
her Provinces are rec- 


ast year’s 
d a large 


enactments by ot 
ommended.” 


——$—$_________ 


MASS. REPORTS DELAYED 
Congestion of work in the State P 
ing Office in Boston is 


son for the delay in the publication of 
the fire and marine report and the cas- 
ualty report of the Massachusetts in- 
surance department, which are usually 
made public during the mid-summer 
months. The proofs for the fire and 
marine report were returned to the 
Printers about two weeks ago, but no 
definite information as to when the final 
report will be published is forthcoming 
The casualty report 
OSS experience under 
é ’ the compensation com- 
panies, and which is being inquired for 
almost daily at the insurance depart- 
ment, has been completed and ready for 
the printer for some time, but actual 
work of putting it in type has not yet 
been started. , 
See oes, 

GUEMPEL RETURNS TO NEWARK 

On or about October 1, Herbert G. 
Guempel, special agent for the American 
of Newark, who has been representing 
the company in southern New Jersey, 
will return to the home office and devote 
his efforts to northern New Jersey, par- 
ticularly Essex county. Special Agent 
Homer A. Howell, who has been assist- 
ing State Agent Reynolds in Florida, will 
take over the territory being vacated by 
Mr. Guempel. Mr. Howell will operate 
from the office which was established by 
Mr. Guempel, at Fifth and Market 
Streets, Camden, N. 12 

Se ee 


MASS. AGENTS’ MEETING 
The Massachusettts Association of In- 
surance Agents will hold its annual meet- 
ing, October 24, at the Hotel Statler in 
Boston, with a luncheon at one o'clock. 


rint- 
g1ven as the rea- 
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Insurance is already bearing its 
burden as the hazardous work 
of the lumbermen keeps the 
floating logs from jamming and 
speeds them on their way for 
industry’s consumption. 
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final . plays a stupendous role in. modern industries “& In 

In . . 
oat lumbering for instance. Nowhere, from the source of supply 
— through to the thousands of ultimate uses of wood products, is there a 
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ne windstorm waiting to damage and destroy ‘@ Lumber as raw and 
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anes companies, financially sound and efficiently managed, have in assuring 
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Bruns Scores Agents 
On High Commissions 





TALKS AT NEW YORK MEETING 


President of Excelsior and Local Agent 
Says Agents Depend Too Much 
On Brokerage Business 

More personal production on the part 
of local agents themselves will go a long 
ways toward solving the brokerage com- 
Fredrick V. 
president of Bruns, Raleigh & Munns, 
Inc., agents at Syracuse, N. Y., told the 
Herkimer County Association of Local 
Agents at their meeting Saturday at Old 
Forge, N. Y. Mr. Bruns is also presi- 


mission problem, Sruns, 


dent of the Excelsior Insurance Co., of 
Syracuse, and president of the Insurance 
Agerts’ Club of Syracuse. 


He therefore 





FREDRICK V. BRUNS 


speaks as an agent and company execu- 
tive and from this dual standpoint he 
claims that the average agent is trying 
too much to act as an executive and let 
the bulk of his business be brought in 
by brokers. 

This condition naturally 
agent to divide commissions, 
down his income, Mr. Bruns said. Sub- 
sequently come the complaints that 
agency commissions should be increased. 
These complaints the executives do not 
consider warranted and they ask the 
agents to get out more on the streets 
themselves and personally solicit and 
bring in the buiness. 

“The fire insurance companies organ- 
ized,” Mr. Bruns said, “in the eastern 
part of the country, some time ago, an 
association honestly conceived and hon- 
estly dedicated to the carrying out of a 
program which would benefit the entire 
fire insurance business. In some sections 
of the territory the program was ac- 
cepted gladly but in other sections it 
was vigorously opposed, agents claiming 
various discriminations. 

“As a local agent, it used to be my 
thought that the more commissions we 
could get the better off we were, entirely 
overlooking that there was a limit even 
to what multi-millionaire stock insurance 
company would pay. As an insurance 
company president, I find that there is 
a limit. As I learn more of the intimate 
machinery of company administration I 
find that the company president has 
many things to worry about and not the 
least of these is, ‘How much is it cost- 
ing to put business on the books?’ 

Agents Fear Loss of Brokers 

“Agents in some territories have a 
feeling that they should get more com- 
missions and as I read some of the com- 
ments it strikes me that. the grief of 

these agents is not so much over their 


forces the 
cutting 
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of America 
THE FIRE REASSURANCE COMPANY 
of New York 
| AMERICAN RESERVE INSURANCE COMPANY 
| of New York 
LINCOLN FIRE ‘INSURANCE COMPANY 
of New York 
THE FIRST REINSURANCE COMPANY 
of Hartford 
115 Broad Street Hartford, Conn. 
loss of business as it is loss of their large agency. We are sure of our busi- 


brokers. 

“May I suggest, as a local agent, that 
it is time for the local agents to get back 
to the virtues of their fathers? What is 
needed today is a greater investment in 
shoe leather and a less investment in 
call bells and dictating machines. Too 
many of us get the ‘big boss’ idea, for- 
getting that only an agency built on 
personal effort can be compared to the 
house built on a rock. 

“We like to sit behind a mahogany 
desk in the front office and have an 
army of brokers pour business into our 
laps rather than get into the fight our- 
selves and bring in our own ‘bacon.’ In 


’ the Bruns, Raleigh & Munns agency we 


are very proud of the fact that 95% of 
the agency premiums represents the per- 
sonal production of the officers of the 
corporation and its salaried employes. 
We have built up, through this program, 
what is regarded as a comparatively 


ness and the commissions which we get 
enable us all to get a comfortable living. 

“Isn’t the whole trouble today due to 
the fact that a great number of agents 
have been terribly bitten by the ‘execu- 
tive bug’ and wouldn’t the trouble be 
overcome if the well-trained brains and 
the fine sales ability of the American 
agent were wholly directed toward con- 
trolling the business of his own commu- 
nity? 

“It is easy enough for an agent of this 
city or that city to say that his prob- 
lems are different and it would be very 
easy for the president or American man- 
ager, individually, or through his organi- 
zation, to grant every request for an in- 
crease in the commission scale but let 
the American agent remember that the 
president or American manager of ev- 
ery insurance company doing business in 
this country holds down his job only so 
long as he shows a profitable administra- 
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tion. Stockholders do not retain poor 
executives in insurance companies or jn 
any other enterprise. There is not 
single insurance company executive jn 
this country who is not likely to lose 
his job overnight if it develops that he 
is not delivering results. 
Companies Have Their Problems 

“Those of us who daily earn our bread 
and butter in the field of production and 
local underwriting must appreciate that 
the executive heads of fire insurance 
companies have their problems, too. The 
lines of least resistance would be to be 
a ‘yes’ man but with fairly well-defined 
loss ratios, with taxes, administration 
expenses, and the multitude of itenis en- 
tering into the cost of stock fire insur- 
ance, those responsible to stockholders 
for profitable administration have no 
easy life,” said Mr. Bruns. 

“The solution of troubles, if there be 
troubles now dividing company organi- 
zations from agency organizations, can 
be solved when both sides understand 
the really intimate problems, one of the 
other. It will be a-glorious day when 
insurance agents are invited by their 
companies into the closest analysis and 
most intimate workings of the compa- 
nies which they represent and the day 
will be brighter, too, when executives of 
stock fire insurance companies can ac- 
tually walk in the shoes of their repre- 
sentative agents. 

“T am, therefore, convinced that the 
‘load will be lighter and the road bright- 
er’ when American insurance agents, no 
matter how large or how smal! their 
agencies, dedicate themselves to the 
problem of greater personal production, 
having thoroughly in mind that the 
greatest lawyer or the greatest surgeon 
in America is not great because of the 
law pleadings made or the operations 
performed on his account by some clerk 
or some assistant. 

“Personal competition offered by the 
qualified agent would quickly annihilate 
the greater part of the army of brokers 
and so would one of the great problems 
of the agent be removed. The best of 
all remedies for our recurrent disrup- 
tions would be for insurance company 
executives to try to be good insurance 
company executives. It is remarkable 
what a change in viewpoints comes when 
we are permitted to stand for a time on 
each side of the fence.” 





LAWES MAY ENTER INSURANCE 


Lewis E. Lawes, warden of Sing Sing 
prison, is planning to enter the general 
insurance business in New York when 
he resigns his position at Ossining. In 
a letter to an insurance executive in 
New York he says: “Within a short time 
I will have completed twenty-five years 
of service in the New York State Pr- 
son Department, which includes approxi- 
mately ten years as warden of Sing Sing 
prison. I am considering the possibility 
of retiring from the service at that time 
and if I do so I plan to conduct a gen- 
eral insurance business with headquat- 
ters in New York City. I have not as 
yet made any definite connections and 
before doing so I shall appreciate any 
proposition your firm may wish to ol 
fer me with regard to rates, commis- 
sions, etc.” 





OKLAHOMA MEETING 

Charles T. Evans, vice-president of the 
Home Fire of Little Rock, Ark., and 
Spencer Welton of New York, president 
of the New York Indemnity (»., ar 
scheduled among the principal s)cakers 
at the annual convention of the Oklaho- 
ma Insurors to be held at Oklahoma 
City, Oct. 16 and 17. 





First National Underwriting gine 
tion, New York City, has been chartere 


at Albany with capital of 300 shares 10” 
par value stock to engage in tle gel 
eral insurance business. Jos: h_ |. 
Stockham, Philip G. Lyons, New York 
City; William Peaty, Brooklyn, are 4 


rectors and subscribers. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice- President 


JANUARY 1ST, 1928, STATEMENTS 








ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 




















ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000, 136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 
ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 
ORGANIZED 1854 
MECHANICS INSURANCE CO. 

| OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 
ORGANIZED 1866 
NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 
ORGANIZED 1871 
SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 
ORGANIZED 1870 
CONCORDIA FIRE INSURANCE CO. 
F MILWAUKEE, WIS. 
$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 





TOTAL PREMIUM RESERVE 


$27,594,166.15  EASTERNDEPARTMENT ——$95 684 495, 78] 


10 Park Place 





Newark, New Jerse 
heen imate “ PACIFIC DEPARTMENT 
e ay _ ‘ CANADIAN DEPARTMENT 60 Sansome Street 
Chicago, Illinois 461-467 Bay Street : . . 
H. A. CLARK, Manager Tareutny Cina San Francisco, California 
Pye MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, 
JAMES SMITH JOHN R. COONEY Managers Managers 
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Prevent Fires On 
The Drafting Board 


BUILDING 





PLAN INSPECTIONS 





National Board Publication Says Best 
Safety Work Can Be Done Before 


a House Is Erected 





3uildings are saved from fire when 
the plans are on the drafting board, says 
“Safeguarding America Against Fire,” 
the monthly publication of the National 
Board of Fire Underwriters in its cur- 
rent issue. Too often, however, this bit 
of wisdom is not remembered until after 
a disastrous fire has occurred. What 
this country needs, perhaps more than 
anything else to aid fire prevention, is 
a concerted effort to educate architects, 
builders and all others connected with 
that industry, as well as the American 
public, to a realization of the necessity 
for construction that will resist fire. 
They must be taught that all buildings, 
from the least expensive to the costliest, 
are worthy of fire-safety. Once this is 
realized and put into practice, the tre- 
mendous scale of fire losses now suffered 
every year will diminish at an encourag- 
ing rate. 

“Steps to achieve this purpose are be- 
ing taken by the National Board of Fire 
Underwriters and other interested or- 
ganizations, says the publication, “but 
there remains undone a gigantic task 
that will take the best efforts of those 
who are giving it their time. It would 
seem that the need for fire-resistive con- 
struction should be apparent to all who 
consider our annual fire loss of a half 
billion dollars and the fact that prop- 
erty destroyed by fire is gone forever 
and we as a nation are so much the 
poorer. Yet the huge waste continues 
year after year. Europe, on the other 
hand, building to resist fire, suffers but 
a comparatively insignificant fire loss. 
This fact is made plain by a comparison 
of New York and London fire records: 

No. of Fires to Loss 
1,000 Population Per Capita 

New York.. 4.08 $3.30 

London .... 94 40 

“Inferior construction is the chief rea- 
son why New York, with four times the 
number of fires per thousand of popula- 
tion, has eight times the per capita loss 
of London, and it is evident that archi- 
tects can render a great service to Am- 
erica by preaching fire prevention—and 
by practicing what they preach when 
drawing up plans for buildings. 

“Again, fire-resistive construction, 
with other factors equal, generally brings 
a considerable’ saving in the premium 
rate for fire insurance. A pamphlet dis- 
tributed by the Kentucky Actuarial Bu- 
reau (Fire) gave several instances where 
the architects, with one exception, ig- 
nored the element of safety, at a severe 
cost to the owner: 

“*The specifications for a $400,000 ho- 
tel building called for standard (light) 
concrete floors, but failed to provide 
for adequate protection of the columns 
and girders, resulting in an additional 
insurance cost on the building of $2,240 
a year. The contractor states that stand- 
ard protection could have been provided 
for a very small increase in cost. 

“Plans were made for a $200,000 of- 
fice building with metal joists on steel 
supports; floor joists to be covered with 
two inches of concrete on expanded 
metal, protected on the underside with 
a ceiling of metal lath and cement plas- 
ter; roof to be constructed in an equiva- 
lent manner; vertical and hozirontal sup- 
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porting members to be protected with 
metal lath and plaster cement. After 
consulting with this office, plans were 
changed to provide for standard protec- 
tion of supporting members at an addi- 
tional cost of $3,500, with a resulting fire 
insurance saving on building and con- 
tents of $1,461 a year. 

“These illustrate but one feature of 
construction influencing the rate of in- 
surance. Perusal of other surveys, tak- 
en at random, reveals many more faults 
in construction and planning for which 
the insured is paying—and dearly, too. 
Several of the more common of these, 
with the resulting effects on the insur- 
ance cost, will serve to emphasize the 
pressing need for more thought toward 
SAFE construction on the part of the 
designer. 

“*S concrete motion picture booth 
was built without provision to carry off 
the flame and smoke from burning films. 
The booth was condemned and the own- 
er put to much expense and loss of rent- 
able space to provide necessary ventila- 
tion.’” 





LION ASSURANCE STARTS 
New California Company Has Capital of 
$200,000 and Surplus of 
$300,000 

Licensing of the newly organized Lion 
Assurance Corporation of Los Angeles 
and the formal launching of the com- 
pany in the State of California was an- 
nounced last week by President I. M. 
Fisher. The company begins operations 
with a capital of $200,000 and a surplus 
of $300,000. While confining its under- 
writing facilities chiefly to fire, the com- 
pany will write some earthquake insur- 
ance, it is stated. Officers of the new 
company, besides President Fisher, in- 
clude G. E. Surgnier, secretary of the 
I. M. Fisher general agency, vice-presi- 
dent, and C. A. Haskins, secrtary and 
treasurer. 

Haskins was formerly a resident of 
Montana and is an old-time friend of 
President Fisher, their acquaintance be- 
ginning when the latter covered the 
Montana field as special agent for the 
Norwich Union fleet. For the past six 
years he has made his home at Los 
Angeles, where he has been identified 
with the organization of financial insti- 
tutions, including banks and building and 
loan associations. The company, accord- 
ing to the announcement, was formed 
without any promotion expenses and 
stock was not offered to the general 
public. 


T. M. SKIVINGTON DEAD 
Thomas M. Skivington, operator of a 
general insurance business at Caledonia, 
N. Y., died in his home there after a 
long illness at the age of 58 years. Mr. 
Skivington resigned as cashier of the 
First National Bank of Caledonia to 
open the agency of which he was head 
at the time of his death. He was a vil- 
lage trustee and village treasurer. His 

widow and seven children survive. 





BRITISH GENERAL AGENTS 

O’Brien & O’Brien, local agents in 
New York, have been appointed metro- 
politan and suburban agents of the Brit- 
ish General, a member of the Commer- 
cial Union fleet. 





PRUDENTIAL FIRE AGENTS 

Since being launched in the insurance 
world on July 1, 1928, the Prudential 
Fire has planted fifty agencies in the 
better towns and cities of Oklahoma, ac- 
cording to T. E. Braniff, president. 


Missouri Agents 
In Annual Meeting 


T. S. RIDGE, JR.. NEW PRESIDENT 





Convention at St. Louis Backs National 
Board Advertising Campaign in 
Four States 





T. S. Ridge, Jr., of Kansas City, Mo., 
was elected president of the Missouri 
Association of Insurance Agents at the 
closing session of the twenty-ninth an- 
nual meeting of that organization at 
Hotel Statler, St. Louis, on Friday, Sep- 
tember 14. He was named for the high 
post without opposition, succeeding B. J. 
Fradenburg’ of Kansas City, who had 
served as president for two terms. 

Other officers elected are: First vice- 
president, John R. Harkins of St. Louis, 
Mo.; second vice-president, P. K. Weis, 
Moberly, Mo., and third vice-president, 
L. W. Garlick, St. Joseph, Mo. 

Kegional vice-presidents: W. A. Shel- 
ton, Unionville; C. P. Allen, Trenton; 
Sam Sprecher, Sedalia; Walter Bernard, 
Caruthersville; Robert M. Clayton, Han- 
nibal; H. M. Wassweiler, Springfield, 
and U. L. Jones, Piedmont. 

Secretary-treasurer, James B. Wallace, 
Kansas City. Chairman legislative com- 
mittee, Carl S. Lawton, St. Louis, Mo. 

The meeting was most harmonious, 
passing into history without the least 
sign of conflict or friction anywhere. The 
program for the meeting proved fruitful, 
outstanding features being the address 
by J. A. Giberson of Alton, Ill.; Daniel 
J. O’Keeffe of Fort Wayne, Ind., and H. 
D. Condie, president of the Condie- 
Bray Glass Company of St. Louis, who 
gave his views of insurance as a buyer 
of such protection. 

The report of the Committee of Reso- 
lutions which was passed placed the or- 
ganization on record as supporting the 
National Association in every particular. 
This report follows: 

“We wish again to emphasize that the 
insurance business of this state appears 
to be growing more satisfactory, due to 
the association’s influence and_ the 
growth of the local associations. One of 
the most noticeable indications of this 
is the increased membership in the as- 
sociation in the past year as shown by 
the report of the secretary. 

“We also endorse the National Board’s 
advertising campaign and would urge 
each member of the association, especial- 


ly the local agents, to give their earnest 
support and work along the lines that 
will make it most beneficial to all.” 





TO USE 322 DAILIES 


Three hundred and twenty-two daily 
newspapers will be used by the National 
Board of Fire Underwriters in its sey. 
en-month advertising campaign in Mis. 
souri, Ohio, Pennsylvania and Virginia 
it is announced by Gale & Pietsch, who 
are advertising agents for the National 
Board. 


COURTESY 


(From an Agent’s Letter) 


“There is a personal touch 
about the Agricultural -- 
an individual interest e- 
vinced -- on the part of 
everyone connected with 
it fromthe Presidentdown 
to the office boy. There 
is a consideration shown 
for the ‘other fellow’s’ 


point of view, and a con- 
sistent courtesy in hand- 
ling business matters, that 
induces a real family feel- 
ing among its representa- 
tives.” 
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IND and matter are 
sustaining forces in 
the steady advance of pro- 
gress. In the perpetuation 
of leadership and moral in- 
tegrity the service of the 
university is outstanding. 
Preservation of the ma- 
terial aspects of business 
depends upon the facilities 
of that extraordinary power 
| —insurance. 














INSURANCE Underwood & Underwood PRINCETON UNIVERSITY 
COMPANY 


UMITED. 





INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 


ATLANTA, GA. CHICAGO, ILL. 
Milton Dargan, Manager Elwin W. Law, Manager 
NEW YORK BOSTON, MASS. SAN FRANCISCO, CAL. 
William Mackintosh, Manager Field & Cowles, Managers H. R. Burke, Manager 
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Tells of Folly Of 
Carrying Own Risk 


OBVIOUS DANGERS ARE CITED 





Fire Prevention Year Book Warns 
Municipal Authorities of Building 
Own Insurance Fund 

A warning to municipal authorities 
against the dangers and folly of cities 
trying to carry their own insurance on 
public buildings is one of several articles 
in the 1928 “Fire Prevention Year Book,” 
issued by the “Baltimore Underwriter,” 
that are of special interest to fire insur- 
ance executives and agents. 

“The Folly of Municipal Insurance” is 
the title of the article and the author, 
an authority on fire insurance, prefers 
to have his name withheld, which, how- 
ever, does not in any way lessen his 
logical arguments against self-insuring. 

“When cities,” he says, “attempt to 
build up a reserve, called a municipal 
insurance fund, thereby — eliminating 
sound insurance, usually they do not 
understand the danger of such a move. 
In theory such a fund offers many at- 
tractive possibilities, but in practice it 
has proved a disastrous failure. 

“The city of Montreal had a munici- 
pal insurance fund which had reached 
the total of $200,000. Its public build- 
ings were widely separated and there 
was little danger of fire spreading from 
one building to another, and yet the city 
was suddenly faced with three large 
losses: Montreal City Hall, $1,500,000; 
Montreal Incinerator Plant, $130,000; 
Bonsecours Market, $30,000; the total 
being $1,660,000 with only $200,000 to 
meet the losses. The money originally 
expended to erect these buildings came 
from the pockets of the taxpayers. Upon 
the failure of the municipal fund to 
to make up the losses, it again becomes 
necessary for the citizens to dig down 
in their pockets and pay another tax 
assessment to restore the necessary 
buildings (their former investment). 

“One difficulty which faces the pro- 
motors of municipal insurance is that 
the building units of a city represent 
large individual values, and if a fund 
cannot be created to take care of a total 
loss on the most valuable of these units, 
then the fund can only face failure; if 
a fund of sufficient size to take care of 
one disastrous year is created, it is 
quite within the bounds of probability 
that one or more buildings may burn 
the second year and create a serious 
deficit in the fund.” 








AGENTS TO DRAW DRAFTS 

The board of directors of the Ex- 
celsior Insurance Co. of Syracuse on 
Monday voted to extend to the stock- 
holder-agents of the company authority 
to draw drafts in payment of losses, the 
limit to be fixed by the executive com- 
mittee. General Manager Robert C. 
Hosmer suggested this step. He _ be- 
lieves that the agents who are _ stock- 
holders are interested in the welfare of 
the company and can be entrusted with 
this authority. This freedom of action 
will hasten the settlement of small losses 
and bring satisfaction to assureds. 








CORRECTION 

In last week’s issue of The Eastern 
Underwriter there appeared an item en- 
titled “Turkish Restrictions” in which it 
was said that the deposit requirements 
in Turkey for fire companies was 75,000 
lire. This is wrong in that the story 
should have read 75,000 Turkish pounds. 
The pound is worth about fifty cents, 
whereas the lire is valued at a little 
above five cents. 





Hurwitz Plan, Inc., Bronx, general in- 
surance agency, has been chartered at 
Albany with 3,000 shares preferred stock 
$10 par value and 500 shares non par 
value stock. N. Hurwitz, Anna Hurwitz, 
David Gorlin, Louis Gischner, New York 
City, are directors and subscribers. 


JOSEPH M. BIGGERT RETIRES 





Veteran Adjuster of Aetna Fire Has 
Been with Company Over 25 Years; 
Placed on Reserve Force 


The Actna (Fire) of Hartford an- 
nounces the retirement of Adjuster Jos- 
eph M. Biggert, of New York City, ef- 
fective October 1, after more than twen- 
ty-five years of splendid service. It is 
at Mr. Biggert’s request that the com- 
pany has retired him to the reserve 
force at this time. Mr. Biggert joined 
the company in January, 1903, and for a 
time served as special agent for eastern 
Pennsylvania, Maryland and the District 
of Columbia, succeeding Dr. C. J. Irvin 
who was called to the home office as 
one of the assistant secretaries. He was 
transferred to’. New York City as spe- 
cial agent, and later made state agent, 
in the suburban New York, Long Island 
and northern New Jersey field. The pre- 
mium income increased to such an ex- 
tent that it became necessary to ap- 
point a special Aetna loss adjuster for 
New York City and vicinity to care for 
the company’s increasingly important in- 
terests. Mr. Biggert was chosen. When 
the World Fire & Marine became one 
of the Aetna group, Mr. Biggert was ap- 
pointed to a similar position. 

Prior to coming to the Aetna, Mr. 
Biggert had earned a wide experience 
in insurance work, as assistant manager 
of the Western and British America in 
New York, covering territory of New 
York, Pennsylvania and New Jersey; 
and secretary of the British America of 
New York. The host of friends that Mr. 
Biggert has made while representing the 
company, will miss their daily contact 
with him and will join with the officials 
in wishing him years of continued health 
and happiness. 





L. & L. & G. TEXAS CHANGES 





Farm Agents to Report to Chicago In- 
stead of New York; F. S. Dauwalter 
Placed in Charge 


Texas farm agents of the Liverpool & 
London & Globe and the Star, hereto- 
fore reporting their business to New 
York, are being advised by circular 
from United States Manager Harold 
Warner that effective October 1 all 
farm writings will be under the super- 
vision of a specializing farm department 
of the company at Chicago, with F. S. 
Dauwalter as superintendent. 

Mr. Warner is also announcing the 
appointment of Farm State Agent T. F. 
Latta, formerly assistant superintendent 
of the Farm Department of the Aetna at 
Atlanta, prior to which he occupied a 
position as farm special agent in Texas. 
He is well known to. many representa- 
tives of the Liverpool and the Star. W. 
O. Edington has been appointed farm 
special agent for Texas, and these rep- 
resentatives of the farm department will 
co-operate closely with the other field 
representatives in that state. The office 
address of Mr. Latta and Mr. Edington 
is Allen building, Dallas, Texas. 

Special Agent J. M. Walker has re- 
signed in order to re-engage in the local 
business at Houston, Miss. 

Agents are being instructed that on 
and after October 1, 1928, all applica- 
tions, remittances for accounts and note 
payments, requisitions for supplies, and 
reports of losses, are to be sent to the 
company at Chicago. 





REPUBLIC FIRE EARNINGS 


The Republic Fire for the six months 
ended June 30 reports a profit of $145,- 
686, after payment of dividends. Of this 
amount $100,000 was transferred to a 
special fund designated as a voluntary 
reserve for contingencies, while the bal- 
ance was transferred to surplus. Profits 
were equal to $2.63 a share on 61,000 
shares of stock outstanding. The state- 
ment which gives effect to an increase 
in capital and surplus during the period 
shows surplus to’ policvholders of $1,- 
525,396, assets of $2,489,293 and _liabili- 
ties of $963,898. 
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Specialists in the Securities of the 


FIRE INSURANCE COMPANIES 


under the management of 


CORROON & REYNOLDS, INC. 





We recommend for investment and price 
enhancement the stocks of this progressive 
group of companies at present market levels: 


American Equitable Assurance Company 
of NEW YORK 
Capital - $2,000,000 





Brooklyn Fire Insurance Company 
Capital - $1,000,000 





Bronx Fire Insurance Company 
of the CITY OF NEW YORK 
Capital — $1,000,000 





Knickerbocker Insurance Company 
of NEW YORK 
Capital - $1,000,000 





Merchants & Manufacturers Fire Insurance Company 
of NEWARK (1849) 
Capital — $1,000,000 





New York Fire Insurance Company (1832) 
Capital — $1,000,000 





Sylvania Insurance Company, 
PHILADELPHIA, PA. 
Capital — $1,500,000 





Republic Fire Insurance Company, 
PITTSBURGH, PA. (1871) 
Capital — $600,000 





BOUGHT—SOLD—QUOTED 


Information and Circulars Upon Request 


AMERICAN INSURANSTOCKS CORPORATION 
W. WALLACE LYON, President 


51 East 42d Street New York 
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The Will To Serve 


You prefer to trade at some stores rather than others because you get better 
service. Other stores may have equal grades of merchandise and equal facili- 
ties for service, but somehow they lack the will to serve you. 


Results in insurance sales are obtained from this will to serve. The most success- 





ful insurance companies know from experience that one of the greatest values 
they can deliver is the willingness to render extra service to their local agents. 
We do not limit our service to the mere mechanics of the insurance business, 
but extend it to include the problems that our representatives pass on to us. 
One expression of our will to serve is our monthly business-building magazine, 
The ACCELERATOR, mailed free to every one of our agpiiaie Their voluntary 
settameselle as to its worth have convinced us that our willingness to give them 
‘anaeaatal help has a in increased business for them and for ourselves. 

For a sample copy of The ACCELERATOR write to our Advertising Depart- 


ment now. 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
wi 87 KILBY STREET, BOSTON, MASSACHUSETTS 
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Michigan To Seek 
Qualification Law 


AGENTS’ ASS’N. CONVENTION 





Commissioner Livingston Advocates-Get- 
ting Rid of the Unfit; President 
Winter Re-elected 





Reiteration and elaboration of his 
stand in favor of an agency qualifica- 
tions law in Michigan marked the ad- 
dress of Commissioner Charles D. Liv- 
ingston who was one of the chief speak- 
ers at the annual convention at Mus- 
kegon last week of the Michigan ~Asso- 
ciation of Insurance Agents. 

The convention was attended by more 
than 300 insurance men and was, with- 
out doubt, the best meeting of its kind 
ever held in the state. Ideal weather 
occasioned partly by the unusually early 
dates set for the convention this year 
and the summer resort attractions of 
Muskegon aided in bringing out the rec- 
ord attendance, it is believed. 

A written examination for every ap- 
plicant for an agent’s license was advo- 
cated by the commissioner in his talk 
and the proposal was given the formal 
approval of the association when the 
agents with practical unanimity voted to 
support the commissioner in any at- 
tempts he might make to obtain: legis- 
lation looking toward this end. Mr. Liv- 
ingston said that the calibre of the aver- 
age agent is not as high as it once was 
because of the influx into the business 
of hundreds who know nothing of in- 
surance but who covet the commissions 
paid to agents and try, through obtain- 
ing licenses, to obtain some “easy 
money” or strive to save the commis- 
sion for their bosses, themselves, or 
their relatives when insuring their hold- 
ings. 

‘The commissioner admitted that there 
are many agents who are admirably 
qualified and who know more about in- 
surance than there was to be known a 
score or more of years ago. But these 
men, who are mainly of the high type 
which go to make up the various state 
associations, could easily pass the tests 
while the ignorant and incompetent 
would be deprived of the now almost 
unlimited privilege of handling a spe- 
cialized job. The commissioner pointed 
that the state requires an examination 
for barbers but allows an _ insurance 
agent with no knowledge of his business 
to write unlimited amounts of insurance. 
Ninety-nine per cent of all complaints 
filed with the department, he said, are 
the result of the dishonesty or ignor- 
ance of incompetent agents. 


Plea From the Public 


Lee M. Hutchins, president of Hazel- 
tine & Perkins Drug Co. of Grand 
Rapids, and principal speaker at the ban- 
quet which featured the convention, ad- 
vocated, from the standpoint of the av- 
erage business man, greater education 
of the public in the proper use of in- 
surance and its manifold benefits. “The 
insurance buyer makes the rates and 
pays the losses,” he said. “There is too 
great indifference on the part of the 
public with regard to insurance and the 
prevention of losses. Educate the pub- 
lic and insurance rates will be reduced. 
It is the duty of the agents to accom- 


plish this task for themselves and their, 


companies.” 

James Victor Barry, vice-president of 
the Metropolitan Life and a former 
Michigan commissioner, acted as toast- 
master at the banquet. President W. 
Eugene Harrington of the National As- 
sociation, spoke both at the afternoon 
and evening session, emphasizing in 
each talk, the use of better business 
methods by agents in accordance with 
the five-year program of the association. 

Other banquet speakers included: 
(,eorge Sedgewick, general manager of 
the Great American; Emerson J. Scho- 
field, vice-president of the Standard Ac- 
cident; B. V. Legg, state agent of the 
Liverpool & London & Globe; G. Leo 


Weadock, vice-president of the State 
Association, and Clyde B. Smith, Lan- 
sing, member of the National Associa- 
tion executive committee. 

President Fred L. Winter’s efforts in 
behalf of the association were given sig- 
nal recognition by the agents when they 
re-elected him to his post. Mr. Win- 
ter is a prominent Muskegon agent. Mr. 
Weadock, Saginaw, and J. L. Van- 
Wagoner, Pontiac, were also re-elected 
vice-president and treasurer, respective- 
ly. Port Huron was selected as the con- 
vention city for 1929. Resolutions com- 
mended Governor Fred W. Green for his 
appointment of Commissioner Living- 
ston and_the state administration’s gen- 
erally satisfactory attitude .toward the 
business. 





WINDSTORM LOSS REPORTS 





Underwriters of American Companies 
Escape Porto Rican Loss; Await 
Claims From West Palm Beach 


Windstorm underwriters are awaiting 
news on losses from the Florida and 
Porto Rico hurricane but as yet have 
received nothing alarming. The full 
force of the hurricane struck Porto Rico 
but there is little tornado insurance writ- 
ten in American companies on property 
located there. The majority of the heavy 
insurance on that island on the sugar, 
coffee and tobacco crops has been placed 
with Lloyd’s of London and with other 
3ritish insurance companies, the aggre- 
gate being estimated at about $15,000,000. 

In Florida, West Palm Beach has been 
badly damaged and the loss in that sec- 
tion of Florida will run into millions ot 
dollars. But only a small percentage of 
this will fall upon the insurance compa- 
nies, as there was heavy damage to 
household contents which are generally 
not as fully insured as buildings them- 
selves. Palm Beach escaped the worst 
of the storm and it is in that city that 
immense wealth is concentrated. 





KENTUCKY INSURANCE DAY 

Kentucky Insurance Day was celebrat- 
ed last Wednesday for the first time, and 
proved so successful that there is no 
doubt but what it will be continued as 
an annual affair. This movement was 
started back in May, when Shelton M. 
Saufley, Insurance Commissioner of Ken- 
tucky, started agitation for a Kentucky 
Insurance Federation and for a Kentucky 
Insurance Day, and from the start was 
backed by the Kentucky Association of 
Insurance Agents, the Louisville Board 
of Fire Underwriters, the Louisville Life 
Underwriters Association, plus the cas- 
ualty, surety and other divisions. To Mr. 
Saufley and Leo Thiemann, secretary of 
the Louisville Board, much credit is due 
for untiring efforts in arranging the pro- 
gram. 





REPUBLIC FIRE STOCK 

The board of directors of the Repub- 
lic Fire at a special meeting held at its 
office in Pittsburgh, unanimously adopt- 
ed a resolution providing that stockhold- 
ers of record of September 28 be given 
the right to subscribe for one share of 
stock for each three shares held on that 
date at $30 per share. The rights will 
expire on December 20, 1928. Last March 
the stockholders voted to increase the 
authorized capital from $300,000, consist- 
ing of 6,000 shares of a par value of $50 
each, to $1,000,000, consisting of 100,000 
shares of a par value of $10 each, and 
after the paid up capital was increased 
from $300,000 to $600,000 at $30 a share, 
adding $600,000 to surplus. 





AGENT COMMITS SUICIDE 

Suicide last week of Claude E. Burns, 
forty-eight, of the Smith-Burns agency 
with offices in the Detroit Savings Bank 
building, Detroit, came as a shock to 
his acquaintances in the business. Burns’ 
body was found in the basement of his 
apartment by the chauffeur. He had 
shot himself through the head. Mrs. 
Burns said he had been depressed by 
financial worries. He leaves, besides the 
widow, three children. 


NEW INVESTMENT TRUST 





Harry C. Thompson, President of Jeffer- 
son Fire, to Head New Buffalo 
Organization 

A new investment trust is being 
formed in Buffalo, N. Y., by financiers 
and insurance men who are associated, 
for the most part, with the Insuranshares 
Corporation and the Sterline Securities 
Corporation. The new concern will be 
known as the American Alliance Invest- 
ing Corporation. Harry C. Thompson, 
formerly comptroller of The Prudential 
of Newark and now president of the 
Jefferson Fire will be the president of 
the new company. Joseph C. Braelow, 
president of the Harrison National Bank, 
will be vice-president and treasurer. 

Among the directors will be Horace 
L. Mann, president of the Utilities Mu- 
tual Insurance Co.; Edward H. Letch- 
worth, general counsel of the Marine 
Trust Co.; Alfred H. Schoellkopf, J. F. 
Schoellkopf and other Buffalo and New 
York capitalists. Plans for the forma- 
tion of the new trust were announced 
at a luncheon in the Buffalo Athletic 
Club at which more than one hundred 
business men and financiers were pres- 
ent. 





N. Y. C. FIRE LOSSES DOWN 

For the first eight months of this year 
the fire record of New York City shows 
a reduction over 1927 of nearly 20% 
which is gratifying to all insurance com- 
pany executives, according to figures of 
the committee on losses and adjustments 
of the New York Board of Fire Under- 
writers. While the number of losses de- 
creased only from 3,716 to 3,690 the in- 
curred losses in this period were re- 
duced from $10,134,914 in 1927 to $8,185,- 
648. These losses constitute about two- 
thirds of all the losses in the area cov- 
ered. 





SOUTH JERSEY MEETING 

The South Jersey Field Club met Mon- 
day at the Walt Whitman Hotel at 
Camden. Several important subjects 
were discussed. The resignation was ac- 
cepted of Secretary Herbert G. Guempel 
of the American of Newark, who has 
been transferred to northern New Jer- 
sey. James M. Beatty of the Fire As- 
sociation of Philadelphia was elected sec- 
retary to succeed him and James E. 
Bentley of the Public Fire was elected 
treasurer. The next meeting will be held 
at the Walt Whitman Hotel on October 
15 at noon. 





ILLINOIS AGENTS MEETING 

The Illinois Association of Insurance 
Agents will hold its annual convention 
at the Hotel Leland, Springfield, Ill, on 
November 1 and 2. J. M. Newburger 
is president of the association and Shir- 
ley E. Moisant secretary. 
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FRANK L. BROKAW & C0. 


Incorporated 
Frank L. Brokaw 
Howard C. Hill Stockton 


149 BROADWAY, NEW 
Hanover 1176 
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HOME OFFICE 
Hanover Building, 
34 Pine St., 
New York City 


Howie, Jarvis & Wright, Inc. 


General Agents 


Metropolitan District 
99 John Street, New York 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 

















O. J. PRIOR, President 
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INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 
W. M. CROZER, Secretary 
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THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
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CAR & GENERAL INS. CORP., Ltd. 
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Asks Agents’ Aid 
In Publicity Drive 


ELLIS ON NAT’L BOARD PLAN 





Says Public Is Eager to Know the Prin- 
ciples of All Kinds of Business; 
Ads in Newspapers. ¢: 





W. Warren Ellis, assistant, :to the 
manager of the National Board of Fire 
Underwriters, said that the people of the 
country are not only willing but eager 
to know the principles of all kinds of 
business in the course of a talk on pub- 
lic relations which he delivered last week 
before the convention of the Missouri 
Association of Local Agents at St: Louis. 
He outlined the test campaign of the 
National Board to educate the public 
through daily newspaper advertising, 
Missouri being one of the states in which 
this educational publicity will appear in 
the newspapers. ; 

“It is the privilege of the National 
Board,” Mr. Ellis said, “to offer the pub- 
lic a series of informing messages on 
the vitally important business of stock 
fire insurance. The National Board has 
been explaining stock fire insurance to 
the public for years and has: reached 
and interested many in our business. 
With this as a working basis it is only 
a small step to the use of paid space in 
newspapers to carry educational mes- 
sages. By its use at. weekly intervals it 
is believed that brief, yet comprehensive, 
messages will bring about a more com- 
plete understanding of some of the gen- 
eral details of our business. 


Missouri One of Selected States 

“Missouri is one of four states which 
have been selected in a test campaign. 
Each one is near an insurance center, 
thus enabling the progress of the plan 
to be easily followed. 

“The size of the space to be used and 
a few other details will be worked out 
in the next few weeks, and it is hoped 
that the first piece of copy will appear 
during the first week in October and 
regularly thereafter for the next seven 
months. 

“The success of any educational plan 
of this kind must ultimately rest, with 
the representatives of stock fire insur- 
ance who meet the public. 
of our business in printed form can be 
supplemented every day in the week by 
the personal contacts you make in your 
daily work. You, as representatives of 
the stock fire insurance business, can 
portray the benefits and outline the 
sound principles of the business. You 
can encourage the public to cooperate 
with us in reducing the fire waste and 
thus contribute to the economical and 
efficient conduct of the industry.” 





UNION PUBLICITY REPORT 


The report of the committee on. pub- 
licity and education of the (Western) 
Union was presented at Manchester, Vt., 
on Tuesday by W. H. Lininger, chair- 
mau, and emphasized the increasing co- 
operation which is being secured from 
chambers of commerce and state and na- 
tional commercial organizations. The 
cominittee is co-operating with the com- 
mitice on public relations and educa- 
tion of the National Association of In- 
surance Agents, and is supplying mate- 
tial for the monthly bulletins it is send- 
ing to its list of key men. Material has 
also been furnished for distribution -at 
the fire prevention booths at a number 
of the state fairs and home building ex- 
Positions. Over 800,000 pieces of litera- 
ture have been distributed in the last 
five months, and a revised catalogue of 


the committee’s publications has: been 
Isst -, 





BRONX FIRE IN MASS. 
_ The Bronx Fire of New York has been 
licensed to write fire insurance in Mas- 
sachusetts and has appointed R. S. Hoc- 
man & Co, agents for Boston and the 
Metropolitan district. 


Explanations / 


LICENSING ADJUSTERS 





Canadian Commissioner Would Prohibit 
Local Agents Acting as Adjusters; 
Creates Embarrassing Position 


Reporting to the convention of the 
Association of Superintendents of In- 
surance of the Provinces of Canada at 
Regina this week on the licensing of fire 
adjusters, Superintendent John P. 
Dougherty of British Columbia said: 

“I have been requested to make a re- 
port on the licensing of insurance ad- 
justers as required by the insurance acts 
of the Province of Canada, Alberta, 
British Columbia, Ontario and Saskatch- 
ewan are the only provinces which deal 
with this subject. 

“In British Columbia licensed agents 


are allowed to act as adjusters for losses 
on risks for the insurers they represent, 
and I would recommend that 
should limit their agents in adjusting 
losses to the short form of proof not to 
exceed $150, or better still, prohibit their 
agents from being placed in the embar- 
rassing position of acting as mediator 
between the insurer and the 
While the adjustment fee to an inde- 
pendent adjuster might be greater than 
that to the agent an embarrassing situa- 
tion is thus avoided. In Ontario the De- 
partment has raised the question of the 
report of an insurance agent to hold. an 
adjuster’s license and vice versa. It is 
recommended that the several questions 
of policy involved in requiring adjusters 
to be licensed should be considered by 
our association. 


insurers, 


insured. 


WOOD SHINGLE ROOF DATA 

The Sanborn Map Co., makers of the 
town and city topographical maps which 
indicate the character of building con- 
struction and serve as a guide to under- 
writers and fire prevention engineers in 
estimating fire hazards of these commu- 
nities, have just added a valuable fea- 
ture to their sérvice. Henceforth their 
surveyors in visiting cities for map re- 
visions will check up the current status 
of ordinances controlling the use of 
flammable roof coverings and_ bulletin 
the same in their town reports. 





Harold Lee & Co., Inc, New York 
City, has been chartered at Albany with 
capital of 200 shares non par value stock 
to engage in the general insurance busi- 
ness. Samuel Kosman, Samuel R. Reis, 
Jerome G. Rosenhaus, New York City, 
are directors and subscribers. 














FIRE, AUTOMOBILE 
AND MARINE 
INSURANCE 





Ly 


Fireman’s Fund Insurance Company 





The Fireman's Fund, Home Fire and Marine and Occidental Insurance Company are good companies to represent, 


On June 28, 1914 an Austrian Archduke 
and his wife were assassinated in the 
streets of an obscure Servian town. Following a month 
of excitement and abortive attempts by European rulers 
to avoid a general conflict, Austria declared war against 
Servia on July 28 and all of Europe rushed to arms. 
Eventually there were twenty-three nations arrayed 
against Germany, Austria, Bulgaria and Turkey. 


When the United States entered the war in 
April, 1917, the Fireman’s Fund organization 
gave its best efforts to its country—as did all 
good citizens. Liberty loan drives and other 
patriotic endeavors were loyally supported 
and a large number of its employees and agents 
served over seas—and some did not return. 


SAN FRANCISCO 
CHICAGO NEW YORK 
BOSTON ATLANTA 
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Revised Rent Insurance Forms 


The chief feature of the revised rent 
insurance forms adopted last week by 
the New York Fire Insurance Exchange 
will be the incorporation of a “rented 
or vacant form” which allows the insur- 
zmce to cover the rental value of the 
unrented as well as the rented portions 
of the building and includes a coinsur- 
ance feature under such conditions. In 
the regular rent insurance clause the 
provision has been made that the cover 
may include the entire period of recon- 
struction even if it takes more than one 
year. The “rented or vacant form,” 
which is the new feature, reads as fol- 
lows, and will be at the building rate: 

“The term rental value, wherever used 
in contract, shall mean the determined 
rental less such charges and expenses 
as do not necessarily continue. 

“It is hereby provided that if said 
premises or any part thereof, whether 
rented at the time or not, shall be ren- 
dered untenantable by fire or lightning 
occurring during the continuance of this 
policy, this company shall thereupon be- 
come liable for the rental value of such 
untenantable portions. Loss or damage 
by lightning, until such time as_ the 
building could, with reasonable  dili- 
gence and dispatch, be rendered again 


tenantable, although the period may ex- 
tend beyond the termination of this 
policy. 

“If the insured occupies any portion 
of said building, a fair rental value of 
the portion so occupied shall be con- 
sidered as a part of the rental value 
insured. 

“In event of a disagreement as to the 
time required to restore the premises 
to the same tenantable condition as be- 
fore the fire or damage by lightning, or 
as to the rental value of premises oc- 
cupied by the insured, the same shall 
be determined by appraisement or ref- 
erence in the manner provided in the 
printed conditions of this policy. 

“In consideration of the rate at which 
this policy is written, it is agreed that 
this company shall not be liable under 
this policy, for a greater proportion of 
any loss that may occur than the sum 
hereby insured bears to the rental value 
of the whole of said premises per annum. 
Total liability under this policy for any 
loss shall not exceed the sum insured 
by this policy, nor this company’s pro 
rata proportion of all insurance on rental 
value, whether other insurance covers 
against loss caused by lightning or not. 

“Other insurance permitted without 
notice until required.” 








BAKER ON RATING LAWS 


Kansas Insurance Commissioner Gives 
His Philosophy in Talk to Canadian 
Commissioners 
Insurance Commissioner William R. 
Baker of Kansas gave a talk on the 
Kansas fire insurance rating law this 
week at Regina, Canada,-before the an- 
nual convention of the Association of 
Superintendents of Insurance of the 
Province of Canada. He traced the his- 
tory of the present litigation but made 
his talk expository rather than argumen- 
tative. In his conclusion he gave in 
brief his philosophy of rate regulation. 

It follows: 

“What the final outcome of the Kan- 
sas rate litigation, and the similar liti- 
gation in Missouri, may be, I am in no 
position to say. What effect upon the 
business will follow a final determination 
of the rate order in favor of the state 
can be ascertained only when that deter- 
mination is had. If it be disastrous, as 
some insist; if it should throw ‘the busi- 
ness into turmoil it is to be regretted. 
The state, in-its effort to regulate rates, 
must realize the dependency of its citi- 
zens upon the indemnity afforded by the 
fire companies. 

“I believe that regulation of fire rates 
by government is proper and is essential 
to the public interest. If rates are to 
be determined by competition, then the 
law of the ‘survial of the fittest’ must 
apply and in that struggle the smaller, 
younger, less efficiently managed car- 
riers must fail and in their failure oc- 
casion loss to the public. And yet state 
regulation must of necessity be reason- 
able and sensible... The carriers are en- 
titled to the fullest consideration of their 
rights. A fair, impartial administration 
of a statute similar to the Kansas rating 
law need not violate those rights. An 
administration arbitrary, autocratic, 
hedged by political consideration can do 
irreparable harm. Differences of opin- 
ion can exist without precipitating a 
cataclysm and I believe that the final 
solution of the problems that have arisen 
as a result of the wholesale application 
of the statute to fire rates in Kansas will 
preserve to the public their full measure 
of protection as against excessive 
charges and to the companies assurance 
of reasonable and adequate rates.” 


Canadian Regulation 


(Continued from Page 20) 


This means that reserves will have to be 
closely checked accordingly. 


“In conclusion, co-operation not only 
among the various departments, but also 
with the insurers is necessary if we are 
to give the best possible service. This 
conference serves this purpo8e admir- 
ably, in that legislation or rulings of im- 
portance are not adopted unless dis- 
cussed in advance. The Superintend- 
ents in Canada are appointed for an in 
definite period, and as time goes on there 
is a natural tendency to consider one’s 
own opinion infallible in the absence ot 
any discussion. Such a superintendent 
is a menace to the business as the in- 
surers are in no position to overcome 
his intluence in regard to what he con- 
siders is in the best interests of the 
buziness whether such is actually the 
case or not. The opportunity to mect 
all the best authorities at these meet- 
ings and the incorporation of their ad- 
vice in our proceedings is our best guar- 
antee for the future of provincial super- 
vision in Canada.” 





BUFFALO AGENCY MOVES 

The Howard Winship general insur- 
ance business, which was established in 
1858 by Aaron Winship, father of How- 
ard Winship, present head of the busi- 
ness, at Buffalo, will move this week 
from 11 North Division street where it 
has been for the past twenty years to 


423 Brisbane Building. 





91 YEAR OLD AGENT DIES 


Lyman Bennett, oldest resident of 
Ripley, N. Y., and proprietor of a gen- 
eral insurance business there up until 
the time of his death, died in his ninety- 
first vear following an illness due to in- 
firmities of old age. Mr. Bennett had 
served for thirty-five years as a town su- 
pervisor and justice of the peace. 





CALIF. AGENTS’ MEETING 


Plans for the annual convention of the 
California Association of Insurance 
Agents, to be held at Bakersfield No- 
vember 8, 9 and 10, were brought into 
tangible form at a meeting held at that 
city during the past week of the leading 
Bakersfield local agents and Vice-Presi- 
dent N. B. Sweet and Secretary P. S. 
W. Ramsden of the California associa- 
tion. 


DAMAGE to 
PROPERTY 
by AIRCRAFT 
a GROWING 
MENACE 
We Issue Policies 


Against 
Such Loss 








NORTHERN 


ASSURANCE COMPANY LIMITED 
OF LONDON 


80 JOHN STREET, 


NEW YORK 








Sep 











Seprember 21, 1928 


[ — ne 







, 
UNDERWRITER = 


























Page 32 











DELIVERIES NOW BEING MADE 
OF 
THE SECOND EDITION OF 


‘The Law Relating 


To 
Automobile Insurance 


JOHN SIMPSON 


The first edition of this most valuable work —' The new subjects which have come up since 
was sold out completely. There were hun- the publication of the first edition in 1921— 
dreds of requests for copies after the sell New Warranties and Conditions, such as 
out. ) 


the Safety Device Clauses; Compulsory In- 


The second edition has now been received 
from the printer. It is the ONLY 
text book on motor car insurance law. It 
treats the subject completely and has been 
approved by many leading legal authorities. 
This second edition is three times as large 


surance; Confiscation Insurance, ete., are 
fully treated. 


No insurance library should be without 
this work. No legal department can afford 








to be without ready access to its pages. It 
is invaluable to the law practitioner as an 
authority and reference work. 


as its predecessor and has been brought 
down to date. 


The new edition treats of over three times 
the number of automobile insurance de- 
cisions as the first and contains more than 
three times the amount of text. More than 
1,000 cases are dealt with. 


Underwriters and department heads should 
have this book at their command as an aid 
to answering perplexing legal questions 
which come to them from time to time. 


Adjusters, Brokers, Special Agents and Agents will find The Law 
Relating to Automobile Insurance a most valuable addition to their 
equipment. 


PRICE $8.50 
(Delivered) 


SOLE DISTRIBUTOR 


THE 
EASTERN UNDERWRITER 
COMPANY 


110 FULTON STREET 
NEW YORK 


The Eastern Underwriter Co., 
110 Fulton Street, New York City. 


Gentlemen: 


Please send me copy of the new Second Edition of Simpson 
on THE LAW RELATING TO AUTOMOBILE INSURANCE, 
price $8.50. 
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By BELA DEUTSCH 
In agrarian countries, besides fire in- 
surance, hail insurance is, without doubt, 


the most important of elementary 
branches. In September, the crops of 
the current year having been reaped 
all over Europe and the losses caused 


by hailstorm during summer time being 
estimated almost without exception, ex- 
act data can be had as regards the re- 
sults of hail insurance, displaying wheth- 
er the companies working in this haz- 
ardous line have seen a profit, or a defi- 
cit during the past season. 

The examination of hailstorm damages 
is especially interesting in the present 
year secing that during the whole sum- 
mer an abnormal heat and dryness pre- 
vailed all over the continent, hailstorms 
and tempests occurring only here and 


there. While, however, in other years, 
taking large areas into. consideration, 
hail risk would last from the beginning 
of May till about the middle of Au- 


gust, the last four weeks being the most 
critical, in 1928, through the great heat, 
the corn got ripe at an earlier time, a 
circumstance that made possible an earl- 
icr harvest, too. 

Consequently, the liability of the com- 
panies was shortened just in the most 
dangerous period. Another symptom of 
the exceedingly hot summer, with a view 
to hail insurance, was the fact that all 
the hail occurred during one or 
two days, chicfly at the beginning of 
June, but these were as bad as other 
years witnessed through a succession of 
hailstorms lasting for weeks. The storms 
occurring in the first days of June af- 
flicted the whole of Central Europe, 
which is a quite unusual phenomenon, 
considering that hailstorms generally ap- 
pear in small 


1 
1OSSes 


areas. 
Area of Greatest Hazard 
According to statistics, hailstorms are 


most frequent between the fortieth to 
fiftieth degrees of latitude in Europe. 
This area includes France, the upper 


part of Spain, Germany, Italy, Hungary, 
Yugoslavia, German-Austria, Czechoslo- 
vakia, Roumania, Bulgaria and South 
Russia. 

Thus, the area on which the succes- 
sion states of the late Hapsburg Mon- 
archy are situated and which is dealt 
with in this account, falls in the focus 
of the hailstricken region, this sugges- 
tion being confirmed by the big  hail- 
storms repeated from year to year. As 
a result, however, the volume of business 
and premium income, too, of the insur- 
ance companies are gradually being de- 
veloped. It is plainly shown by the in- 
creasing totals of the insured values 
which figures are given as follows: 


(1 
Hungary 
BONS EIA clo raiioss 2iels.dic ws wb G oieinis 
Roumania 
Yugoslavia 


The figures given here are far from 
approaching the full possibilities of hail 
insurance, for while in Germany, for in- 
stance, 82 to 85% of the cereals is in- 
sured against hail; in Hungary, wheat, 
the principal commodity of the coun- 
try, was insured only to 16%, that is, 


one-fourth of the sown area, whereas 
in respect of other kinds of corn, an 
average of only 11 to 13%; in wine 


growing even the abnormally low per- 
centage of 2% has been reported. These 
figures testify, without doubt, to the fu- 
ture development of hail insurance, par- 
ticularly as the rest of the said coun- 
tries, with, perahps, the exception of 
Czechoslovakia, are still less covered 


the offices operated with a deficit, for 
the stopping of which the so-called 
“franchise” System was introduced with 
most companies, which means that losses 
under 5-8% are free from liability. Not- 
withstanding, the insured -values_ dis- 
played a further rise of 18-20%. In 
1926 and 1927, the loss ratios in Cen- 
tral Europe were more favorable and, 
as a result, the development of business 
was stopped, or, to be precise, the in- 
crease of the volume became slower as 
against the previous years. Germany is 
the sole exception in this regard, for 
here, owing to the heavy losses sustained 
by some companies last year, a big ex- 
tension of hail business can be experi- 
enced. 

The hazardous nature of hail insurance 
requires the utmost care in reinsurance. 
In the different countries, hail insur- 
ance pools have to see that the risks 
are equally distributed among the offices, 
and apart from this, the incomes, the 
risk of which is borne by the companies 
themselves, are properly  reinsured. 
Whether this is by quota contracts, by 
catastrophe reinsurance, or on an excess 
loss basis, it may be stated that the 
hail insurance business of the succession 
states has not been unfavorable to re- 
insurerers for some years past and in 
the current year they may also rely 
upon considerable profits from Central 
European business. 

STURM ON FOREIGN FIRES 
After Trip to Europe America Fore 
Chairman Praises Results of the 
Code Napoleon 
Ernest Sturm, chairman of the board 
of the America Fore Companies, who 
has returned from a trip through the 
British Isles and several of the Conti- 
nental countries, comments upon the no- 
ticeable difference in the number of fires 
here and abroad. Comparatively few 
blazes break out over there and this fact 
has caused Mr. Sturm to wonder at the 

causes. 

“The contrast is so striking,” said Mr. 
Sturm, “that it attracts the immediate 
attention of the traveler. Here in the 
United States we have approximately a 
fire a minute on the average, according 
to the best available records for the 
whole nation, and about one every 
twenty-one minutes in Greater New 
York, based on last year’s reported 
blazes. On the other side of the At- 
lantic, however, fires are the exception 
rather than the rule. I heard of one 
town on the Continent, for example, that 
had been the scene of only one fire in 
a hundred years.” 











1928 1927 
nillion) (million) 
300 220 Pengos 
50 35 Schillings 
R00 650 Leis 
400 280 Dinars 
R00 720 Cz. Crowns 








After commenting on the difference 
in per capita losses and the fact that 
America is largely a frame-built coun- 
try, while European buildings are of 
stone, Mr. Sturm said: 

“The Code of Napoleon which prevails 
in most of the Continental countries is 
also a factor in discouraging careless- 
ness with fire, since the law holds the 
person who causes fire responsible for 
the damage it wreaks upon the building 
he occupies and also that which affects 
adjacent property. The European au- 
thorities do not, look upon the indi- 
vidual who has a fire as one to be con- 
doned with, but as one who should be 
called to account.” 


and Fire Dep’t Exhibits 


The insurance department of the 
Chamber of Commerce of the United 
States yesterday issued its Fire Preven- 
tion Week Bulletin containing sugges- 
tions as to how commercial organiza- 
tions may participate in getting home 
the lesson of fire prevention during this 
important week when public attention 
everywhere is directed to this theme. A 
vital part of this bulletin is the section 
outlining the various activities that may 
be used, including general publicity, 
addresses, clean-up and inspection work, 
school activities and fire department 
demonstrations. An excellent outline for 
fire prevention work in which local 
agents can participate conspicuously is 
given herewith: 

General Activities 


1. Request the mayor to issue a Fire Pre- 
vention Week proclamation, thus lending official 
sanction to the campaign. 

Secure the co-operation of local officials, 
civic bodies, business and trade organizations, 
women’s groups and other bodies. Definite du- 
ties may be assigned to each. 

3. Prepare a local slogan for use during 
the week. This may be based on the main 
activities which are designated as keynotes of 
the campaign. ; 

Arrange a contest between fire districts, 
school districts or other divisions of the city 
for a “No Fire Week.” 


Newspaper Publicity 


1. Request the local papers to run front page 
articles calling attention to Fire Prevention 
Week both before and during the Week. This 
should include printing of proclamation issued 
by the President, governor and mayor. 

2. Encourage the newspapers to make edito- 
rial comment regarding the Week and the main 
points of the local program. 

Furnish the press with news relative to 
the progress of the campaign and request the 
papers to publish a complete account of each 
local fire occurring during the Week, describing 
the lessons to be gained from it. 

4. Secure information and statistics for the 
papers relative to local hazards, injuries and 
deaths, property loss and other pertinent sub- 
jects. 

5. Analyze origin of local fires during the 
year and prepare press stories based on the 
study. 

6. Have prominent local citizens quoted in 
the papers on the value of fire prevention work 
to the city. 


General Publicity 


1. Prepare and distribute: printed posters, 
pamphlets and stickers. This material is some- 
times donated by local printers or publishing 
houses interested in fire prevention. 

2. Request all interested organizations to give 
publicity to Fire Prevention Week in their pub- 
lications and circular letters. Ask them to urge 
members to include the local slogan in all cor- 
respondence written during the Week. 

Urge employers to place posters and other 
advertising material relative to Fire Prevention 
Week on their bulletin boards. Request them 
to print slogans on their pay envelopes and 
bills. 

4. Arrange to present medals to firemen who 
have done the most heroic deeds during the 
past year. 

5. Encourage merchants to prepare suitable 
window displays. It may be advisable to offer 
a prize for the best designed window. 

6. Request merchants to use stickers bearing 
appropriate slogans on sales slips and packages. 

Encourage the street railway and bus com- 
panies to print fire prevention facts or the local 
slogan on transfers issued during the Week. 
Urge the companies to make special displays on 
their cars. 

8. Request hotel and restaurant proprietors 
to display posters and to print the slogan or 
some other suitable message on menu cards. 

9. Request motion picture theaters to adver- 
tise fire prevention by means of slides and, if 
possible, exhibit special fire prevention films. 


10. Ask permission to stencil city streets and 
sidewalks with an appropriate fire prevention 
message. This work may be done by Boy 
Scouts. 

Addresses 


1. Arrange with local radio broadcasting sta- 
tions for fire prevention talks during the Week. 
2. Solicit the support of clergy, suggesting 
the Presidents’ proclamation be read in the 
churches and fire prevention be mentioned in 
the sermons on October 7, the first day of the 
campaign. 

3. Provide speakers for motion picture houses 
and public entertainments. 

Suggest speakers for meetings of service 
clubs, fraternal bodies, women’s clubs, and civic 
organizations. Have each person present indi- 


and furnish speakers for such meetings. 
Clean-up and Inspection Activities 


Designate certain days of the W ck as 
clean-up days, requesting employers and |: diyid. 
ual citizens to co-operate by removing + ubbish 
from their premises. <A _ clean-up com) tition 
between districts or other subdivisions of the 


city may be helpful. 

2. Arrange with proper city officials for the 
prompt removal of all refuse material cv'lected 

3. Arrange for inspection of all public and 
municipal buildings by members of the tre de. 
partment. 

4. Arrange for inspections of mercantile and 
manufacturing establishments either by firemen 
or through self-inspections by the owners 

5. Arrange to have home inspections made 
by school children. Make an analysis of the 
filled-in blanks for follow-up activities. 

6. Utilize the services of Boy Scouts in mak. 
ing an outside inspection of residential districts, 


School Activities 


1. Request the fire department and _ school 
officials to arrange for demonstrations at each 
school, showing the proper method of sending 
in a fire alarm. 

2. Request school officials to arrange special 
fire drills in the schools. 

3. Suggest to school officials that teachers 
be instructed tc set aside a few minutes of 
each day in the Week for special fire preven- 
tion exercises. 

4. Conduct a fire prevention essay contest 
among school children or arrange to have the 
pupils write compositions on the subject as part 
of their classroom work. 

5. Arrange a fire prevention debate for school 
students with appropriate awards. 

6. Encourage the presentation of a fire pre 
vention play or sketch in the schools, such as 
the playlet published by the National Board of 
Fire Underwriters, entitled, “The Trial of Fire.” 

7. Arrange for a fire prevention poster con- 
test among school children. 

8. Organize a boy fire department, providing 
badges. Arramre to have members visit fire 
houses and \“«se a parade in which all members 
can participate. 





PUBLIC FIRE IN VA. AGENCY 


The Public Fire has planted with 
Willis, Johnson & Co. agency at Rich- 
mond, Va. Announcement of the fact 
was made by W. T. Johnson, member 
of the firm, at the meeting of the Rich- 
mond local board last Friday. He made 
the connection following a conference 
with representatives of other compamies 
in his office and the arrangement is said 
to have been satisfactory to them. 
These companies are the Milwaukee Me- 
chanics, First American, Old Colony, and 
the Merchants. Assured that the Pub- 
lic Fire has abandoned its plan of es- 
tablishing brokerage branches, the Rich- 
mond board is no longer interested i 
its activities. Recently it rejected a 
proposal for its members to broker bust- 
ness with a branch which it was plan 
ning to open there. The company will 
pay its agents excess commissions 0! 
preferred business. 





ADJUSTMENT BUREAU CHANGES 


The General Adjustment Bureau has 
made the following changes in Philadel 
phia, eastern Pennsylvania and contigu- 
ous territory in New Jersey and Dele 
ware: G. F. Krumdick, manager at Phil 
adelphia, is in charge of the followms 
field reporting directly to the New York 
office: The City and County of Phil 
delphia, Bucks, Chester, Delaware and 
Montgomery Counties, Pa. souther 
New Jersey and the Wilmington dis- 
trict of Delaware. William E. [lill, dis 
trict superintendent, will have super 
sion of the Allentown, Harrisbur¢ and 
Scranton districts. His headquarters 
will be at the Philadelphia office and he 
will report directly to New Yor! 





EDWARD W. KELLY A SPECIAL 


Edward W. Kelly, manager 0f the 
brokers’ department at the hom offic 
in New York of the Hanover Fire, 1 


been promoted to the position «{ sp 
cial agent for New Jersey and caste 
Pennsylvania, with headquarters «' New 


ark. He has been connected with the 


Hanover for eleven years. 
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MARINE & AUTOMOBILE DEPARTMENT 














Marine Union Will 


Meet In Baden Baden 


SUMMARY OF THE PROGRAM 


Convention in Chieitiin Will Take Up 
Black Sea Grain Tariff and Con- 


current Fire-Marine Policies 


Marine underwriters are now making 
their final preparations with regard to 
the discussions which will be held at 
Baden-Baden next month, at the confer- 
ence of the International Marine Insur- 
ance Union, and it is understood that the 
British delegation will be representative, 
although a larger attendance of the ag 
and file might be desired, especially 1 
view of the fact that the proposed r 
chise agreement which emanates from 
the British market is one of the most 
important items on the agenda. It is 
understood, however, that the claims of 
business are preventing some underwrit- 
ers from attending. The Black Sea and 
Danube grain tariff is certain to be men- 
tioned. Adherence to the Black Sea 
grain tariff by the British market was 
in the nature of a gesture of loyalty to 
the Union, and underwriters have been 
rewarded by an undoubted success, be- 
cause the tariff has been maintained, and 
will almost certainly continue, subject to 
certain minor modifications. yng rapa r 
by the success of this tariff, it is possi- 
ble that this year it may be adapted 
to the requirements of the River Plate 
grain trade. A year ago this question 
was debated, but never reached matur- 
ity. 

One other matter which may possibly 
be discussed at Baden-Baden is the 
question of concurrent fire and marine 
insurances on shore, and the disabilities 
which arise either when both policies 
continue in force, or when both contain 
a clause by which the fire risk is sus- 
pended in the event of any other insur- 
ance against fire having been taken out. 

Inevitably the new hull agreement will 
be discussed at Baden-Baden, and it is 
anticipated that little criticism will be 
raised against its terms. It may-be that 
some of the Continental markets will 
have proposals to put forward, especially 
with regard to the insurance of new 


steamers added to fleets already insured 
at flat rates. 





JAMES D. VAIL RETIRES 
James D. Vail, assistant Western gen- 
cral agent at Chicago of the Hartford 
Fire and affiliated companies, in charge 
of automobile insurance, is retiring from 


active business. He has been with the 
company for more than thirty-three 
years. After October 1.-he will go to 


os \ngeles where he expects to spend 
several months. Mr. Vail is an expert 
automobile underwriter and has been 
Pronvnently identified with the Western 
’ . T . , < 
Autoniobile Underwriters’ Conference. 
Te has been with the Hartford since 
laving served as special agent in 


the Northwest, in the survey depart- 
ment at Chicago, as assistant general 
agen’ in charge of automobile and 


'ransortation lines at the home office 
and his present position in Chicago 
sinc. 1916, 


GEORGE HUNTER DEAD 


(i ree Hunter of Des Moines, who 
Was ice-president of the Hawkeye & 
Des Moines Fire for some time prior to 
tS rcinsurance in the Fireman’s Fund in 
1913, died in a hospital in Des Moines 
last week. He was also formerly owner 
and publisher of the “U nderwriters’ Re- 
“lew of Des Moines, now owned by 


Clifford DePuy. 








Canada Is Seeking 
New Rebating Law 


BAR ASS’N CODE APPROVED 
R. Leighton Foster Tells Commissioners 
American Provisions Would 
Be Enforceable 


Rebating remains a big problem in 
Canada, according to R. Leighton Foster, 
insurance’ superintendent of Ontario, in 
his report as secretary of the Associa- 
tion of Superintendents of Insurance of 
the Provinces of Canada at the annual 
convention at Regina, Sask., this week. 
Mr. Foster, who is well-known to insur- 
ance men in the United States, recom- 
mends that the criminal code of the 
Dominion be revised along the lines ap- 
proved by the American Bar Association 
in its model code for insurance commis- 
sioners. He believes the provision of 
this code would be both effective and 
enforceable. The trouble with the pres- 
ent Dominion law against rebating is the 
inability to enforce it, Mr. Foster said. 

Taking up the far-reaching and 
troublesome question of commission re- 
bating, Mr. Foster said in part: 

“It is doubtful if there is any one pro- 
vision included in more insurance laws 
in the several states and provinces than 
a provision prohibiting rebating. Sec- 
tion 308 of the Criminal Code of Canada 
has been in force for many years. What- 
ever may have been the moral effect of 
the Parliament of Canada having de- 
clared the act of rebating to be a crime, 
there is no doubt that the section has 
been wholly ineffective in so far as the 
record of successful prosecutions there- 
under is concerned. There are some who 
argue that there is or should be no crime 
in rebating, that there is no more rea- 
son why the insurance agent should be 
protected by this kind of legislation than 
grocers, manufacturers or real estate 
agents. Nevertheless the circumstance 
that rebating is prohibited in almost, if 
not all, states of the Union, or wherever 
there is an insurance law in force, may 
be taken as evidence that rebating ap- 
plied to the insurance business is gen- 
erally admitted to be an evil. Certainly 
there i is no doubt that the state or prov- 
ince which enacts and attempts to ad- 
minister an agent’s qualification law can- 
not be wholly successful in so doing 
without the support of a sound enforc- 
ible anti-rebating law. 


Conflicts of Authority 


“The recent investigation by the 
Dominion superintendent of insurance 
into a rebating case in the citv of Mon- 
treal under the authority of Section 74 


of the Insurance Act (Dominion) is an 
excellent example of the infirmity of Sec- 
tion 508 of the Criminal Code. It also 
affords but another example of the un- 
fortunate conflict of jurisdiction between 
Dominion and Provincial authority. The 
Dominion Department of Insurance has 
always surrendered more or less unwill- 
ingly to the several provinces the super- 
vision of insurance agents as represent- 
ed by our agents’ licensing system but 
allows to remain in the criminal code a 
section prohibiting rebating which ties 
the hands of the provinces to supple- 
ment their agents’ licensing laws by a 
sound and enforcible anti-rebating law. 
If there is any phase of insurance legis- 
lation of a more purely local and pro- 
vincial character than that of the super- 
vision and regulation of insurance 
agents, I am not aware of it and yet the 
Dominion Department of Insurance does 
not hesitate to invade this provincial 
field and hold a board of enquiry into an 
individual complaint of rebating in the 
city of Montreal. 

“The administration of justice, apart 
from the business of insurance, is the 
responsibility of the provinces and if the 
Section 508 of the Criminal Code were 
enforcible, the Provincial Superintend- 
ents would have no occasion to quarrel 
with its retention in the criminal code. 
The difficulty arises when several years 
have demonstrated the criminal code 
section to be ineffective and unenforc- 
ible and yet it is allowed to remain un- 
amended upon the statute books of the 
Dominion to the prejudice of valid and 
effective provincial legislation upon the 
same subject. It is generally admitted 
that the reason why Section 508 of the 
criminal code is ineffective and unen- 
forcible in a criminal court is because 
it makes the policyholder or the person 
who receives the rebate equally guilty 
with the agent or the person who gives 
the rebate, thus effectively stopping the 
mouths of any person, agent or policy- 
holder, who would otherwise be prepared 
to lay an information, and give evidence 
as a crown witness. 

American Code Approved 

“The model insurance 
by the American Bar Association in 
September, 1927, includes provisions 
which are calculated to be both effective 
and enforcible. There is included as 
Schedule F to this report the text of 
Sections 25, 26, 27 and 28 of this code 
upon the subject of rebating. Attention 
is drawn particularly to Section 28 
wherein it is declared that no person 
shall be prosecuted for any act concern- 
ing which he is compelled to testify or 
produce evidence except for perjury 
committed in so testifying. 

“Tf Section 108 of the criminal code 
were revised along the lines approved 
by the American Bar Association, the 
provinces would be able to administer 
and enforce its provisions. Nevertheless 
it is submitted that the Parliament of 
Canada should repeal the section alto- 
gether and leave it to the provinces to 


code approved 
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enact and enforce their own rebating 
laws. The present difficulty, apart from 


the ineffectiveness and unenforcibility of 
the criminal code section, is that while 
the section remains in the criminal code, 
the usefulness of provincial legislation 
upon the same subject would be severely 
handicapped. It is arguable that the 
criminal code settion is valid although 
I think it more likely that if its validity 
were reviewed by the judicial committee 
of the Privy Council, would be held 
to be invalid upon the same grounds that 
other sections of the criminal code were 
held ultra vires in the reciprocal refer- 
ence and the board of commerce cases. 
Nevertheless, if rebating can at all be 
regarded as something reprehensible like 
bribing or tipping, then the Dominion 
doubtless has a wide discretion in deal- 
ing with it as a crime. 

“The question really is whether the 
Privy Council would regard the thing 
called rebating as something more inher- 
ently criminal than profiteering as in the 
board of commerce 


case, Or carrying on 
business without a license as in the re- 
ciprocal insurance reference case. To 


put it in another way: is section 508 
really criminal law, or is it, in substance 
and in fact, insurance law? The right 
of the provinces to deal with rebating in 
its civil aspects and to impose penalties 
is unquestionable, but if the criminal 


code section is invalid, it would be in- 
competent tor a province to enact any 
legislation which would interfere with 


the criminal liability imposed by compe- 
tent Dominion legislation. 
Would Repeal Section 508 

“In view of the fact that nothing short 
of a decision of the Privy Council would 
be taken as establishing the invalidity 
of the criminal code section, there seems 
no way, in the absence of the repeal of 
the criminal code section, in which a 
province can protect a policyholder from 
criminal prosecution. A provision under 
a provincial law granting protection to 
the informant such as is included in the 
draft of the American Bar Association, 
would be ineffective because the inform- 
ant, if a policyholder, would still be lia- 
ble to criminal prosecution and would 
have to carry his case to the Privy 
Council in order to test the validity of 
the criminal code section. 

“Tl suggest that this whole question of 
rebating be considered by this confer 
ence and that if thought desirable a reso- 
lution be adopted urging the 
Superintendent of Insurance to recom- 
mend the repeal of section 508 of the 
criminal code in order to clear the way 
for provincial legislation or, in the alter- 
native, to recommend the amendment of 
the section to make it effective and 
forcible along the lines approved inter 
alia by the American Bar Association.” 

GENCY’S 50TH ANNIVERSARY 

The agency firm of Hoge & McChes- 
ney of Staunton, Va. founded in 1878 
by Arista Hoge, is celebrating its fif- 
ticth anniversary simultaneously with the 
seventy-fifth anniversary celebration of 
the Home of New York which it has 
represented continuously throughout the 


Dominion 


period of its existence. William B. Mc- 
Chesney, who became a member of the 
firm February 1, 1890, retired in 1923, 


the same year in which its founder died. 
Frank Hoge, son of Arista Hoge, who 
completed thirty-five years of connection 


with the agency in June of this year, is 


now carrying it on with the assistance 
of two younger brothers, Archie M. 
Hoge and Henry B. Hoge 


JEFFERSON FIRE CAPITAL 

The Jefferson Fire of Newark, which 
began business this March with $400,000 
capital, $600,000 surplus and $20,000 
equipment fund paid in, says that the 
remainder of the $1,000,000 authorized 
capital will soon be paid in, $900,000 
more will be added to the surp us and 
$30,000 to the equipment fund. The 
company now operates in Nev Vork, 
New Jersey, Pennsylvania and \!assa- 
chusetts 
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Hobbs Gives Hard Blow 
To State Insurance 


BEFORE CANADIAN OFFICIALS 


Devotes Most of His Regina Talk To 
The Compulsory Feature in Com- 
pensation Laws 


Canadian superintendents of insurance 
who listened to the discourse on “The 
State and Compensation Insurance,” by 
Clarence W. Hobbs, special representa- 
tive of the National Convention of In- 
surance Commissioners on the staff of 
the National Council on Compensation 
Insurance at their annual conference at 
Regina, Saskatchewan, this week, were 
of the opinion that it was one of the 
best presentations of the widely debated 
subject of state vs. private insurance 
which had come to their attention in 
some time. 

From beginning to end of a long and 
carefully prepared paper, Mr. Hobbs 
showed decisively how the state had 
rarely, if ever, been a success in the in- 
surance business and the closing words 
of his message put the state in its prop- 
er place as a regulatory body. He said: 
“Management and initiative should be 
left to others. There the state should 
make the end of its regulation the se- 
curing of a desirable result. It should 
not undertake, whether in part or in en- 
tirety, to take on the management of 
the enterprise. Its power to compel 
should be exercised with moderation, 
never in excess of generally accepted 
standards, whether of practices or ethics, 
and never, save in case of an absolute 
necessity should it undertake to com- 
pel its citizens to make purely economic 
transactions with itself. 

Little Does It Profit A State 

“Its function to police and to regu- 
late is in essence just and salutory, and 
may readily be made so in practice. If 
it goes further, if it loads its citizens 
with onerous and diversified prohibitions 
and compulsions, if it proceeds to ab- 
sorb into itself industry after industry, 
constituting itself the sole employer and 
all others its employes, it will find in 
the end that in the process disappear all 
of the grander personal qualities: per- 
sonal initiative, free and spontaneous co- 
operation towards a common end, and 
that with these vanish art and skill, and 
incentive towards improvement. Little 
does it profit a state, any more than a 
man, to gain the whole world, if in the 
process it loses its soul.” 

Mr. Hobbs dealt specifically with com- 
pulsory features creeping into the law. 
“The main reason,” he said, “was the 
protection of the employe. Certain fea- 
tures of the law operated strikingly to 
his advantage. The abolition of the test 
of negligence and the defences of the 
employes allowed him a pares in innu- 
merable cases where no right of action 
had previously existed. The provisions 
for a speedy and inexpensive means of 
redress gave him relief in every case, no 
matter how small the sum involved. On 
the other hand, the feature of the law 
which relegated him or his dependents to 
a weekly indemnity, caused the payments 
in a serious case to drag out over a long 
series of years. The state might well 
fecl that the value of the right was con- 
tingent upon the certainty of these pay- 


ments being continued; and that the 
funds of an insurance carrier, subject to 
public inspection and devoted to the pay- 
ment of losses, with proper safeguards in 
the line of reserves, surplus and in some 
cases capital, were an ampler safeguard 
than the general funds of the employer, 
whence the employe’s claims took no 
precedence over the employer’s other 
creditors. 

“From the standpoint of administration 
also, it might well appear that there 
was better chance of liberal settlements, 
prompt and puctual adjustments and pay- 
ments, effective rendition of medical 
benefits and a greater attention to ef- 
fective accident prevention and_ safety 
engineering through the medium of in- 
surance carriers, engaging in this work 
as a business, relatively few in number 
and highly amenable to state control, 
than through a great number of employ- 
ers widely scattered, with many inter- 
ests which they might well consider of 
paramount importance, and subject to 
state control to a far slighter degree. 

“Last of all, it was recognized that the 
casual incidence of losses, even under 
the compensation act, was of such mo- 
ment that many employers, particularly 
small employers would require insurance, 
and that insurance would be more read- 
ily available and entail less cost if as 


many employers as possible took out 
insurance. For all these reasons the 
laws in many cases exhibited a more 


or less marked tre nd towards compulsion 
in the matter of insurance.’ 

Continuing, Mr. Hobbs, dealt with cer- 
tain questions which suggested them- 
selves with regard to the application of 
the compulsory principle in the compen- 
sation laws. His first question, “Should 
An Employer Be Permitted To Carry 
His Own Risk?” he qualified by the 
statement that so-called self-insurance 
produced a number of complications, such 
as in the case of large risks, qualified 
to carry their own hazard. He said: 
“Where rate competition is permissible 
and companies are not held rigidly to 
manual rates, the right of these risks 
to carry their own hazard furnishes a 
powerful lever for rate bargaining, and 
this, of course, tends to increase the 
general rate level.” 

Partial Self-Insurance 

Discussing the conditions under which 
the employer should be permitted to 
carry his own insurance, Mr. Hobbs 
pointed out that it should not be an 
entire freedom. He suggested the fol- 
lowing restrictions which should be laid 
down: (1) permits should be issued 
only to solvent employers; (2) permits 
should not be granted to small employ- 
ers whose business involves a substantial 
catastrophe hazard, unless they furnish 
an adequate protection in. the nature of 
insurance against large casual losses 
which might imperil solvency; (3) per- 
mits should be granted only: after an 
inspection of the risk; (4) permits should 
be granted only for limited periods and 
renewed only after a careful recanvass 
of the above points; (5) above all, of- 
ficials should be held to account for their 
granting of permits. 

Whether or not partial self-insurance 
should be permitted, Mr. Hobbs. said, 
depends on the intent of the law. If 
the law permits self-insurance, partial 
self-insurance under the same restrictions 


(Continued on Page 40) 











eneral Accident 


FIRE AND LIFE 





| 











CARMICK JOINS GUARDIAN CAS. 


To Be Surety Department Manager of 
Company’s N. Y. City Branch Which 
Opens Shortly at 80 John Street 


E. S. Carmick, formerly metropolitan 
surety manager of the Eagle Indemnity 
in New York City, has joined the Guar- 
dian Casualty of Buffalo as surety de- 
partment manager of its New York City 
office, which will shortly be ready for 
its formal opening at 80 John Street. 
This appointment is the first to be made 
by the Guardian Casualty in New York 
City for surety business. 

Mr. Carmick’s surety experience dates 
back to 1910, when he joined the New 
York office of the Massachusetts Bond- 
ing as a surety solicitor. He was with 
this company for thirteen years, resign- 
ing in 1923 to go with the Eagle Indem- 
nity, where he started its metropolitan 
surety department. 

He resigned this post in December, 
1927, and now, after a recreational visit 
in the South, he returns to New York 
City in an active managerial capacity 
with the Guardian Casualty. Mr. Car- 
mick has a host of friends in surety cir- 
cles who are glad to welcome him back. 





FRANKLIN SURETY OFFERING 


The Franklin Surety has put before 
the public a stock offering of 55,000 
shares of its capital stock at $31 per 
share, which, when taken care of, will 
give the company a capital of $700,000 
and a surplus of $1,430,000. Two addi- 
tional directors were added to the com- 
pany’s board this week. being Louis Car- 
roll of Carroll & Co., investment house, 
and Lazarus White, president, Spencer, 
White & Prentis, Inc., bridge builders 
and foundation engineers. 





PREFERRED’S WITHDRAWAL 


The Preferred Accident has withdrawn 
from the National Bureau of Casualty & 
Surety Underwriters as far as burglary 
rates are concerned and has notified the 
New York insurance departinent that it 
intends to reduce rates on residences in 
the Bronx, Manhattan and Kings. 





MICHIGAN HEARING POSTPONED 

Michigan’s hearing on the $10 policy 
fee in the new compensation rating pro- 
gram, scheduled for September 17, has 
been postponed for several weeks. Coun- 
sel for the interested companies could 


not be present. 


Question Box Sessions 
For Casualty Ad Men 


PLAN FOR WASHINGTON MEETING 





Round Table Discussions Expected To 
Bring Out Idezs On “Telling And 
Selling Agent And Public” 


Casualty advertising men who plan to 
attend the International Insurance Ad- 
vertising Conference at Washington, 
D. C., October 1 to 3, will have plenty 
to discuss at their group meetings which 
will take the shape of round table dis- 
cussions. The program, released _ this 
week by C. E. Rickerd, manager of ad- 
vertising for the Standard Accident and 
on the casualty group committee of the 
conference, calls for a lively question 
and answer mecting rather than a se- 
ries of set speeches as has been the case 
at previous conferences. Every member 
has been requested to bring samples, ex- 
amples and proofs of anything they have 
which will refer to the questions and 
answers submitted and a general parti- 
cipation is urged. 

Following the theme of the conference, 
“Telling and Selling the Agent and the 
Public,” the first group get-together on 
Monday afternoon, October 1, will fea- 
ture the following problems from. the 
standpoint of advertising to the agent. 
A. W. Spaulding, advertising manager, 
Hartford Accident, presides at this ses- 
sion. 


Sixteen Questions Asked 
1. What type of copy is most effec- 


tive in selling an agent? Institutional 
or otherwise ? 
Do coupon ads in trade papers 


bring replies from madesieahie-oxt in 
refusing these agents, is not ill-will cre- 
ated which might later form a_ barrier 
between these agents and the comipay 
when they might become desirable ? 

3. Which is the way to the agent— 
through the trade papers or through di- 
rect mail advertising directed to sclected 
and desirable agents? 4. What part 
does and should advertising play in the 
local agents’ business? What part 0! 
his expense should be spent for adver 
tising? 5. How can an advertising de- 
partment win good will of agent for 
company ? 

6. Should we use illustrations of ad- 
vertising success with one agent «as all 
example of what other agents cil do 
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with the same material? 7. How can 
you make an agent use a _ productive 
form of advertising which he personally 
dees not like? 8 Can the local agent 
aciually increase his business by direct 
mail advertising without personal fol- 
low-up? Would it be wise to tell him 
i : 

uy. What type of house organ reading 
matter and articles is of the most inter- 
est to the agent? 10. Should agent be 
- wed to handle his own advertising 

ipaigns—or should it be clearly un- 
p iets that the campaigns must be 
handled entirely by the company? 11. 
What percentage of an agent’s yearly 
prvtits should be set aside for advertis- 
ine in the ensuing year? How should 
this money be distributed? 

12. Can humor be used successfully in 
literature directed to prospects? To 
agents and brokers? 13. What is the 
opinion on dramatized photographs— 
are they too unreal—too stereotyped? 
What is the experience of the Travelers 
in this respect? 

14. If we paid half cost of local agents’ 
nowspaper advertising, would we be jus- 
tified in returns we would receive ? What 
is experience of others? 15. Do win- 
dow displays pay? Do agents use them? 
Would it pay to have local display com- 
pany set them up in agent’s windows 
at our expense? 16. How far should 
special agents go in selling the adver- 
tising department? Should he be made 
to check up on campaigns as a part or 
his regular duties? 

Advertising to the Pablic 


The second group meeting on Tues- 
day afternoon, October 2, presided over 
by Mr. Rickerd, will devote considerable 
attention to “Telling and Selling the 
Public.” The following questions are to 
be presented: 

1 Which j 
mail or display advertising in selling 
public ? Is the public insurance wise ? 
Are people as a whole conscious of the 
need of insurance or must they be edu- 
cated to it? Is this true of some forms 
of insurance and not of others? 

3. Can men be approached effective- 
ly on the subject of insurance through 
their wives? (Direct-mail advertising 
to wives—ads to wives in women’s 
magazines?) 4, What appeals are most 
effective—scare, argumentative, etc.? Do 
these appeals vary in their effectiveness 
according to forms of insurance being 
sold ? 

5. What type of copy should be used 
on the various lines—scare or fear copy 
—or Just commonsense type of reason- 
ing copy? (Prepare a chart and list 
types of copy to use under each line 
of insurance.) 6. What have we to tell 
the prospect outside of the usual things 
which have been told in advertising ? 

7. What does the prospect want our 
advertising to tell him—do for him? 8. 
How long should an agent keep after a 
Prospect with direct-mail before we step 
advertising to him? 








A CORRECTION 
The Eastern Underwriter 
corrcet the impression conveyed in its 
September 7 story about the © suit 
broucht against the National Surety by 
Lester O. Parsons of Crum & Forster, 
over a bond wherein was used the word 
‘Suspended” instead of “sustained.” 
With this correction the quoted state- 
meni of the National Surety’s position 


desires to 


a civen by General Counsel M. O. 
Gar ‘roreads: “Suit was brought in 
Florida by Parsons against the National 
Surety Co., and the National Surety Co. 
den irred to the complaint and upon 
hearing the demurrer was sustained and 
- ‘se was discontinued. They have 
subs 


juently brought another suit which 
Is pending.” 
his means that 


fled upon the complaint 
led 


n the suit the question of law was 


decided by the 


el court in favor of the 
Nati ial Surety Co., holding as a matter 
Ol law that Parsons was not entitled to 

eee r upon the allegations of his com- 
aint 








Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 
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INDUSTRIAL ACCIDENT TOLL 

Industrial accidents, chargeable to 
workmen’s compensation, claimed a toll 
of 164 lives during August, according to 
figures made known this week by State 
Industrial Commissioner James A. Ham- 
ilton of New York. 

The great majority reported killed 
were men. Only three were women. The 
fatalities reported during August show 
an increase of 14 over those reported in 
July. The figure of 164 is above the 
monthly average of 156 for the past year. 
Of the 164 deaths, the New York district 
reported 102, over 60% of the total num- 
ber; Albany, 17; Buffalo, 15; Syracuse, 
15, and Rochester, 14. 

Fifteen workers lost their lives by 
electricity. Of these 12 were electro- 
cuted on the same day they received 
the shock. 





STATE FAIR EXHIBIT A HIT 

A casualty insurance exhibition, given 
by the American Automobile Indemnity 
Association at the Indiana State Fair, 
just closed, attracted unusual attention 
of the thousands of visitors, and, accord- 
ing to Dudley R. Gallahue, president of 
the company, was productive of consid- 
erable new business. The company had 
an attractive booth and representatives 
of the company were enabled to develop 
many new “leads” in explaining to the 
visitors the different phases of the auto- 
mobile insurance business. In connec- 
tion with the display, the company 
awarded as a prize a policy of $10,000 
automobile liability insurance. 





GETS PROMINENT BANKER 

Charles D. Richardson, prominent for 
forty-one years in Pittsburgh banking 
circles, has joined the Pennsylvania 
Surety as vice-president. Mr. Richard- 
son resigns as Pittsburgh district man- 
ager of the Fidelity Investment Associa- 
tion of Wheeling. 


AMERICAN SURETY ELECTION 

The American Surety at a board of 
trustees meeting this week elected Wil- 
liam Whiting, president, Whiting Paper 
Co., Holyoke, Mass., as a member suc- 
ceeding his father, William F. Whiting, 
who has recently become Secretary of 
the Department of Commerce replacing 
Herbert Hoover. 

At the same meeting the 
quarterly dividend on the capital stock 
of the company was declared, payable 
September 29 to stockholders of record 
September 22. 


regular 5% 





WILL STOP FREE INSURANCE 

The Employers’ Indemnity of Kansas 
City has promised the Michigan insur- 
ance department a discontinuance of an 
objectionable alliance of insurance and 
oleomargerine in that state. The plan 
had been to give free accident insurance 
in grocery stores through the redemption 
of coupons given with Nut-all, a product 
of the Baltimore Butterine Co., Balti- 
more. The company said that this ar- 
rangement was never authorized by the 
home office but through the Chicago 
branch office. 





THREE NEW APPOINTMENTS 


The New York Indemnity has named 
Lethbridge & Barber, Inc., of East Or- 
ange, N. J., as its general agent for 
casualty and surety business; Maurice 
Bernstein, Inc., general agent for sure: 
ty business at Cleveland, Ohio, and the 
Robinson Williams Co., general agent 
for casualty and surety business at Long 
Beach, Cal. 


TO ATTEND SAFETY CONGRESS 


L. C. McGinn, superintendent of en- 
gineering and inspection of the Union 
Indemnity is planning to attend the Na- 
tional Safety Council congress in New 
York City the first week of October. 
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N. Y. U. INSURANCE COURSES 


Cover All Lines of Insurance; To Be 
Corducted by Messrs. Hardy, Ac- 
kerman and Bogardus 
Five insurance courses will be given 
at the New York University School of 
Commerce during the first semester, be- 
ginning September 24, at the Washing- 
ton Square and Wall Street Divisions. 
The first, a course in the principles un- 
derlying life, fire, marine and casualty 
insurance, is especially planned for in- 
surance brokers and company employes. 
It is under-the direction of Assistant 
Professor Ackerman and E. R. Hardy. 
Classes will be held on Tuesdays and 

Thursdays from 2 to 3 p. m. 

The fire insurance -course, under the 
leadership of Mr. Hardy, takes up in 
detail the fire policy contract, mortgage 
clause, description of property insurance, 
and many othér items. It will be held 
on Wednesdays from 6 to 7:45 p. m. 
Assistant Professor Ackerman will di- 
rect the casualty and surety course 
which covers practically all the leading 
lines of business. This class will meet 
on Mondays from 5:15 to 7 p. m 

The marine insurance lectures will be 
given by Mr. Bogardus who has planned 
for an explanation of the marine policy, 
cargo insurance, hull insurance, freight 
insurance, reinsurance and general and 
particular average. This course is given 
at the Wall Street division on Tuesdays 
from 5:15 to 7 p. m. 

Assistant Professor Ackerman also 
conducts a class in life insurance featur- 
ing such topics as the underlying prin- 
ciples, establishment of rates, premium 
analysis, reserve calculations, surrender 
values and organization and manage- 
ment. Tuesdays and Thursdays from 12 
m. to 1 p. m. are the days for this 
course. 





PRACTICES WHAT HE PREACHES 
T. E. Braniff, prominent Oklahoma 
City insurance man, is-one of tht defend- 
ants in a $25,000 damage suit, arising out 
of the death of a man in the elevator of 
a building owned by Mr. Braniff in Okla- 
homa City. Fortunately, owner’s contin- 
gent liability insurance will protect Mr. 
Braniff, and he is happy in the fact that 
he had the foresight to take out this 
coverage in the Maryland Casualty. 





GETS LARGER TERRITORY 

The scope of the New York City 
branch office of the Metropolitan Cas- 
ualty was considerably broadened this 
week when its operations were extended 
to include all agencies located in West- 
chester, Putnam and Rockland Counties, 
New York, as well as all of Long Island. 
The Brooklyn branch and General Agent 
A. S. Brindley & Co., Inc. Rockville 
Centre, L. L, were not include d in this 
transaction and will continue to report 
direct to the home office. 

WEHINGER SERVICE CHANGES 

The Wehinger Serviee; employment 
consultants in New York City, have 
found it necessary to-make a change in 
its insurance department. K. M. 
Wekinge:, its president, is now person- 
ally handling the filling of every insur- 
ance position for men, being assisted by 
J. A. Carpenter. Miss Cora Leybold re- 
moins ‘n charge of the department’ for 
insurance girls. 


AL. B. CAREFUL EXHIBIT 

C. L. Bussing, president of Al. B. 
Careful Inc., and a well known liability 
broker in New York City who is noted 
for his accident prevcntion work, will 
heve an exhibit in the Hotel Pennsyl- 
vania during the big congress of the 
N-tional Safety Congress the first week 
of October. 


BURNS SAILS FOR ENGLAND 

President F. Highlands Burns of the 
Morvland Casualty sailed last Friday 
from New York on the Majestic for a 
visit in England. He will be gone a 
month, returning home about the middle 
of October on the steamer Minnetonka. 
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Many French Social 
Insurance Features 


WHERE THIS IS OBLIGATORY 





Applies to Wage-Earners Whose Total 
Annual Earnings Do Not Ex- 
ceed 18,000 Francs 

France has a social insurance scheme, 
the risks provided against being sick- 
ness, premature invalidity, old age and 
death, in addition to supplementary ben- 
efits in the form of family allowances, 
maternity and unemployment benefits. 

Insurance is obligatory upon all wage- 
earners whose total annual earnings do 
not exceed 18,000 francs, but this maxi- 
mum is subject to modification accord- 
ing to the number of dependent chil- 
dren. A franc is four cents. Contribu- 
tions are fixed at 10% of the earnings, 
of which 5% is paid by the worker. 
These contributions are payable until age 
60, and in addition the State contributes 
to the central fund from various sources, 
budgetary and otherwise, and will add 
a contribution representing a proportion 
of all the savings in State expenditure 
and relief which result from the appli- 
cation of the Act. Voluntary contribu- 
tors are admitted on terms, and provi- 
sion is also made for additional con- 
tributions for supplementary benefits. 

Sickness Benefit 

The sickness benefit is represented by 
half-pay for six months, and at the same 
time the contributor is relieved of 80 to 
85% of all expenses incurred for medical 
or surgical treatment, appliances, medi- 
cines, etc., for himself and his family. 
He has a free choice of the doctors in 
his neighborhood, and the only restric- 
tions appear to be that the fees are 
locally fixed by the representative 
authorities and the patient bears himself 
15 to 20% of the outlay, as explained 
above. If he is treated in a hospital or 


similar institution this entails a diminu- 
tion in the rate of sick pay proportional 
to the size of his family. 

The maternity benefit provides medi- 
cal treatment for a contributor’s wife 
during and after confinement, while a 
female contributor, in addition, is entitled 
to receive sick pay for six weks before 
and after confinement, provided that she 
ceases work. Those who nurse their own 
children receive a special monthly allo- 
cation commencing at 100 francs and 
diminishing‘ over a period of twelve 
months, while those who are physically 
incapable of feeding their children have 
a right to milk coupons, but of a smaller 
financial value. 

If sickness is prolonged beyond a pe- 
riod of six months, the sickness benefit 
is replaced by an invalidity benefit of 
40% of the wages, provided the inca- 
pacity is at least 66%. Invalidity pay is 
subject to revision after five years or 
if the incapacity falls below 50%. <A 
final re-examination is made at the ex- 
piry of ten years, after which it be- 
comes permanent. On reaching the age 
of 60 contributions cease and the con- 
tributor is entitled to an old age pen- 
sion, the amount of which depends on 
the total contributions paid and is to be 
calculated according to the P.M.F. table. 

In the event of death the representa- 
tives of a contributor are entitled to a 
sum equivalent to 20% of one year’s 
earnings with a minimum of 1,000 francs. 

Family Allowance 

The encouragement of larger families 
is never overlooked in French legisla- 
tion, and family allowances here take 
the form of additions to the statutory 
allowances for sickness, invalidity, con- 
finement or death. The amounts in re- 
spect of each child are: 

(1) An additional 50 cents per diem dur- 

ing sickness or confinement. 

(2) An addition of 100 francs per an- 

num to the invalidity benefit. 

(3) An addition of 100 francs to the 

death benefit. 
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Five is More Than One 


i im value of the Multiple Line idea 
in insurance has been tested and 
This greater profit idea has 
taken hold and agents everywhere today 
are turning to the Multiple Lines. 
is more than one. 


Five 
Count the profit 
































Provision is also made for the pay- 
ment, under certain conditions, of or- 
phans’ pensions of not less than 90 
francs per annum in respect of the chil- 
dren of a deceased contributor. 

The unemployment benefit is limited 
to exemption from contribution for a 
maximum of three months in any year. 

The Act is to be administered by a 
system not very different from our own. 
In each department will be formed pri- 
mary local organizations, either initiated 
by local or regional groups of contribu- 
tors, or evolved from existing institu- 
tions such as friendly societies, mutual 
benefit societies, etc. These will operate 
under the supervision of an administra- 
tive council formed for each geographi- 
cal department, and the departmental 
councils will in turn come under the 
control of the National Office of Social 
Insurance. Provision is made for joint 
action being taken by regional, depart- 
mental, or national federations for ob- 
jects in their common interest, e. g., 
organization of social hygiene, preven- 
tion or cure of disease, provision of sana- 
toriums, dispensaries, clinics, convales- 
cent homes, etc. 





MADE RATING CLERK 


Earl B. Combs has been appointed as- 
sistant rate clerk in the Virginia Bu- 
reau of Insurance. He will assist Miller 
O. Stout, rate clerk, in looking after 
rating matters in the bureau, and will 
draw a salary of $2,400 a year. For sev- 
eral years he has been connected with 
the statistical department of the Virginia 
industrial commission. He is a son of 
E. R. Combs, state comptroller. 





The New York Indemnity has appoint- 
ed Ryan, Reidy, Kennedy, Inc., as its 
general agent for surety business at Syr- 
acuse, and Wetterer & Co. as its gener- 
al agent for surety business at Louis- 
ville. 


JESSE PHILLIPS’ TRIP ABROAD 





Visited Nine Countries in Six Weeks; 
Fascinated by Italy; Was Received 
by the Pope 
Jesse S. Phillips, president, Great .\m- 
erican Indemnity, is back at his desk 
after six weeks spent abroad with his 
family, during which time he completed 
an itinerary of nine countries. His first 
week -was spent in London and = 
Shakespearian country of England, then 
Holland, Berlin, Germany; Prague, 
which city Mr. Phillips was surprised to 
find had a population of nearly 2,000,000; 
Vienna, where the reaction to the world 
war is still being felt, followed by Ven- 
ice, Naples, Genoa and Rome. Mr, 
Phillips did not get an audience with 
Mussolini but he and his family were 

received by the Pope. 

One of his impressions of Italy which 
stand out was the gondola transporta- 
tion system of Venice. He said it 
wouldn’t be much use for an automobile 
insurance company to open up offices 
there because there were no automobiles. 
He was delighted with the old world 
atmosphere and picturesqueness of Italy 
and left that country with the hope of 
returning again some day. He then com- 
pleted his itinerary by a visit to Paris. 
This was Mr. Phillips’ first trip abroad. 





BATES WRITES BIG BOND 


President J. Scofield Rowe, of the Met- 
ropolitan Casualty, has extended con- 
gratulations to L.| D. Bates, fidelity and 
surty manager at Albany, on the recent 
writing of a bond for $1,140,000. This 
bond, one of the largest ever recorded 
in Albany county, was filed by Frank 
L. Wiswall, Albany attorney, as guard- 
ian of the property of Mrs. Dunkin Van 
Rensselaer Johnston, prominent society 
woman. Mrs. Johnston was committed 
to a private sanatorium following a hear- 
ing before a commission requested by 
her relatives. 





then when you sell five lines to a cus- 


tomer instead of one. 


Agents of the Affiliated Continental 
Companies have at their disposal a great 
Ease of operation—more 
‘satisfaction and, most important, added 
profits result from employing it. 


service plant. 


Are you interested? 


Agency Department and receive com- 


plete details. 


Continental Casualty Company | 
H. G. B. ALEXANDER, Chairman 


Continental Assurance Company i 
910 South Michigan Avenue 
Chicago, Illinois 


The Affiliated Continental Companies write 
practically all forms of Insurance and Surety Bonds 
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Canadian Ass’n Active 
In Formulating Laws 


FOSTER ON PROGRESS MADE 





Points to Constructive Accident and 
Sickness Legislation Influenced by 
Superintendént’s Conference 





New legislation in accident and sick- 
ness insurance adopted during the Ca- 
nadian legislative sessions of 1928, fig- 
ured prominently in the annual report 
of k. Leighton Foster as secretary -of 
the Association of Superintendents of 
Insurance of the Provinces of Canada, 
presented before the annual conference 
at Regina, Saskatchewan, this week. Mr. 
Foster called attention to the’ increas- 
ingly important influence which the as- 
sociation’s annual conference were com- 
ing to exert over insurance law and leg- 
islation in Canada. Reviewing the prog- 
ress niade, he said: 

“\ year ago at Quebec, the five prov- 
inces, members of the association, which 
had adopted the uniform legislation re- 
specting accident and sickness insurance, 
agreed upon a program of amendment 
to the existing law of major importance. 
Four out of the five provinces adopted 
our recommended legislative program 
without variations at the next following 
legislative sessions. The fifth province 
(Alberta) may be anticipated to do so 
this vear. If our conference can chalk 
up a record of 80% enactment of its rec- 
ommendations with some regularity, it 
will rapidly achieve a unique position 
among law formulating and recommend- 
ing bodies. 

“Under date May, 1928, a revised form 
of accident and sickness insurance statu- 
tory conditions was promulgated by 
your secretary upon the coming into 
force of the new legislation in four prov- 
inces. 





PLAN BURGLARY DRIVE IN OCT. 





Aetna Casualty & Surety Will Give 
Agents Liberal Selling Support, In- 
cluding Attractive Newspaper Ads 


The Aetna Casualty & Surety has no- 
tied its agents that it will conduct dur- 
ing October a nation-wide campaign for 
the acquisition of burglary insurance. 
This will be the first drive for this class 
of business ever conducted by the com- 
pany and comes at a time when the or- 
ganization observes the 20th anniversary 
ot its burglary department, it having 
started to write this form of insurance 
in October, 1908. 
_ The campaign has been announced well 
in advance in order to give every agent 
time to prepare. The lines to be covered 
are: Residence burglary, theft and lar- 
teny; mercantile safe and messenger and 
once robbery; paymaster robbery and 
sate deposit box insurance. 

he home office and the various su- 
Pervising offices plan to give all the as- 
‘stance possible to the agents. Twenty- 
tight attractive newspaper advertise- 
ments on the burglary lines have been 
Prepared for agents to use in their local 
Newspapers. In addition to this there are 
nine handsome advertising folders, twelve 
hand-c lored slides for use in moving pic- 
tare theatres and a three color window 
“splay poster of large dimensions. 





PAYS N. Y. ROBBERY CLAIM 
The Union Indemnity recently report- 
ed a payment of $4,500 to the Robert 
Bosch \fagneto Co., of Long Island City, 
’ ¥. Payment was made to cover the 
“Ss Incurred when two office employes 
i the Bosch Co. en route from a 
tooklyn bank to the factory, were held 
‘) by six armed men. The men escaped 
=~ thc payroll amounting to $4,500 and 
‘ave never been apprehended. As in- 
‘“stgation failed to disclose any identity 
by the hold-up men, the claim was paid 
’y Union Indemnity with customary 
oneetiess, in less than two weeks after 
tification had been received. 


Calls Unemployment 
Insurance Live Issue 


PRINCIPLE APPROVED IN CANADA 





Regina Conference of Superintendents 
Also Get H. G. Garrett’s Report on 
Non-Can Situation 





An indication that contributory unem- 
ployment’ insurance is becoming a live 
question in various parts of Canada and 
that it will before long be taken up by 
the Canadian House of Commons as a 
solution, in part, of the industrial prob- 
lems of the present time, was brought 
out in the report made by H. G. Gar- 
rett on “Accident and Sickness Insur- 
ance,” before the conference this week 
at Regina, Saskatchewan, of the Asso- 
ciation of the Superintendents of Insur- 
ance of the Provinces of Canada. Mr. 
Garrett referred to the investigation 
which has been made by the Commit- 
tee on Industrial and International Re- 
lations at the request of the House of 
Commons, at the conclusion of which 
approval was given to the principle of 
contributory unemployment insurance. 

“Recommendation was made by this 
committee,” said Mr. Garrett, “that the 
matter should be referred to the vari- 
ous Provinces with a view to finding out 
which ones would be prepared to take 
up the question and also the character 
of the proposed legislation.” 

No Demand for Non-Can 

Another problem featured in Mr. Gar- 
rett’s report was the business of acci- 
dent and sickness insurance with par- 
ticular reference to a questionnaire re- 
cently sent to Canadian insurance com- 
panies in order to ascertain how far 
non-cancellable policies have been tried 
in Canada and whether they are prac- 
ticable. Mr. Garrett said that Superin- 
tendent of Insurance Finlayson hed 
told him that the substance of the re- 
plies being received showed that there 
was no demand for non-cancellable in- 
surance and that it was impracticable by 
reason of the high premiums necessarily 
involved. 

Mr. Garrett’s reaction to this com- 
ment was that it may be anticipated that 
there will be no legislation providing for 
non-cancellable policies. But he said 
that other amendments connected with 
accident and sickness policies may be 
introduced and therefore he wished to 
point out that the whole subject dis- 
cussed by his committee belonged solely 
to provincial jurisdiction inasmuch as it 
was concerned with the conditions of 
contracts. He added that the associa- 
tion was fully cognizant of the consti- 
tutional aspect but should be prepared 
to protest against any such legislation if 
introduced. 

A final reference was made in Mr. 
Garrett’s report to evidence given before 
the Committee on Banking and Com- 
merce by a Mr. McQuarrie. M.P., who 
gave an account of a personal experience 
with a policy of accident and sickness 
insurance, the burden of his complaint 
being that the company had brusquelv 
cancelled his policy which he had held 
for several years. He admitted that the 
company acted within its legal rights 
end that he was misled, attaching “the 
blame to the wording of the policy.” It 
wis also acknowledged that the particu- 
lar company only behaved like accident 
companies all over the world. A case 
of hardship was established as the re- 
sult of the cancellation, and a large ques- 
tion raised as to what action could be 
taven. The situation was discussed 


quite exhaustively, Mr. McQuarrie sue- 
gesting that the companies should be 
compelled in some wav to continue in- 
surance, where it was desired to cancel 
a policy, until the insured had obtained 
other insurance. 

















List of Surety Companies Approved 


By Treasury Department 





Semi-Annual Ratings Based on Company Statements 


of June 30, 1928 


Capital 
Company stock. 
}*International Re-Insur., Los Angeles... .$1,000,000 


National Automobile, Los Angeles......... 251),000 
tOccidental Indemnity, San Francisco ..... 500,000 
Pacific Indemnity ....... Glade ue dea wee tees 1,500,000 
Aetna Castialty & Surety ........ccccceces 3,000,000 
Cenmtiny~ Indemnity: <. 2... c cic cecceus 1,000,000 
Hartford Accident & Indem. .............. 1,000,000 
Continental Casualty <..ci cece ciccecsccecss 3,000,000 
Inland Bonding, South Bend, Ind.......... 250,000 
Federal Surety, Davenport ................ 725,000 
Southern Surety, Des Moines .............. 1,200,000 
Wines Mnidleninitee <5 asco danecnceseesacecss 2,500,000 


American Bonding 1,000,000 
Bidelity” Se Deposit «cc cc ccsecccccscccnnes 5,000,000 


Mas ylation CAGhalty « <.s.cs cacee nese ccsa essa 5,000,000 
USS: Pidelity & Guaranty ..... 060.0. 6.005 7,500,000 
Astevican EMployers. 2c. 005i sce cesckeecs 1,000,000 
Massachusetts Bonding ................005 4,000,000 
Central West Custalty. 2..0cc.ccccccsccece' 1,000,000 
Detroit Fidelity & Surety................. 2,000,000 
General Casualty & Surety ...............: 350,000 
INAGIIASS CASUMIEUY os i556 cha vince eden se vnwe'e 750,000 
Slamilard  AceWent << occ cee cccccicessues 2,500,000 
Central Surety ois. co. 6...ccccicccieecccas 600,000 
Employers Indemnity, Kansas City......... 700,000 
Commicretal Casualty ....c< cecccs cscewescces 2,500,000 
PE MCCSS INGWE VON 6 «6655 occccscaccceccces 600,020 
International Fidelity, Jersey City.......... 300,000 
Liberty Surety Bond, Trenton ............ 710,000 
N. J. Fidelity & Plate Glass, Newark....... 800,000 
§Reliance Casualty, Newark .............. 600,000 
PITRETICAT SUPCTY «5 oscinrncccweccescccccwee. 5,000,000 
\|Capital City Surety, New York .......... 250,000 
CommmibiarCastalte 2... scc< cde wccsvsincecccs 1,000,000 
Bidelity Ge Castiahty sds ccc ccc censcaccs 4,000,000 
Wide MNOCMIIED 5.5. c choo aad cedsstawesncancs 750,000 
Equitable Cas. & Sur. of N. Y............. 1,000,000 
¢7Franklin Surety, New York ............ 250,000 
*General Reinsurance, New York ......... 1,500,000 
Glens; Falls Indenifiity «.........-.0cee000- 750,000 
PEGG C0 | \ nee ec 2,500,000 
Great American Indemnity ................ 1,500,000 
tiGreater City Sur. & Indem. ............ 250,000 
Guardian ‘Casualty, Buffalo ......... 200.06. 1,000,000 
London & Lanc. Indemnity ............... 750,000 
Metropohtan ‘Casualty ....0.....ccseceeces: 3,000,000 
INAMIOUAEY URGE coc re conc ox cecexdevecences 15,000,000 
New Amsterdam Casualty ................ 3,000,000 
New Wothe CAStaN i 6 ccces cuceadkcwctvccses 1,500,000 
New Mosk Hidleminitty oo ccc oc seein ce ecess 1,000,000 
Northeastern Surety, New York .......... 550,000 
*Preferred Accident of New York......... < 3,500,000 
Seaboard Surety, New York ............... 1,000,000 
§§Southern Surety of Des Moines......... 2,500,000 
NOvabe Silently oo 54 coc cksncacedesesceces 1,000,000 
SH MEDI fe ooo ce cases sae stiviacedascens 700,00 
i} {United States Casualty .........6.000006 1,500,000 
United States Guarantee, New York...... 1,000,000 
Olio Casualty; HamnltOn <<. ......c6ccc0ccee 250,000 
*American Reinsurance, New York ........ 750,000 
Constitution Indemnity ............... . 1,000,000 
Eureka Casualty, Philadelphia ............ 500,000 
Pir ited | 2a) als oy, Saar ee 1,000,000 
Independence Indemnity .................- 1,500,000 
National Union Indemnity ................. 1,000,000 
PGniisylvaiiie USOC: < ch icc se ccc cacncceesss 500,000 
Western Surety, Sioux Falls .............. 286,900 
American Indemnity, Galveston ............ 600,000 
Northwestern Cas. & Sur., New Orleans.. 750,000 


*Domestic companies authorized to do a reinsurance business only. 


authority issued August 28. 
§Certificate issued August 23, statement as of May 31, 
gust 9. ttCertificate issued May 10. 
July 27. |\\|Certificate issued July 11. 


1928. 


ttCertificate issued August 30. 


Surplus and Limit on 


undivided 
profits. 
$1,500,000 
247,739 
533,352 
1,498,425 
9,756,163 
790,706 
7,385,175 
3,500,000 
109,938 
188,916 
632,091 
1,485,392 
587,804 
6,969,668 
6,012,209 
13,133,760 
519,146 
5,177,482 
514,000 
899,702 
91,858 
750,000 
2,269,937 
523,108 
620,126 
2,500,000 


190,728 
1,540,000 
560,980 
5,432,477 
134,032 
1,290,137 
8,399,513 
578,009 
716,488 
155,814 
1,152,036 
400,000 
5,000,000 
2,362,917 
125,000 
700,000 
941,559 
2,324,000 
11,812,742 
7'000,000 
2,746,989 
342,624 
111,782 
2,410,934 
995,715 
1,400,000 
4,500,000 
300,635 
2,000,218 
2,067,103 
373,894 
1,356,969 
1,002,136 
1,000,000 
4,001,580 
684,622 
280,629 
1,023,827 
92,036 
530,371 
500,000 


any one 
bond. 
250,000 
49,773 
103,335 
299,842 
1,275,616 
179,070 
838,517 
650,000 
35,993 
91,391 
183,209 
398,539 
158,780 
1,196,966 
1,101,220 
2,003,376 
151,914 
917,748 
151,400 
289,970 
44,185 
150,000 
476,993 
112,310 
132,012 
500,000 
145,550 
175,831 
90,072 
234,003 
116,098 
1,043,247 
38,403 
229.013 
1,239,951 
132,806 
171,648 
40,581 
205,203 
115,000 
750,000 
386,291 
37,500 
170,000 
169,155 
532,499 
2,681,274 
1,000,000 
424,698 
134,262 
66,178 
591,093 
199,571 
390,000 
550,000 
100,062 
350,021 
306,710 
62,389 
210,696 
200,213 
150,000 
500,158 
218,462 
128,062 
152,382 
37,893 
113,037 
125,000 


+Certificate of 
tCertificate issued August 28, statement as of June 11, 1928. 


||\Certificate issued Au- 


§§Certificate issued 


FOREIGN COMPANIES AUTHORIZED TO DO A REINSURANCE 


BUSINESS ONLY 


Net Assets. 


Employers’ Liability; Loridon ............<0<.000<. $6,700,460 
European General Reinsurance, London............ 1,550,000 
Guarantee Company of N. A., Montreal .......... 1,371,383 
London Guarantee & Accident, London ............ 3,684,405 
Ocean Accident & Guarantee, London ............. 6,179,451 


Qualifying 
Power. 
$670,046 
155,000 
137,138 
368.440 
617,945 
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Statutory Limitation 
Of Risk Recommended 


R. LEIGHTON FOSTER’S VIEWS 


Tells Canadian Superintendents Such 
Legislation Necessary to Avoid Too 
Great Exposure on One Risk 


An 
by Rk. 


important recommendation made 


Leighton Foster, superintendent 
of insurance of Ontario, at the confer- 
ence of the Association of Superinten- 
dents of Insurance of Canada at Regina, 
was the 
sirability of legislation fixing a statutory 
limit upon the extent to which an in- 
surer may expose itself to loss on any 
one risk or hazard. Mr. Foster empha- 
sized that such legislation had been made 
increasingly apparent by the circumstan- 
ces concerning the recent deplorable 
failure of the Dominion Gresham Guar- 
antee & Casualty. He said: 

“It is presumably generally known 
that the chief contributory cause of the 
financial difficulties of this company, as 
reported by “Fhe Liquidator,’ arose out 
of the issue of large mortgage guaran- 
tees given by the company in connec- 
tion with certain real estate promotion 
schemes in Toronto. The ordinary busi- 
ness of the company is said to have 
been in good shape. 


Issued Large Bonds With No 
Reinsurance 

“During the years 1926 and 1927 the 
company issued some very large bonds 
guaranteeing the repayment of principal 
and interest or mortgages and moneys 
provided in connection with three real 
estate promotion schemes in Toronto. 
The face. value of these bonds aggre- 
gated some three-quarters of a million 
dollars. Apparently no reinsurance of 
these risks was effected and accordingly 
the company was in the position of hav- 
ing exposed itself upon each of these 
risks to an amount approximating 100% 
of its capital and surplus.” 

Mr. Foster added that the Province 
of Quebec was the only jurisdiction in 
Canada which had any provision of this 
character incorporated in its insurance 
law and this provision applied only to 
fire insurance. There was nothing in 
the Insurance Act (Dominion) covering 
this point, he said. 


Would Use N. Y. Law As Basis 


He then referred to the situation in 
this country where the majority of state 
insurance laws include some provision 
fixing a statutory limitation. On _ this 
point he said: “Your committee has not 
attempted to draft any specific provision 
to be recommended for inclusion in the 
provincial insurance laws of Canada in 
advance of a discussion and approval 
of the principle involved. If the prin- 


Saskatchewan, this week de- 


ciple is approved by this conference, 
Section 24 of the New York insurance 
law will afford a basis for drafting a 


suitable Canadian provision. 

“Your committee would recommend 
that the principle involved in prescribing 
a statutory limitation of risk as covered 
by the New York insurance law be ap- 
proved and that if so approved, a sub- 
committee be appointed at this confer- 
ence to consider and report back to this 
conference a draft of a provision which 
may be recommended for uniform en- 
actment throughout Canada.” 





F. J. CARROLL PASSES AWAY 

F. J. Carroll, thirty-seevn years old, 
Indianapolis, died suddenly at his home 
recently. Mr. Carroll has been in the 
insurance business for twenty years. He 
was resident manager for the Globe In- 
demnity at the time of his death. He 
was born in Brazil, Ind., and first was 
employed by an insurance company in 
Indianapolis. Later he went to Kansas 


City, then to Pittsburgh and six years 
ago to the home office of the Globe at 
Newark. He was transferred to Indian- 
apolis three years ago. 


C. W. Hobbs’ Talk 


(Continued from Page 36) 
involves no greater risk to the employe, 
he added. And if a state does not 
compel employers to insure, Mr. Hobbs 
emphasized that the fact they are’ oc- 
casionally unable to obtain insurance is 
not necessarily a matter for the state 
to concern itself about. He added: “It 
is difficult if the state definitely com- 
pels insurance or restricts the right of 
self-insurance rigidly. In that case, if 
the employer cannot get insurance, he 
is in an awkward predicament; and the 
state having undertaken to drive him 
into insurance cannot in honor have him 
up against a wall and leave him there. 
It owes him the duty of clearing a path 
for his feet.” 


Urges Caution in Massachusetts 


The speaker referred to the Massachu- 
setts experiment into compulsory auto- 
mobile insurance, saying that the result 
of its first year indicates that the in- 
clusion of the bad with the good pro- 
duced loss ratios, which, if reflected in 
rates, will prove a heavy burden. 

He asked: “If compulsory automobile 
insurance, why not compulsory insurance 
of common carriers? Why not require 
newspapers to put up bonds to secure 
the payment of libels they may commit 
in the future? Why not require men 
as a prerequisite to entering business to 
give security for debts they may here- 
after contract? Why not require in- 
demnity for future breaches of prom- 
ise to marry or against liability for 
alienation of affections; or a_ security, 
coincident with the issuance of the mar- 
riage license for the payment of future 
alimony? One may quote quite as many 
cases in all these lines of injured per- 
sons who have failed to secure redress 
as is the case in automobile accidents. 

“It is to be hoped that the discretion 
of legislatures will move cautiously in 
this direction. Too reckless a require- 
ment of security for future acts would 
be a dreadful clog on personal liberty, 
and close many lines of activity to all 
save those able to provide the necessary 
security—generally speaking, those well 
equipped financially. The state is al- 
ready permitting itself to be used as 
the vehicle of too many well-meant en- 
deavors for social betterment, and the 
legislative chambers buzz with propa- 
ganda for many and far-reaching types 
of social insurance, all with a distinctly 
compulsory tinge. Insurance is an ex- 
cellent thing, but even insurance can 
be overdone. The state must on oc- 
casion compel, but it can easily overdo 
compulsion; and under the guise of so- 
cial betterment set up a social tyranny. 
Very cautiously should it go in these 
particular lines; nor under the guise of 
securing rights, lay heavy burden on the 
shoulders of those who as yet have done 


” 


no wrong. 
Compulsion By State Unpopular 


Coming directly to the subject of state 
insurance, Mr. Hobbs called attention to 
some cighty-nine state funds established 
for various lines of insurance or for 
classes of business commonly transacted 
by insurance carriers. The total pre- 
mium income of these ventures, he said, 
may run as high as $200,000,000 and of 
this, the compensation funds make up 
a substantial part, the income of monop- 
olistic funds being in 1925 $21,292,828, 
of competitive funds $14,904,543, or in 
the aggregate more than $36,000,000. He 
thought that the extent of state insur- 
ance, as indicated by these figures, in- 
dicated a certain confidence that there 
was something to be gained thereby. 
3ut, on the other hand, state insurance, 
even when backed by’ the compulsory 
power of the state, had proven by no 
means popular and has even manifested 
some striking evidences of deep-rooted 
weakness. 

The speaker said he was more con- 
cerned in developing an argument as to 
whether the principle of state insurance 
and in particular of monopolistic state 
insurance was right than in listing a 


category of errors. And first in impor- 
tance, he declared, was the question of 
stability, meaning the maintenance of a 
financial condition such that the carrier 
is able to meet its obligations promptly 
and punctually and can give assurance 
to policyholders that it will do so in 
the future. 


Striking Cases of Instability 


“Lack of stability,” said Mr. Hobbs, 
“whether in point merely of actuarial 
soundness, or carried to the degree of 
delay or even of repudiation in loss set- 
tlements is, it need hardly be said, a 
prime fault in any insurance carrier, and 
the extensive body of laws regarding 
capitalization and reserves, restrictions 
on the admission of companies to do 
business, annual reports and examina- 
tions, bear evidence to the importance 
which the state has given to the financial 
integrity of private insurance carriers. 
Yet, where the state itself assumes the 
role of insurance carrier, this matter of 
stability is by no means so carefully 
safeguarded.” 

The speaker then cited a number of 
instances of instability, notable among 
them being the California Teachers’ Pen- 
sion Fund, the Minnesota Fund, seven 
out of eight bank deposit guaranty funds 
in various states and hail funds in five 
states where the catastrophe hazard had 
been felt. He also mentioned the West 
Virginia State Fund as the outstanding 
among workmen’s compensation funds, 
which is now in a precarious financial 
condition. He added that on the most 
favorable assumption the Fund is only 
technically solvent; on the basis general- 
ly in use, materially impaired. The Porto 
Rico Fund, notoriously dilatory in its 
loss settlements, was compelled to drop 
its monopolistic feature this year. 


Private Insurance Advantages 


Finally, Mr. Hobbs recited a long string 
of examples of where private insurance 
has the advantage over state insurance 
and the most notable of these examples 
follow: (1) private insurance can make 
rates to better advantage than state in- 
surance, adjusting them more equitably 
to the state at large and to classifica- 
tions of employers ; and providing a 
flexible and equitable adjustment of rates 
to individual risks, that promotes the 
best interests of both employer and em- 
ploye. 

(2) In the matter of coverage, the state 
is under the disadvantage as compared 
with private insurance, in that it cannot 
go outside the state bounds nor beyond 
the line it has assumed; (3) in the mat- 
ter of taxes, the state may make a sav- 
ing but only by diminishing the state’s 
revenue—a saving, therefore, apparent 
and not real; (4) if the state does the 
same things in the matter of claim ex- 
pense, inspection and auditing, it gains 
only what is gained by consolidating the 
various company organizations. Some 
gain is undoubtedly possible there. The 
gain by elimination of rating bureaus is 
not enough to make a material differ- 
ence; and the gain by reason of a lower 
scale of salaries is as a rule counterbal- 
anced by a lack of efficiency. 

(5) Last of all, the state fund needs 
to spend nothing for acquisition expense. 
Although the state fund may save mon- 
ey in this respect, it loses the service 
rendered by the agent. Also while com- 
pensation insurance has been increasing 
its volume of business at a regular and 
healthy rate, monopolistic state insur- 
ance, protected from competition, and 
with the name of the state to back it, has 
shown a marked diminution. 





C. F. WILLIAMS’ NEW POST 


The Republic Casualty & Surety of 
Chicago has appointed Charles F. Wil- 
liams as assistant manager of its Kan- 
sas City branch office. Mr. Williams 
was formerly state agent for the Atlas 
Casualty. Manager of the office is James 
3rady. 





C. H. HOLLAND BACK 


C. H. Holland, president, Independence 
Companies, has returned from abroad. 











if | were seeking a new 
Surety connection 


* * &* 


By Leonard R. Bissell, Vice President, 
Armstrong-Roth-Cady Co. Ine. 
Buffalo, N. Y. 


* * * 


The soliciting and selling of Surety 
bonds is a pleasant and most profitable 
business, if carried on under the proper 
conditions, the major condition being a 
affiliation with a Surety Company having 
the proper qualifications. Those quali- 
fications are,—strength, size, rapidity oi 
service, and a sympathetic understand- 
ing of the business problems of each 
particular agent in the field. The Na- 
tional, having these qualities, | believe, 
to the greatest degree, would be my 
choice were I again entering the Surety 
field. 


In addition to the above reasons there 
is a still more vital reason why [| woul 
choose the National, and that is, on a- 
count of the personnel of the executive 
staff at the Home Office. These are the 
men with whom you are constantly i 
contact. These executives have it i 
their hands to make vour business ce 
reer pleasant and profitable or, through 
misunderstanding and failure to cooper 
ate, may make it quite the opposite. 


Chairman William B. Joyce and Pres 
ident Edward A. St. John have built wp 
an organization of executives and under 
writers that, first of all, has a kee 
friendly interest and a desire to cooper 
ate with every agent in the field. The 
present size and strength of the Nx 
tional Surety Company is the direct a 
swer to the kind and sympathetic @ 
titude of the Home Office to the agetl 
and the willingness always to give him 
an even break. 


Tf you are desirous of a Surety com 
nection and a National Surety Compati 
Agency is offered to you,—take it. Its 
exceedingly valuable. 


* * * * * 

If you'd like to know more abt! 
National Surety Company service a 
would like to find out if we have # 


opening in your town, clip this ad, # 
tach it to your letterhead and send " 


* * * 


NATIONAL SURETY 
COMPANY 
World’s Largest Surety 
Company 
115 Broadway 
New York 





















accide: 
US. 


Guard 
charac 


The 
given 
which 
fh 2 
Health 
Patton 
New 
the E. 
mingto 

The 
accider 
immed: 
movem 
will cle 
sey, th 
terest 

The 
dustria 
of Tor 
done ii 
operati 
more t 
secure 
several 
functio 
safety 
found 
follows 
“The 
dith, ¢! 
pointed 
report 
for injt 
the Wo 
became 
has ser 
tion lay 
industr: 
acciden 
prompt 
injured 
ing the 
erous 11 
and [ ; 
other jx 


Or; 
“Whi 
dustry 
some e| 
Prevent 
the act 


National 
Wagons 

d iy 
The }'o 
Ceme it 
are a mt 
that ha 
Without 
a proof 
Prevent] 
complish 








Ay 


ent, 


Oper 

The 
. Ne 
*t all 
ic at: 
agent 
e him 


r COM 
npany 


Its 


about 
e and 
ve af 
id, at 
ond t 


TY 


ety 


september 21, 1928 











IAEA TIDE RES 


‘\ rar 


Wan 








THE EASTERN 
UNDERWRITER 














Page 41 








Industrial Accident 
Boards Convene in N. J. 


PREVENTION WORK DISCUSSED 





rR. P. Morley, Toronto; J. P. Meads, 
Mass, and F. F. Kearns Among 
Speakers at Three Day Convention 





Longshoremen’s and harbor workers’ 
compensation was the chief topic of dis- 
cussion on the first day of the conven- 
tion of the International Association of 
Industrial Accident Boards & Commis- 
sions, which opened last Wednesday in 
the Alexander Hamilton Hotel, Paterson. 

Dr. Andrew McBride, commissioner of 
labor of New Jersey, spoke in favor of 
compensation insurance, declaring that 
each year was bringing better results in 
accident prevention. Jerome G. Locke, 
U. S. Employes’ Compensation Commis- 
sion; Fred W. Armstrong, vice-chairman 
of the Workmen’s Compensation Board 
of Nova Scotia, and Congressman La 
Guardia, also read papers of a similar 
character. 


Accident Prevention 


The Thursday morning session was 
given over to occupational diseases 
which were discussed at length by Dr. 
J. J. Bloomfield of the U. S. Public 
Health Service, Washington; Dr. E. B. 
Patton of the Department of Labor, 
New York, and Dr. G. H. Gehrmann of 
the E. I. duPont Nemours & Co., Wil- 
mington, Del. 

The afternoon session was devoted to 
accident prevention and coming as it did, 
immediately before a state-wide safety 
movement that started this Monday and 
will close on December 16 in New Jer- 
sey, the subject was of the greatest in- 
terest to the delegates. 

The first speaker was R. B. Morely, In- 
lustrial Accident Prevention Association 
f Toronto, who told what was being 
done in safety work in Canada. “The 
operating executive of a plant can do 
more than anyone else in that plant to 
secure results,’ he said, and he named 
several specific points that he considered 
functions of an employer in securing the 
sifety of his employes. They will be 
found in a resume of his talk which 
follows : 

“The late Sir William Ralph Mere- 
dith, chief justice of Ontario, was ap- 
pointed by the Government to make a 
report on the question of compensation 
for injuries and that report resulted in 
the workmen’s compensation act which 
became effective on January 1, 1915, and 
has served as a model for all compensa- 
tion laws in Canada. That act has rid 
industry of litigation in dealing with 
accidents to employes and has made for 
promptness and certainty of payment to 
inured workers without unduly burden- 
ing the employer. It is the most gen- 
erous in its benefits to injured workers 
and I say this without disparaging any 
other jurisdiction. 


Organized Accident Prevention 

“While the act was being framed, in- 
dustry suggested that there should be 
some effort made at organized accident 
Prevention and a section was added to 
the act which authorized the employers 
fo set up accident-prevention associa- 
tions and plants in eighteen out of the 
twenty-four classes of industry have set 
Up accident-prevention organizations. 

“Accident prevention is like everything 
else: vou cannot get something for noth- 
Ing. Some plants have reached great 
heights in their accident-prevention 
work. In Chatham, Ontario, the Inter- 
national Harvester plant, manufacturing 
Wagons there, operated for more than 
%” days without a lost-time accident. 
The }'ort Colbourne plant of the Canada 
ement Co., went over 521 days. There 
are a number of other plants in Canada 
that have also gone for a long period 
Without a lost-time accident. This is 
4 proof of the statement that accident 
Mrevention is something that can be ac- 
‘complished, but you cannot get results 


by sitting down and hoping that some- 
thing good will happen. 
Employers’ Functions 

“It must be accepted as a fact that 
the operating executive of a plant can 
do more than anyone else to secure re- 
sults. He must be convinced of the ne- 
cessity for and the desirability of effec- 
tive accident prevention work. Safety 
must be made part of the production 
program of the plant. An analysis of 
the accidents in that particular plant 
must be made and compared with the 
general experience of other lines of in- 
dustry. Plant housekeeping must be 
given its proper measure of attention 
and safety education of the workers 
through ‘bulletins, pay envelope inserts 
and plant meetings with motion pictures 
should be carried on continuously. The 
prevention of accidents has a signifi- 
cance far beyond material value, that is 
to say, an incalculable human signifi- 
cance, and on this ground alone it is 
and must continue to be a practical and 
satisfactory form of industrial activity. 

Another speaker on the subject was 
John P. Meade, Department of Labor & 


Industries of Massachusetts. His sub- 
ject was “What Accident Prevention 
Can Do.” He said in part: . “The prin- 


ciple of compensating workmen for in- 
juries arising out of and in the course 
of their employment is today an integ- 
ral part of the industrial system, of the 
United States. Employment injuries are 
an outstanding problem in the social or- 
der. They effect the individual, the fam- 
ily, and the home. This experience is 
common in the administration of work- 
men’s compensation laws. 

“In the last decade the economic and 
social effect of work injuries has become 
well known. It is now possible to ap- 
praise the loss of man power in indus- 
try in the states operating under the 
workmen’s compensation law through a 
study of its tabulatable injuries, particu- 
larly those resulting in permanent par- 
tial disability or ending fatally.” 

Other speakers of the day were 
Thomas P. Kearns of the Department of 
Industrial Relations of Ohio, who talked 
on “Safety Education in Industrv, Under 
State Supervision,” and F. A. Duxbury, 
chairman of the Industrial Commission 
of Minnesota, who spoke on “Safety.” 

The convention was brought to a close 
Friday morning with the reading of a 
number of reports of the various com- 
mittees and a round table discussion of 
safety problems in industrial plants. 





TO HOLD EXHIBIT 
Picturization of Advertising in Trade 
Papers to Be Shown at Insurance 
Advertising Conference 

J. W. Longnecker, of the Press Co- 
operation Committee of the Insurance 
Advertising Conference, announces that 
a committee is at work among the pub- 
lishers of insurance papers for the pur- 
pose of building up an exhibit which will 
show insurance trade paper advertising 
at the annual convention at Washington 
October 1, 2 and 3. The influences that 
have brought about certain changes in 
advertising in the insurance press will 
be pictured in graphic form. The first 
issue of the first insurance paper ever 
published. may be resurrected from some 
vault to again attract attention as it did 
years ago. 

Gerald Snider, of the Underwriters’ 
Review is at the head of a special com- 
mittee which is working with Chester 
Sparver, of the Connecticut Mutual, 
general chairman of exhibits. The spe- 
cial committee will also include a num- 
ber of insurance press representatives. 





MAKES TWO APPOINTMENTS 

The Metropolitan Casualty has ap- 
pointed the Anthony Insurance Agency, 
Inc., as its general agents in Green- 
ville, S. C., and the Alfred H. Wagg 
Insurance Agency, Inc., as its general 
agent for fidelity and. surety in West 


Palm Beach. 





H. P. Gallaher Elected 
Head of Claim Ass’n 


30 YEARS WITH MUTUAL LIFE 





Has Served On Six Committees; Once 
Vice-President; Executive Com- 
mittee Chairman Last Year 





The leadership of the International 
Claim Association for the coming year 
has been vested in Harry P. Gallaher, as- 
sistant superintendent of the bureau of 
investigation of the Mutual Life, as re- 
sult of the election of officers at the 
Old Point Comfort meeting of the as- 
sociation last week. This appointment 
met with the unqualified approval of the 
claim men inasmuch as Mr. Gallaher has 





HARRY P. GALLAHER 


more than showed his loyalty to the as- 
sociation by working on various com- 
mittees for the past six years, being 
one of its vice-presidents in 1926 and 


chairman of its executive committee last . 


year. Mr. Gallaher is supported by W. 
A. Budlong, Commercial Travelers, vice- 
president; Louis L. Graham, Business 
Men’s Assurance, secretary; .F. L. Tem- 
pleman, Maryland Casualty, and Bayard 
P. Holmes, Hooper-Holmes Bureau, li- 
brarian. 

The new president” has had ‘nearly 
thirty years of experience in practically 
all branches of the business, including 
field production, all of which time has 
been spent with the Mutual Life. He 
joined the company in 1899, following 
some time spent with the New York 
Telephone Co., where he had served un- 
der John J. Carty, chief engineer. He 
was first clerk for the general manager 
of the Mutual Life and later private 
secretary to Dr. Walter R. Gillette, vice- 
president of the company. 

In 1906 Mr. Gallaher was appointed 
clerk in the inspection department and 
four years later was promoted to chief 
clerk of this department. Another ad- 
vancement came in July, 1921, when he 
was appointed to his present position as 
assistant superintendent of the bureau 
of investigations, which department of 
the Mutual Life has charge of all inves- 
tigation of the new business and also 
the disability and death claims of the 
company. 





HAS MAP OF AIR MAIL ROUTES 

The Hartford Accident & Indemnity 
has prepared for its agency force an up- 
to-date map of all air mail routes inas- 
much as it has found that the air mail 
is proving of tremendous help in speed- 
ing up important correspondence. \ 
limited supply of these maps is avail- 
able for distribution to agents and bro- 
kers. 


Monk May Tell All 
Before Commissioners 


UNOFFICIALLY ON PROGRAM 





Inside Dope On His Resignation As 
Mass. Insurance Head Eagerly 
Awaited by .His Cronies 





Although Wesley E. Monk has re- 
signed as commissioner of insurance in 
Massachusetts, he is expected to be an 
outstanding figure at the National Con- 
vention of Insurance Commissioners to 
be held at Rapid City, S. D., on Sep- 
tember 24 to 27. As insurance commis- 
sioner of the Bay State Mr. Monk al- 
ways took an important part in the de- 
liberations of the national body of com- 
missioners, and althought he is attending 
the convention this year as a layman, 
his fight and subsequent resignation from 
his post as a result of the bitter auto- 
mobile controversy has made him almost 
a martyr in the eyes of his colleagues. 
It locks as though he will be the lion of 
this year’s meeting. 

Mr. Monk’s friends in Boston say that 
he is already unofficially down on the 
program to tell the commissioners of 
the country all about the compulsory 
automobile row in Massachusetts, and 
that it is quite likely with the primaries 
in. the background that he will, “talk 
right out in meeting,” and give some of 
the “real facts,” as they put it, as to 
the situation that finally resulted in his 
resignation. i 

Mr. Monk leaves Boston today for the 
convention city, accompanied by Acting 
Commissioner Arthur E. Linnell, who 
this year will be the ranking commis- 
sioner of Massachusetts. When inter- 
viewed before he left, he said he had 
not decided on his future plans yet. “I 
am going to the convention to see the 
boys and top off my vacation,” he said. 
When asked if he would make any ad- 
dress at the meeting, he smiled and said, 
“T am not sure yet.” 





CAPITAL-SURPLUS INCREASED 
_The American Liability & Surety of 
Cincinnati has increased its capital from 
$300,000 to $500,000 and its surplus from 
$300,000 to $500,000, following a special 
meeting held last week. This company 
which is controlled by the same finan- 
cial interests that represent the West- 
ern & Southern Life, now becomes a 
millionaire corporation. It is:now writ- 
ing practically all casualty and surety 
lines and is represented in Ohio, In- 
diana, West Virginia, Pennsylvania and 
Kentucky by agencies and district of- 
fices. Its executive management is iden- 
tical with the Western & Southern. 





VERSCHOYLE A BRANCH MGR. 

Charles H. Verschoyle has been made 
the branch manager of the National 
Surety at Dallas. “Mr. Verschoyle has 
been nearly a quarter of a century in 
the business and his first connection was 
with Fraser & Armstrong, who were 
general agents of the National in Dal- 
las back in 1904. Later he went into 
business for himself and succeeded to 
the general agency of the company in 
1908. Since that time he has built up 
a substantial volume for the company in 
that city and now has full home office 
facilities under the new branch 
arrangement. 


office 





REED M. CHAMBERS TALKS 

Reed M. Chambers, vice-president of 
the United States Aviation Underwrit- 
ers, Inc., was one of the speakers last 
week at the insurance group of the third 
annual aeronautical conference in Los 
Angeles. Before coming into the field 
of aviation insurance, Mr. Chambers was 
an independent operator of air lines and 
during the war he was comman’er of 
Squadron 94 in France with rank of ma- 
jor, succeeding Eddie Rickenbacker. 
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Worries Galore In 
Life Indemnity Claims 


AS SEEN BY W. I. MORROW 





His Suggestion to International Claim 
Association Is for Searching Investi- 
gation of Facts 





William I. Morrow, superintendent of 
the Aetna Life’s accident department, 
appeared before the International Claim 
Association week at Old 
Point Comfort, Va., with a comprehen- 
sive 


meeting last 


review of some of the difficulties 
which had arisen since the companies 
incorporated in their contracts the life 
indemnity feature. Particular stress was 
put on the unsatisfactory experience had 
in those policies providing indemnity 
the assured 
may live and suffer disability” and it was 
Mr. suggeston that a most 
thorough investigation should be made 
by claim men in bringing to light the 


f such His talk 


payments for “so long as 


Morrow’s 


facts in 
in part: 
“When the companies decided to incor- 
porate in some of their contracts the ute 
indemnity feature they never contem- 
plated a number of conditions that have 
arisen, as, for instance, the changing of 
a claimant’s occupation after an accident 
that enables him, with his indemnity, to 
enjoy an income in excess of what his 
former occupation brought him. 

“There is, perhaps, a need for this 
coverage but it can only be supplied on 
a safe and legtimate basis, else all will 
suffer by an increase of rates, or the 
code of public policy absolutely ignored. 
The insurance companies today do not 
grumble at the legitimate claims. My 
company has one on which we have been 
paying since 1912—sixteen years—but we 


cases. follows 


know it is straight and honest. 
Putting Up Reserves 

“Claims arising under policies which 
provide indemnity payme..ts ‘so long as 
the assured may live and suffer disabil- 
ity’ are now a source of considerable 
concern to the carriers that have issued 
this form of coverage, as well as a source 
of much worry to the claim men, whose 
problem it is to bring such claims to 
a proper conclusion at the earliest pos- 
sible moment. 

“They are important because the lia- 
bility runs along for an indefinite pe- 
riod, because the reserve requirements 
of the insurance departments create un- 
usually high figures, and they are im- 
portant for the further reason that the 
claimant has a special opportunity to ad- 
vertise insurance in general and his car- 
rier by name.” 

The speaker showed how the company 
sometimes has to begin making pay- 
ments which continue for several years. 
He pointed out that it is necessary to 
put up a reserve that varies according to 
the age of the insured and the size of 
the policy. Continuing he said: 

“Tt is the function of a claim man to 
bring such cases to a satisfactory and 
fair conclusion within the terms of the 
contract carried, and most companies 
today desire to make good on every 
promise they made in those contracts. 
One would think at first blush that it is 
an easy matter, but you and I know 
from experience that it often is not. 
There is, however, no good reason for 
us to become excited when confronted 
with such a case or begin to build beauti- 
ful theories as to how we can defeat 
such a claim—for we have no intention 
or desire to defeat any proper claim.” 


Getting the Facts 


Speaking of the promptness that is 
required in the investigation of the facts 
of a case, Mr. Morrow said: “It is ob- 





vious why promptness is necessary. De- 





lays are often costly and are almost 
sure to cause dissatisfaction somewhere 
along the line. 

“Investigations can be complete or cas- 
ual; and in this kind of case thorough- 
ness is absolutely necessary. We had a 
case not long ago where, after we had 
made two partial payments we found 
that disease had long antedated the pol- 
icy and we had adequate proof of this 
condition. It is doubtful that we will 
ever get this money back, but we are 
making an effort. Such payments in- 
crease the loss ratio, hence the insuring 
public suffer, because when all is said 
and done coverage and rates are based 
on actual experience. 


The Moral Question 


“Ts the claimant unquestionably to- 
tally disabled? What is the real cause 
for the disability? Was this cause un- 
questionably incurred after the policy 
went into effect? Is it complicated by 
anything that existed before the insur- 
ance was applied for? Is the medical 
proof clear on this point? Is there any 
suspicion of malingering? Would it be 
profitable to prolong the disability? 
What is the moral character of the in- 
sured? This last question, as you well 
know, has a bearing on some cases and 
should not be overlooked as a matter of 
public policy, aside from the companies’ 
interest. 

“In connection with investigations, I 
make a plea here for more joint action 
between companies. The presentation of 
a claim gives us a common business 
problem to work out, with the interests 
of our clients and our companies identi- 
cal. Joint consideration in no way re- 
tards or prevents freedom of action, nor 
does it lessen or detract from the in- 
sureds’ interests. It is of benefit to the 
honest claimant and to the best inter- 
ests of the insurance business in gen- 
eral. In other lines of business it it a 
common practice, along credit lines par- 
ticularly.” 


—_. 


R. H. HOVEY’S NEW POST 





Joins Metropolitan Casualty as Boston 

Fidelity and Surety Manager; Noted 

As Golf Champion 

The Metropolitan Casualty has ap- 
pointed Roger H. Hovey as manaver oj 
its Boston branch fidelity and surety 
department. Mr. Hovey, a native oj 
New England, received his early train. 
ing with the American Surety as jt 
manager at Hartford and Providence 
R. I. After twelve years with the Am. 
erican, he joined the Fidelity & | cposit, 
being associated with this company for 
five years in Boston, Mass. and Louis- 
ville, Ky. 

In 1925 he became manager of the 
New England department of the Em. 
ployers’ Liability, Boston, Mass., resign- 
ing to join the Metropolitan. 

Mr. Hovey’s successes have not been 
confined to the business of insurance 
alone, as he has been for three years 
runner up for the Connecticut golf 
championship and for three other years 
held the championship. In addition He 
was golf champion of Rhode Island for 
one year. 





JERSEY AGENCY INCORPORATES 


Announcement has been made by the 
Department of Banking and Insurance 
of New Jersey, that the New Jersey 
Agency, located at Atlantic City, has 
been incorporated with a capital of 
$125,000. The incorporators include B. 
George Ulizio, Franklin E. Morales aad 
Charles Kohl, all of Atlantic City. 





LEASE sUILDING IN CHICAGO 

The (Anerican). Lumbermen’s Mutual 
Casualty of Illinois has closed a long 
term lease on extensive space in an 
eight-story building in Chicago which 
will house this and other companies un- 
der the management of James S. Kem- 
per and will be known as the Mutuai 
Insurance Building. 
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Agents—an open mind may lead you to a find— 


AN Y time you are in Baltimore, you are cordially invited to 

visit our new Home Office buildings, which we believe are 
different and will interest you, no matter in what capacity or 
branch of insurance you may be engaged. 
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